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"MOST HELPFUL IN KEEPING 
OUR PRODUCTION UP 
AND COSTS DOWN”.. 


PACIFIC FITTINGS DIVISION pro- 
duces a complete line of high quality 
malleable iron pipe fittings; steel, iron 
and brass pipe nipples and steel pipe 
couplings ... has been an enthusiastic 
Texaco user for eight years. 





PACIFIC FITTINGS DIVISION of General fine quality of Texaco Products, has been 


Metals Corporation—largest pipe fitting manu- most helpful in keeping our production up 

facturer on the Pacific Coast — has this to say and costs down.” 

about Texaco Products and Service: There is a complete line of Texaco industrial 
“We've used Texaco exclusively for many lubricants .. . and Texaco Lubrication Engineer- 
years and with good reason. Texaco Lubrica- ing Service will gladly guide you in their selec- 
tion Engineers have always worked closely tion and proper use. Just call the nearest of the 
with our production men and their recom- more than 2,000 Texaco Distributing Plants in 
mendations have always been sound and _ the 48 States, or write: 
practical. The Texas Company, 135 East 42nd Street, 


“This, in combination with the uniformly |New York 17,N. Y. 


r{ (PO [K, Lubricants, Fuels and 


Lubrication Engineering Service 





TUNE IN... METROPOLITAN OPERA radio broadcasts evory Saturday afternoon. See newspaper for time and statio® 


For More Information Circle No. 101 on Inquiry Card—Page 17 

















t, 


statio f. 








womeee 














Stuart F. Heinnirz = 


B. PL Mast 
Harvey CONOVER President and Treasurer 
A. M. MORSE, JR eeesseessernseeesV ice Presid 


|? i | Se, coe Vice President, Research 
Ray RIcHarbs ...... .............Assistant Publisher 


FE. HOWARD 0o0.ccssssssssoePromotion Manager 
Gitpert B. Ferris ..W.... 


napiesnneameil Chairman of the Board 


sereneesene SS OCTOLATY 


EDITORIAL STAFF 
PauL V. FARRELL ..............Associate Editor 
G. H. Gutexunst, Jr. .......... Associate Editor 
A. N. WEcKSLER 
A. W. Wittiams 
L. E. McManon 


avcsesere oo @Shington ‘Editor 


whnsconnana Contributing Editor 


srnecevenseee Production Manager 
A. M. Grapy ..................... Production Assistant 
> Si, SN sabitcindamininnianl Art Director 
Davip Burke sessesseserees Associate Art Director 


ADVERTISING REPRESENTATIVES 
Avex G. GraaM, Division Mgr...New York 
Ilanvey Coxnover, Jr. 
Hucu Rosinson 


a? New York 
New durk 
Wayne W. Geyer, District Mgr...chicago 
Hucu Pevorr, District Mor. .........Chicago 
C. R. Kinestey, District Mgr. cleveland 
Dywietet JENNETT oo cccccssemn Los Angeles 
EDITORIAL AND EXECUTIVE OFFICES 

205 East 42nd Street, New York 17, N. Y. 


BRANCH OFFICES 
737 Nowru Micnican Avznie 
1900 Evcim Avenue ......... Cleveland 15, Ohio 
914 S. Rosertson Btvp. ........Los Angeles 35, Cal 
Nationat l’ress Kunin ......... Washington, D. ¢ 


«Chicago 11, Ill 





Published menthly by Peeaye, Inc 


Subsidiary of 
CONOVER-MAST PUBLICATIONS, INC 


Printed at Orange, Conn. 


CONOVER-MAST PUBLICATIONS 
PURCHASING 
Mitt. & Factory 
AviaTION AGE 
CoNstRucTION EQuirpMENT 
Liguor Store 
Bar—RESTAURANT 
INSTITUTIONAL FEEDING AND llousine 
Conover-Mast Purcuasinc Directory 
Conover-Mast Book Division 
Copyright 1954 by Peeaye, Inc., in the U.S.A 


Purcnasinc is an independent journal, not the 
official organ of any association. Established 1915 
as “The Purchasing Agent’. Consolidated with 
“The Executive Purchaser’’. 


Contents ere indexed monthly and annually by 
the Engineering Index Service. 
Subscription rates: United States, U. S. Posses 


sions, and Canada: $4 per year; elsewhere, $1) 
per year. Single copies, 50¢. 


q> 7 


Marcu, 1954 


EPA 





PURCHASING 


The National Magazine of Industrial Purchasing 


VOL. 36, No. 3 


Purchase for Profit 


ee ee 


Never an Idle Moment 25 os dst wwieccvccccscvccccte sd 4. W. Baldock 
Ten Commandments for the Salesman .............-; R. G. Ehrenfeld 
Purchasing Office on Wheels ...........ccsccccsecsccsecveens i's 
Standardization at the Company Level .............. F. E. Plumley 
Unique Welcome Folder ......... cc cccccscevcccvcvvcesoee ve 
Parchasing Sencl Cadden 6 oc. ..c sb vicwswees os a vei M. E. Neeley, Jr. 


PURCHASING Reports on Purchasing Opinion 
Has the Recent “Inventory Recession” Run Its Course? . 


What the P. A. Can Learn from the Salesman ......-S. F. Heinritz 


Purchasing for Research and Development ..........-- E. M. Lindsay 
Patent Monopolies .............. SPP Te Meee E A, W. Gray 
The Kind of P. A. Salesmen Like to Call On .......... ..C. L. Lapp 
Savings through Salvage .........02eceeeeeeeeeseses E. S. Connor 
Purchasing Done Here ...........--ccceseercecsesves Eldon Frye 
Inventories Cut to Size ....... cece cree c cree cree seseeeeesseses 
Purchasing Conference Uses Teleprompter Techniques. ...D. G. Baird 
Director of Purchases—A Job Analysis .........-+-+++565 E. S. Page 
The Pulse of Business 
Commodity and Business Trends .........---+eeeeeeee eres : 
Quality Control in Waste Paper Purchases ..........-. J. E. O’Brien 
Inventory Is More than Counting Stock ..........+.++-+- H. G. Huhn 
How Is Your Inventory of Ideas? ...........-+++44+5 J. G. Davies 
Make Your Typewriter Talk .......--0-eeee ee eeeeeeee D. Markstein 
Liability for Breach of Sales Contracts .......----+++> L. T. Parker 
Why Be Half Safe? ........-.+2+-: ih ware «nae G. H. Gutekunst 
MONTHLY FEATURES 

Purchasing Previews ......- . ER SAPP EPEL LL 
New Information for Your Catalog Files .......-----++++++eeeee%% 
News of Your Suppliers ........--eeeeeeeeereerereeees o> vainde 
Os BS 8 Te eek wh vdieo os 5 6805) Deb Sk ae ee ne De 
Highlights ....cccscccccccccscscssersssctovccesessorerasenees 
New Products —. [deeds «<a «ab + ck ok o Sante oS + Cae cu Goes 
Office Equipment and Supplies ....------++sseec cers eeeeereres 
Among the Associations ........----+esseeecereeererereeeeeee 
Personalities in the News ......esccccccccccssescncvssesecveres 
Industrial Developments ....-.----000e- ree rerererereeeeeeenee 
Buyer’s and Seller’s Mart ......-----+eeeeceeereceersrreetersees 
Letters to the Editor ..... 0.0. cc cece cece cece eee r err ceseeess eee 
Headlex to AGvePtlsOGS oon ccc ctw tobe ccccsccaseescsesesssseeseune 


MARCH, 1954 


69 
70 
71 
72 
74 
75 


77 
79 


£s&& 


95 


98 
101 


103 
111 
113 
115 
117 
120 
174 


P-'nted in U.S.A., by The Wilson H. Lee Co., Or. nce Conaecticut 













announces its new line 


__ GAS-FIRED 
UNIT 
HEATE 


AUTOMATIC! EFFICIENT! ASSURE 
YEARS OF DEPENDABLE SERVICE 


Grinnell gas-fired unit heaters are easy to install, 
simple to operate and maintain. Efficient per- 
formance assured — with any type of gas —by 
modern design of burners and heat exchanger, 
proper motor and fan unit. 
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Automatic safety pilot operates to shut off 
main gas supply if pilot burner goes out. Flash- 
back and extinction noise prevented by the 
burners’ raised port design and proper port size 
for the gas used. Low speed motors have built-in 
thermal overload protection and automatic reset. 


Additional features of Grinnell gas-fired 
unit heaters... 


Casing die-formed of heavy steel, with baked-on 
enamel finish 


Heat exchanger tubes and draft diverter of 
aluminized steel 


Combustion chamber of heavy steel, welded 
Burners of close-grained iron castings 
Adjustable louvers 


Burners and control assembly removable as 
a unit 


Hinged bottom pan permits cleaning interior 
of tubes 


Threaded pipe hangers for easy suspension 


Only wiring required is connection to room 
thermostat or manual switch 


Approved by the American Gas Association 
UNIT HEATERS FOR STEAM, HOT WATER, GAS 


WRITE FOR CATALOG 


Grinnell Company, Inc., Providence, Rhode Island ° Coast-to-Coast Network of Branch Warehouses and Distributors 


Manufacturer of: pipe fittings * welding fittings * forged steel flanges * steel nipples * engineered pipe hangers and supports 
Thermolier unit heaters * Grinnell-Saunders diaphragm valves * prefabricated piping * Grinnell automatic fire protection systems 
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A WASHINGTON REPORT FOR PURCHASING AGENTS 


YEAR OF 
DECISION 


ON WITH 
THE NEW 


HOW OLD 
IS OLD? 


TOO MUCH 
ON HAND 


— 


March 1, 1954 


Eisenhower is bucking the traditional pattern in pushing his 
program during the second year of his term. 

First 100 days of Roosevelt were the fighting days of the 
New Deal. Strategy in politics generally is to push for changes 
during the honeymoon period, when Congress and the public still 
remember the victory at the polls. 

Eisenhower took the first year to bring his team in—to get 


the feel of office. There was a 12-month period of cleaning out 
the old. 





Now he has brought out the new. Program suggested to Con- 
gress has vital impact on industry. It calls for increased social 
security and greater benefits to the aged and indigent—but 
underlying these greater services is the belief that only ex- 
panding industry can afford the burden of more social service. 

Administration favors more rapid amortization of capital 
equipment. This is highly important to the purchasing agent. It 
encourages industrial purchase of new machinery and equipment ; 
it places greater emphasis on modernization. 

This permits lower costs of product, and leads to expanding 
markets. 

For the PA, it means that his volume of purchase is greater. 
It also means that he must be on his toes to keep up with each new 
wrinkle in machine and process improvement. 














* * * 


Administration is being criticized on its tax concessions 
to industry. Self-authorized labor spokesmen claim that liber- 
alized tax treatment of depreciation is a giveaway to business. 

Facts are that any measure that spurs investment creates 
jobs. It has been roughly estimated that it takes a $10,000 in- 
vestment to create one job. If the rate of business investment 
Slows down, there will be fewer jobs. 

What Eisenhower wants is to replace the “straight line" 
depreciation of equipment (uniform write-off over the estimated 
years of useful service) with a method where during the early 
years in the life of property, depreciation may be estimated at 
rates double those permitted under the straight line method. 

This is no unusual privilege, as from actual experience any 
PA knows that equipment depreciates much faster during the early 
years of equipment life than during the later years. 











* * * 


Scaling down of the military raises the question of sur- 
pluses. There is difference in opinion as to who will handle sur- 
pluses, and what the policy will be. 

The military bought a lot of supplies during the past several 
years. Some of the buying was war buying. In a war, the military 
buys what it needs, and what it thinks it may need. The very 
nature of military buying makes for over-buying. 








Good, honest work like this comes mighty high when it’s going 


into excessive piping repairs and replacements. And how do you 
control such high costs? 


Thrifty buying with a careful eye on the quality of piping mate- 
rials can help a lot. At today’s maintenance rates, better quality 
was never a sounder investment. The more piping you have, the 
more you'll see how true this is, 


Better quality equipment doesn’t cost a penny more. Not when 
you know the savings it makes in longer life and fewer repairs. 
There’s real economy in valves and fittings that do this. That’s 
why Crane Quality makes Crane equipment the choice of the 


thrifty buyer. : THRIFTY 


Crane Co., General Offices: 836 S. Michigan Ave., Chicago 5, BUY Eb 
Ill. Branches and Wholesalers Serving All Industrial Areas. 


CRANE 


VALVES @ FITTINGS © PIPE © PLUMBING « HEATING 
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a PURCHASING PREVIEWS 


THE BATTLE 
FOR SURPLUS 


OUR STOCKPILES 
ARE BULGING 


TRADE, 
NOT AID 


THE BIG 
GET BIGGER 


continued 





But what looks like good and sound buying during a war, is 
hard to justify in a period of peace when the shooting is done. 
Then there are warehouses full, literally mountains of supplies 
—most of it surplus to current needs. 

The military would like to keep its hands on the surpluses, 
and release them as it sees fit. The civilian agencies of Govern- 
ment want to have a look at the surplus, and decide on how it is to 
be handled. 

But there is a question of public policy too. The PA in in- 
dustry recalls the headache of World War II surplus disposal. 
The educational buyer still remembers the mixed blessing of sur- 
plus equipment given to schools at next-to-nothing prices. 

Currently, the General Services Administration wants to 
review all surplus stocks before they are disposed of. 

The military maintains that it can handle the disposal 
problem without outside interference. 








*x* * 


It isn't only military equipment that is in surplus. Some 
of the stockpiles of strategic materials are bulging. 


x * * 


Drop in gross national product raises the question of what 
to do about imports. Throughout the cold war, we have been 
building up the economic strength of Britain and Western Europe. 
Now they are back on their feet, and producing goods in greater 
volume than before World War II. 

The purchasing profession naturally tends to favor free 
trade, except where national defense calls for artificial sup- 
ports for specific domestic industry. 

But there are a number of other considerations—economic as 
well as political. Where an industry is highly mechanized, our 
techniques can balance the lower wage standards of foreign coun- 
tries, but where there is a considerable labor ingredient in a 
manufactured product, the foreign producer has a big advantage 
with cheap labor. 

A new postwar national policy on imports is in the making. 
The Eisenhower Administration favors a liberal tariff policy, 


but there are many Republican legislators who are high tariff 
advocates. 














* * * 


What's been happening to business? Currently all major seg- 
ments of business are bigger than they were in 1940. 

Measuring the number of firms in business now, as compared 
to the number before the war, the Department of Commerce reports 
that the number of firms in operation increased from slightly 
more than 3,000,000 firms in mid-1945 to slightly less than 
4,000,000 firms in mid-1948, with about half of the increase oc- 
curing during 1946. 

Since 1948 the number of firms in operation has increased by 
roughly 50,000 firms or 1.2% each year. Examination of the data 
within 1949, however, shows that the growth in the business pop- 
ulation slowed to half this rate in response to mildly recession- 
ary influences. Information for the first half of 19535 indicates 


a rate of growth higher than that in 1949, but below other recent 
years. 
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Just this—like a pretzel baker, Ostuco 
is a specialist in bending, too! But it is only 


what's a pretzel one of Ostuco's many versatile facilities 


for manufacturing, fabricating, and forging. You'll 


got to do with always find Ostuco a dependable single source 


for both carbon and alloy steel tubing, and its quality 
tubing? is strictly controlled from raw materials right on through 
to prompt shipment to you. If you're presently 
using tubing or if you're considering its use in your 
product, write for our newest catalog, ‘‘Ostuco TuBiNc..”’ 
Better yet, send us your blueprints for a quotation. Ostuco's 
engineering and design staffs are always available 


to work with you on problems concerning tubing. 


By the way, did you know that Shelby, Ohio was the birth 


place of the seamless steel tube industry in America? 


gd OSTUCO TUBING 


SEAMLESS AND 
ELECTRIC WELDED 
STEEL TUBING 
— Fabricating 







OHIO SEAMLESS TUBE DIVISION 
of Copperweld Steel Company * SHELBY, OHIO 


Birthplace of the Seamless Steel Tube Industry in America 
SALES OFFICES: BEVERLY HILLS @ BIRMINGHAM @ CHARLOTTE 

CHICAGO @ CLEVELAND @ DAYTON ®@ DETROIT ® HOUSTON 
LOUISVILLE © MOLINE @© NEW YORK @ PHILADELPHIA 
PITTSBURGH @ SALT LAKE CITY @ ST PAUL @ SEATTLE 
SYRACUSE @ TULSA ® WICHITA 
CANADA, RAILWAY & POWER CORP., LTD. 


EXPORT: COPPERWELD STEEL INTERNATIONAL COMPANY 
117 Liberty Street, New York 6, New York 


and Forging 
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TAP 
DESIGN IS 
SPECIALIZED 


AT HY-PRO 


...f0 help boost your output 


Tap design is specialized at Hy-Pro. In fact their whole opera- 
tion is concentrated on the development and production of this 
one important line. Toward this end Hy-Pro’s design engineers 
center their attention on developing the most efficient and eco- 
nomical taps for the jobs you need. Their success in this field 
can be judged by Hy-Pro’s established reputation as “‘the tap 
specialists.” 

Whatever your own tap needs may be, let Hy-Pro help you 
boost production. Contact your local distributor or call Hy-Pro 
direct. They offer you a full line of quality taps plus the experi- 
ence of specialized design engineers. 




















HY-PRO TOOL CO., NEW BEDFORD, MASS., U. 5S. A. 


ADDITIONAL WAREHOUSES: 6046 College Ave. 10428 W. McNichols Rd. 6141 North Elston Ave. 
OAKLAND 18, CALIF. DETROIT 21, MICH. CHICAGO, ILL. 
Piedmont 5-4337 University 4-1077 Newcastle 1-6486 
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NEWS OF YOUR Suppliers 





Robert McNeal Smith has been 
elected a vice president of the Pitts- 
burgh Screw and Bolt Corp. He was 





Robert Smith 


previously assistant vice president of 
sales—Eastern Area, and has been with 
the company since 1941. 


Leschen Wire Rope Division, H. K. 
Porter Co., Inc., St. Louis, Mo., has 
named H. A. Harrington to the newly 
created position of assistant general 
manager. 


Two new managerial appointments 
in the recently established Chlorinated 
Products Division, Diamond Alkali Co., 
Cleveland, have been announced. 
Bruce D. Gleissner becomes assistant 
general manager of the division, and 
L. J. Polite, Jr., takes over the post 
of agricultural chemicals sales man- 
ager. Both men have assumed their 
new duties at the company’s general 
offices in Cleveland. 


Illinois Gear and Machine Co., Chi- 
cago, has named Richard H. Ewert as 
general sales manager. 


Joseph T. Ryerson & Son, Inc., Chi- 
cago, is now distributing plastic pipe 
and fittings produced by Carlon Prod- 
ucts Corp., Cleveland. 


Ohio Brass Co., Mansfield, Ohio, has 
appointed William A. Matzke as its 
valve sales representative in Wash- 
ington and Oregon. 


»? 


~~ 








The Mechanical _ Goods Division, 
United States Rubber Co., New York 
City, has named Henry E. Pruner as 
manager of conveyor and _ elevator 
belting sales. Mr. Pruner was formerly 
a sales engineer in the company’s Chi- 
cago branch. He succeeds George C. 
Crabtree, who has been named as- 
sistant district sales manager of the 
New York branch. 


Philip Carey Mfg. Co., Cincinnati, 
Ohio, has named Gilbert D. Lortz as 
sales manager of industrial rock wool 
felt, asbestos fiber, millboard and 
paper, fabricated parts and Asbesto- 
Sorb. 


Jack M. Esten has been appointed 
an abrasive engineer and Robert C. 
Divoll has been named a field engineer 


J. M. Esten R. C. Divoll 


for the Norton Co. Worcester, Mass. 
Mr. Esten will cover North and South 
Carolina, Virginia and part of Ten- 
nesee. Mr. Divoll will work out of 
Pittsburgh. 


Scaife Co., Oakmont, Pa., has an- 
nounced several personnel changes. 
W. T. Bryson becomes sales supervisor 
of District 5 with headquarters in At- 
lanta, Ga. He will cover the states of 
North and South Carolina, Georgia, 
Alabama, Mississippi and Florida. Dean 
Wagoner, with headquarters in Greens- 
boro, N. C., will continue to represent 
Scaife in the sale of gas cylinder prod- 
ucts in North and South Carolina. 
Frank F. Brown is now a sales repre- 
sentative in the New York territory 
of District 2. And, M. F. Gier is ap- 
pointed a cylinder specialist at Scaife’s 
home office in Oakmont. 








Joseph T. Ryerson & Son, Inc., Chi- 
cago, has named Weaver E. Falberg as 
assistant general sales manager. In ad- 





W. E, Falberg 


dition, Roland W. Burt becomes man- 
ager of the Chicago plant, a newly 
created position. Succeeding him as 
sales manager, Chicago, is Alfred J. 
Olson, who was formerly assistant sales 
manager. 


The Fielden Instrument Division, 
Robertshaw-Fulton Controls Co., 
Youngwood, Pa., has appointed several 
new distributors. Hoyt-Grant Co., Inc., 
New Haven, becomes sales representa- 
tive in Connecticut and Franklin, 
Hampshire, Hampden, and the south- 
ern half of Berkhome counties of 
Massachusetts. Nick Ruge Sales Com- 
pany, Indianapolis, is assigned the 
southern three-quarters of Indiana. 
K. P. Knudsen & Co., Atlanta will 
handle Georgia. And, Otto J. Leone, 
Pittsburgh, will operate in western 
Pennsylvania and the northern half of 
West Virginia. 


August Stang, Jr., former manager 
of lamp sales at Philadelphia, is now 
manager of the Allentown branch of 
the Graybar Electric Co., New York 
City. 


The new general sales manager of the 
Mathews Conveyor Co., Ellwood City, 
Pa., is L. J. Johnson. Mr. Johnson was 
assistant sales manager until his recent 
promotion. 
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In Macwhyte’s complete line there are 
a thousand and one sizes and types of 
wire rope. Thoroughly lubricated and 
PREformed—they are engineered to 
give long, low-cost service on your 
equipment. Recommendations gladly 
furnished—ask for Catalog G-15. 


ase ear ts 


Macwhyte Safe-Lock Wire Rope As- 
semblies are made to order in length, 
strength and flexibility desired. Termi- 
nals are permanently attached to one 


=— or both ends. Recommendations gladly 


furnished. Ask for Catalog 5201. 
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Get long, low-cost service with 


MACWHYTE 


WIRE ROPE? SLINGS *ASSEMBLIES 





For lifting and moving materials, there 
are hundreds of types and sizes of Mac- 
whyte Round-Braided, Flat-Braided, 
Single-Part and Grommet Slings. Each 
is custom-made to meet your particular 
needs. Recommendations gladly fur- 
nished. Ask for descriptive folder 5308. 


MACWHYTE 
COMPANY 


2918 Fourteenth Avenue 
Kenosha, Wisconsin 
Manufacturers of Inter- 
nally Lubricated PRE- ’ 
formed Wire Rope— 
Round-Braided and Flat- 
Braided Wire Rope Slings 
—Stainless Steel Wire 


Rope— Monel Metal Wire Rope — Aircraft 
Cable and Swaged.Fittings—Safe-Lock Wire 
Rope Assemblies. 


Mill Depots: New York, Pittsburgh, Chicago, 


St. Paul, Fort Worth, Portland, Seattle, 
Los Angeles. Distributors throughout U.S.A. 


10820W 
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J. Parks Hutcheson is now an appli- 
ation engineer of the commercial sec- 
tion, Jack & Heintz, Inc., Cleveland. 
He has been assigned the Ohio-Penn- 
sylvania territory and will operate out 
of Cleveland. 


Harold C. Johnston has been named 
sales manager of the Cincinnati Tool 





H. C. Johnston 


Co., Cincinnati, Ohio. For the past five 
years he has been sales manager of the 
Desmond-Stephan Mfg Co. 


Beryllium Corp., Reading, Pa., has 
named Albert W. Pendergast Safety 
Equipment Co., Philadelphia, as region- 
al distributor for its Beryleo non- 
sparking safety tools. The Pendergast 
firm, will serve not only metropolitan 
Philadelphia, but also Delaware, south- 
ern New Jersey and Pennsylvania, east 
of Williamsport. 


Barnes Manufacturing Co., Mans- 
field, Ohio, and Oakland, Calif., has ap- 





Ford D. Brown 


pointed Ford D. Brown as manager, 


petroleum and industrial pump sales. 


Supreme Products, Inc., Chicago, has 
named George W. Steinmetz as sales 
manager of its Chuck Division. Mr. 
Steinmetz, former assistant sales man- 
ager of Standard Tools, Cleveland, will 
headquarter in Chicago. 


24 
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A complete revision of the basic in- 
dustrial sales districts of the Joseph 
Dixon Crucible Co., Jersey City, N. J., 
has resulted in several personnel 
changes. Named as district manager of 
the expanded northeast district was 
Ralph C. Gough, formerly a special 
representative in the New England 
area. In the new Atlantic district, 
Robert E. Goodfriend has been named 
district manager. He was previously 
a district supervisor. The central dis- 
trict, with headquarters in Chicago, 
will be directed by Emory C. Bleam, 
a former district supervisor. The west 
will continue to operate under the 
management of R. C. Brock. 


The new general manager and as- 
sistant to the president of Hayssen 
Manufacturing Co., Sheboygan, Wis., 
is J. Clint Johnston. Mr. Johnston 
has represented Hayssen for the past 
13 years in various capacities in Ore- 
gon, California and Kentucky. 





W. M. Jensen 


The Forbes Steel Corp. has ap- 
pointed William M. Jensen as general 
sales manager. He will make his head- 
quarters at the firm’s main office and 
plant in Canonsburg, Pa. In addition, 
the firm has named Warren M. Jensen 
as Pacific Coast representative with 
headquarters in San Francisco. 


Reichhold Chemicals, Inc., Detroit, 
has appointed Herbert W. Mason, Jr. 
to the newly created post of adminis- 
trative vice president. Mr. Mason, who 
joined Reichhold in 1936, continues his 
activities as vice president in charge of 
purchasing, a department he helped 
organize. 


Illinois Tool Works, Chicago, has 
decentralized its Shakeproof Division 
along product lines, physical facilities 
and organizational responsibilities. The 
three subdivisions are: Standard Prod- 
ucts, Special Stamped Products and 
Plastic Products. The Standard Prod- 
uts unit is under the direction of 
Andrew L. Pontius. The manager of 
the Special Stamped Products unit is 
Carl F. Jensen while Silas S. Cathcart 
handles the Plastic Products unit. 


John T. Duffy has joined the sales 
staff of the N. T. Gates Co., Philadel- 
phia. He will work in the industrial 
sales division of the company and will 
cover the area of the Greater Delaware 
Valley. 


George D. Craig, Jr., has joined 
Northwestern Electric Co., Chicago, as 





G. D. Craig, Jr. 


general sales manager. Mr. Craig was 
previously eastern district sales man- 
ager for Jack & Heintz in New York 
City. 


John L. Marshall has been named 
assistant to the general sales manager 
of American Steel & Wire’s Cyclone 
Fence Department at Waukegan, Iil., 
according to an announcement from 
the United States Steel Corporation, 
Chicago. Also, it was stated that 
Charles J. Kinman was to succeed Mr. 


Marshall as assistant district sales 
manager, southwest district, Fort 
Worth, Texas. 


E. H. Mann has been named general 
sales manager, Alloy Metal Wire Co., 





E. H. Mann 


a division of H. K. Porter Co., Inc., 
Prospect Park, Pa. 





Additional News of Your Suppliers 
will be found following the 
Industrial Development section 
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THE WORLD'S FAVORITE general pur- 
pose power brush is this Osborn 
Mastera Wheel. This dense, wide-face 
brush works fast and lasts a long, long 
time on all kinds of jobs such as re- 
moving scale, rust, grit, old paint... 
deburring parts . . . preparing surfaces 
for welding. 


The easy way 
to buy brushes 


bys easy to be sure of top quality in industrial brushes. Just 
specify OSBORN ... No need to shop around. You cut pur- OSBORN MAINTENANCE BRUSHES cut costs 


. ,. by speeding up the job. These brushes for 
chasing red tape. These brushes have been recognized as the sweeping, dusting, washing or scrubbing 


‘ ‘ , ; are strongly constructed of the best mate- 

leading brand for 62 years. There is a complete line of paint, rials. Workers like them because they're 
‘ * well balanced and easy to handle. 

maintenance and power brushes to match your needs. Write 

for free pocket catalog. The Osborn Manufacturing Company, 


Dept. U-15, 5401 Hamilton Avenue, Cleveland 14, Obio. 


Osbouw Brus 


OSBORN MAINTENANCE, PAINT AND POWER BRUSHES © BRUSHING METHODS 
FOUNDRY MOLDING MACHINES 


FREE POCKET CATALOG. This new handy 
catalog describes OSBORN Brushes of all 
kinds. Write for your free copy. 


For More Information Circle No. 122 on Inquiry Card—Page 17 
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is your 
guarantee 
of top 
performance 
..in a reamer 


in a 
distributor. 





Specialists 3 
LAVALLEE & IDE, INC. 


CHICOPEE, MASS. 
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28 on Inquiry Card—Page 17 

















F.0.B. | i 





FILOSOFY OF BUYING 


HEN Melville Brodie, Pur- 

chasing Agent for United 
Fuels Limited, Hami:ton, Ontario, 
bought himself a life insurance 
policy recently, he wasn’t prepared 
for the furore that his simple pur- 
chase generated. But it so happened 
that his particular policy was the 
millionth one issued by The Canada 
Life Assurance Company. As such, 
the occasion called for some special 
ceremony. Mr. Brodie found him- 
self guest of honor at the company’s 
home office and received the policy 
at the hands of President E. C. Gill 
in person, with other officers and 
directors present to witness the at- 
tainment of this business milestone. 


HE headline writer of the Erie 
(Pa.) Dispatch-Herald has his 
own ideas on how the average 
household is run. Faced with a story 
on the home maker’s problems in 
keeping within the budget, and con- 
vincing her husband (top manage- 
ment?) that she is getting value 
for every dollar, he came up with 
the caption: “Today’s Wife Must Be 
Canny Purchasing Agent.” 


CHICAGO alderman declares 

that it takes, on the average, 
140 days from the time a city de- 
partment makes known its need for 
materials or services until a contract 
is finally let to fill the need. Perhaps 
it is conditions of this sort that are 
responsible for the startling dis- 
closure by a county purchasing agent 
in Texas that 90% of the purchase 
orders handled through his office are 
for items already purchased as 
emergency needs by some depart- 
mental commissioner; frequently the 
invoice for the goods is presented 
for payment along with a requisi- 
tion for a confirming order. In 
justice to the city purchasing de- 
partment at Chicago, it should be 
pointed out that the major delays 
in the City Council, which is re- 
quired by state law to approve all 
contracts involving more than $2,- 


500 and has authority to overrule 
the purchasing agent. Commenting 
on this situation, the Chicago 
Tribune states editorially that PA. 
John Ward is one of the mayors 
finest appointees in ability, experi- 
ence, and integrity, but that the 
position is a victim of the “system.” 
A bill to correct the situation by 
limiting Council approval to major 
capital projects was killed in the 
last legislature, but will be rein- 
troduced at the next session. An- 
other local amendment would speed 
up procedure by keeping contract 
action out of subcommittees. 


HE Rhode Island State Police 

apparently considered the pol- 
icy of “make or buy” on their re- 
quirements for bloodhounds. Or 
perhaps they were inspired by the 
classic advice of the New York 
alderman faced with a requisition 
for 12 gondolas for Central Park 
Lake, to buy a pair and let nature 
take its course. As a matter of fact, 
they went the alderman one better 
by getting the services of Big Red, 
the sire, on a lend-lease arrange- 
ment with a New Haven veteri- 
narian. At any rate, when Beth, 
the canine sleuth, recently produced 
a litter of eight pups, all but one 
were declared surplus, and it was up 
to State P. A. Franklyn Adams to 
find an outlet for the others through 
regular surplus disposal channels. 
The market for bloodhounds is not 
a very active one. Wanna buy 4 
pup? 


T HERE was something that looked 

mighty familiar in a folder that 
came to our desk the other day 
from the Taylor-Winfield Corp, 
Warren, Ohio, manufacturers of re- 
sistance welding equipment. [llus- 
trated was an improved refrigerator 
condenser unit, with the tubing 
welded to a grid of steel wire— 
lighter, more efficient, and less costly 
than previous designs. The machine 
on which the job was done looked 
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familiar, too. It was, of course, the 
product and equipment that figured 
prominently in P. A. John Monroe’s 
value buying project in the motion 
picture “Industrial Purchasing,” 
produced under the auspices of 
PurcHASING Magazine two years ago 
and shown since then at practically 
every P. A. Association in the coun- 
try. The machine, which was then 
still in the development stage at 
General Electric’s Erie plant, and 
highly confidential, is now on the 
market, offering greater values for 
the buyer and the consumer. Yes, 
as we have often been asked, the 
movie is completely authentic. If 
it hasn’t already been shown at 
your Association or in your pur- 
chasing and sales training meetings, 
drop us a line and get on the list. 


ALESMANSHIP gets into the 

bright lights of New York’s 
“Great White Way” on Times 
Square. The spectacular tribute to 
“The First Great Salesman of 1954,” 
whose name and portrait were 
flashed on the big billboard at 
Broadway and 46th Street, March 
Ist, is part of the reward in a na- 
tion-wide sales contest of The 
Pioneer Rubber Company, Willard, 
Ohio. Participants included some 
8,000 salesmen for the wholesale 
distributors of Pioneer’s colorful 
neoprene household gloves. In ad- 
dition to the “Broadway appear- 
ance,” the winner’s prize included 
an all-expense trip for two to New 
York City, with an exciting round 
of activities in his honor, with big 
name personalities expressing their 
tribute to the salesman and to his 
honored calling. 


CONOMIST J. K. Galbraith, a 

familiar figure on N.AP.A. 
programs when he was deputy ad- 
ministrator of OPA, has developed 
some new and unorthodox theories 
on the nature and virtues of com- 
petition in his book, “American 
Capitalism; the Concept of Counter- 
vailing Power.” It precipitated quite 
a hassle at the January meeting of 
the American Economic Association. 
One of the questions raised: How 
much, if any, of its purchase savings 
should a company with big buying 
POwer pass on to its customers? 
Regardless of the answer, the ques- 
tion does point up the significance 
of good purchasing—whether as a 
contribution to profits or to com- 
petitive advantage in marketing. 
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And you will know that Bemis color 
printing of brands on multiwall paper 
bags is bright, crisp, color-true 

... the kind that will boost the 
selling power of your brand. 


Ask your Bemis Man 
to show you typical 
Bemis multiwall 
printing. Trust your 
own eyes. 


Bemis 





ES 


General Offices—St. Louis 2, Mo. 
Sales Offices in Principal Cities 
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A\wemean BLOWER’S Gyrol Fluid Drive Power Unit is 
another product using Parker Die Castings to achieve greater 
strength while reducing cost. The two rotating elements with 
die cast blades shown at the left transmit the power through 
a vortex of oil. Alloy aluminum is used for light weight and 
high strength. Machining is minimized because the blades 
are die cast accurately and cleanly. Gyrol Fluid Drive units 
are used profitably in giant utilities, steel mills, paper plants, 
automotive and many processing plants. These units effi- 
ciently power many industrial machines—conveyors, cen- 
trifugals, cranes, mixers, winders, spinners and 
others where smooth acceleration, overload 
protection and shock absorption are desirable. 
These die castings by Parker, adding strength, 
cutting weight and minimizing machining costs, 
are vital elements in the top performance of 
Gyrol Fluid Drive units. Call Parker on your 
next die casting requirements. Our engineers 
will work with you to our mutual benefit. 





. a qa ALUMINUM aad ZINC 
Pe Dic Castings 
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CHASING 


Purchase for Profit 


INE years ago, in the February 1945 issue, we first used the caption “Pur- 
chase for Profit” as the title for a lead editorial. At that time, a small 
nucleus of forward looking purchasing men were actively promoting the idea 
and techniques of value buying. To them it seemed so basic that they called it 
“How to Buy”. They tried, unsuccessfully, to make it the foundation of a new 
type of educational program in Association circles. To most of their colleagues 


they appeared as visionary, over-ambitious eager beavers. But they planted a 
seed. 


Two Years later, the late A. J. Browning of Ford Motor Company was going 
up and down the country preaching the same gospel under a new name. He 
called it “Purchase Analysis” and he had built it up to the status of a science 
as an integral part of his own buying organization. It was the core of our “Ford 
Purchasing Issue” of July 1948 and created something of a sensation at that 
time. One of the things it brought to light was that similar developments had 


been going on, independently and under other names, in several progressive 
purchasing departments. 


We were encouraged to the extent of devoting an entire issue to the “Purchase 
for Profit” theme in 1949, and were optimistic enough to announce it as a “first 
annual” issue. Though many of our readers still frankly regarded it as a slogan 
rather than a reality, the optimism has been richly fulfilled. 


So has the science and the responsibility of purchasing changed in the short 
space of less than a decade. Purchase for Profit, which was a vision in 1945 and 
a slogan in 1949, is now one of the basic objectives which management expects 
and demands of its purchasing departments. It is more than ever essential to 
the efficient conduct of an industrial enterprise in the new competitive era. But 
it is not a device born of desperation to meet the new conditions. It is a tool 
developed thoughtfully and logically over the years, and fortunately in time 
to make a distinctive and valuable contribution in meeting these conditions. 


The Sixth Annual Purchase for Profit Issue of PURCHASING will appear 
in May. Watch for it, and use it. For whether you think of it as How to Buy, 
or Purchase Analysis, or Value Buying, it presents the guide for meeting the 
most challenging problems that management and competitive industry will 
put up to Purchasing in 1954, 


x 








FOR FURTHER INFORMATION ON PRODUCTS 
IN THIS ISSUE USE INQUIRY CARD — PAGE 17 

















THE FACTS 
at your fingertips 





There is a wealth of ball bearing infor- 
mation in New Departure’s application 
literature. This is informative material 
that will help you get the most out of 
every ball bearing installation. 


Dimensional and capacity data—lubri- 
cation, enclosure and maintenance meth- is » , i ‘atl ! ! 
ods. These and many other ball bearing 

facts are yours for the asking. BALL BEARINGS 
Take advantage of New Departure’s en- 


gineering assistance—New Departure 
engineers are always—at your service. 
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This issue’s important features 
summarized for the busy reader 


In last month’s issue we described how 
mobile salesrooms have been added to 
the techniques of industrial selling, bring- 
ing products to the buyer’s door for de- 
monstration at the point of sale. Turn to 
page 71 for the counterpart of this tech- 
nique in buying—the Mobile Purchasing 
Office, that brings the procurement headquarters to the 
field project where requirements arise and purchased 
products are put to use. 


Standardization is an important force for more efficient 
purchasing. The principle is well accepted ; the practical 
question still remains, in many cases, of how that prin- 
ciple can be applied at the company level. That question 
is answered in a down-to-earth article on page 72. 
The author’s experience will help you find the right 
approach to put standards to work in your buying. 


How can standards be set and applied for an item like 
Waste Paper, which is generated as a by-product from 
miscellaneous sources outside the buyer’s control? The 
article on page 111 is by a purchasing man for whom 
this is an important raw material. It tells how he has 
succeeded in achieving quality control for his own 
requirements, while at the same time giving suppliers 
the advantage of a better monetary return for their 
waste. Your interest may be on the side of more effec- 
tive waste disposal. In either case, this story can help 
you. 





The relatively new medium of television 
has developed new techniques of presen- 
tation. In one imaginative purchasing de- 
partment, the aid of the Teleprompter has 
been enlisted to put new life and effective- 
ness into the presentation of conference 
papers. Do you have a conference coming 
up? The article on page 98 tells how you can sub- 
stantially lighten the load of preparation and assure 
smooth continuity. 


GON 





In lighter vein, you'll enjoy the cartoon on page 95, 
Purchasing Done Here. You'll probably want to post 
a copy in your office or reception room. 











This month’s Guest Editorial (page 69) is contributed 
by A. W. Baldock of Des Moines, N.A.P.A. Vice Presi- 
dent for District 3. The author, who came into pur- 
chasing by way of industrial engineering, reviews the 
continuing challenge of his procurement responsibility 
and tells why he likes his job. 


Check your qualifications and accomplishments against 
the tabulation on page 101—a job analysis of the posi- 
tion of Director of Purchases, compiled by a man who 
successfully held that position and has gone on to 
broader administrative duties. 


Everybody tries to influence the man who 
buys, but effective purchasing requires that 
Purchasing Influence be made effective in 
dealing with salesmen, company associ- 
ates, and top management. We can learn 
much from the salesmen who call on us, 
who are trained in the art of making 
people think and act toward their own well defined 
objectives. Turn to page 79 for a summary of 8 im- 
portant points in applying salesmanship for better buy- 
ing. 








Purchasing for a Research and Development laboratory 
involves many factors that are peculiar to that type 
of activity. But the basic principles of purchasing still 
apply. The article on page 83 illustrates how stocks, 
standards, and ordering procedures have been adapted 
to meet these special conditions. 


Inventory Policies have been adjusted in accord with 
operating rates and with new competition and availabil- 
ity of supplies. In some quarters, these inventory poli- 
cies are blamed for the recent downturn in business. 
This month’s Purchasing Opinion Survey (page 77) 
reports the thinking and experience of the men who 


are responsible for carrying out these policies. Do you 
agree? 


One of the most significant recent legal rulings deals 
with the question of Patent Monopolies and the extent 
to which they can be permitted to affect consumer 
markets. Keep up to date on this important phase of 
purchasing. See page 88. 








‘Ses 


COMING — IN NEXT MONTH'S ISSUE 


Purchasing’s Part and Problems in Design Change—Purchasing at Douglas Aircraft 


COMING — IN MAY 
The Sixth Annual Purchase for Profit Issue—Your Guide for 1954 
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Diesel locomotive part 
6" thick, 25” in diameter 


Spider for blower 
Ye" thick x 10” x 1114" 


Ww 





Cirevlar conveyor parts 
26%" in diameter, cut 
from 1¥2” plate 

Ww 

















Side plate for, conveyor 


1" thick x 21Ye" 100%". 2 


Locomotive part cut from 7” plate 
Ww 






Crank shaft blank 
1%” x 8" x 16%" 


Accurately 


Flame-Cut Steel 


delivered quickly 


You see on this page a few of the many thousand different flame-cut steel 
shapes recently shipped from Ryerson plants. In some cases only one or 
two pieces were produced from a pattern. In other cases—hundreds. But 
in every case, steel was cut to close tolerance—with almost die-cut uniform- 
ity from piece to piece—and delivered quickly. 

Have you investigated this money-saving Ryerson service that cuts the 


cost of producing flat, irregularly-shaped parts? Here the nation’s largest 


steel stocks are at your disposal, including plate steel of every type, up to 
10” thick. And here you'll find the steel-service industry’s most complete 
array of flame-cutting equipment, including multiple torch machines that 
follow the most intricate patterns with an electric eye. 


For fast action, send us your sketch or blueprint and we will quote on 
any quantity. 


JOSEPH T. RYERSON & SON, INC. PLANTS: NEW YORK » BOSTON « BUFFALO + PHILADELPHIA - CHARLOTTE, N.C. - CLEVELAND 
DETROIT - PITTSBURGH - CINCINNATI - CHICAGO * MILWAUKEE « ST. LOUIS - LOS ANGELES - SAN FRANCISCO - SEATTLE - SPOKANE 


RYERSON 
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By A. W. Baldock 

































































A. W. ('Tee’’) Baldock is Vice President and Director 
of Purchases for the Globe Machinery & Supply Company, Des 
Moines, lowa. He is currently serving on the Executive Commit- 
tee of the National Association of Purchasing Agents as Vice 
President for District 3, which includes the Central lowa, Chi- 
cago, Denver, Kansas City, Milwaukee, Rock River Valley, St. 
Lovis, Tri-City, Twin City, and Twin Ports Associations. 

Mr. Baldock is a native of Lynchburg, Va., and attended 
Lynchburg College and Virginia Polytechnic Institute, where he 
graduated in 1934 with a B.S. degree in Industrial Engineering. 
He was a letter man in tennis at both schools. 

After working briefly for the Norfolk & Western Railway on 
ean experimental electric arc welding project, he spent eight 
years as Industrial Engineer with the Stanley Furniture Com- 
pany, at Stanleytown, Va. 
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Never an Idle Moment 






HANGING vocations—from in- 
dustrial engineer in manu- 
facturing to purchasing agent for a 
distributing organization — really 
broadens one’s assignments and in- 
terests. I never dreamed, when I 
first became active in my local Pur- 
chasing Association, that it would 
lead to District responsibilities, 
speaking to Rotary and Kiwanis 
clubs, and trying to write a maga- 
zine editorial—all “first” assign- 
ments for an amateur such as my- 
self in this field. 

Purchasing has its fundamental 
ethics, responsibilities, and chal- 
lenges, which are basicaily the 
same in every type of business. I 
believe that to purchase for a dis- 








Commissioned in the Naval Reserve, he saw three years of 
active duty in World War Il, achieving the rank of Lieutenant 
Commander. It was this Navy experience that was directly 
responsible for bringing Mr. Baldock into the purchasing field. 
One of his fellow officers was Fred Swanson, Jr., of Des Moines, 
whose civilian job was President of Globe Machinery. Mr. 
Swanson invited “Tee” to join the Globe organization upon 
leaving the Navy. The invitation was accepted, and his first 
assignment was as Purchasing Agent and Manager of the 
Industrial Department. He was advanced to his present position 
in 1951. 

Mr. Baldock is a charter member of the Central lowa Purchas- 
ing Agents Association, and served that group as President and 
National Director before his election to National office. 
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tributing firm like Globe Machinery 
and Supply Company —carrying 
stocks at Davenport, Cedar Rapids, 
Des Moines and Spencer, Iowa, and 
having three complete departments 
including Golf-Turf, Water Works, 
Plumbing and Heating, and Indus- 
trial Supplies—gives one as broad 
a range as possible. Definitely there 
is never an idle moment. Hence, not 
only hours, but months and years 
quickly roll by. 


Seasonal Problems 


Our purchasing is not on the basis 
of a bill of material for a unit or 
so many units per month. Rather, 
it is on the basis of turnover of the 
items we stock, constantly bearing 
in mind the seasonal trends for 
thousands of products, plus know- 
ing what our customers’ needs are, 
their usage and their seasonal 
trends. For instance, in the Turf 
Department there are the lawn 
mower season and the snow plow 
season. Seasons and weather con- 
ditions for gold course chemicals, 
constantly following new improved 
items for weed and brush killers 
and their seasons, with temperature 
and moisture variations, are a big 
factor. 

In the Plumbing and Heating De- 
partment, we must carefully check 
with the utilities for availability of 
natural gas in various localities 
within our area, for it helps to de- 
termine whether our furnaces will 
be for natural gas, propane, or oil. 
The same holds true somewhat on 
unit heaters and boilers. Our cli- 


mate is such that soil pipe, water 
main, and underground items also 
have a definite season. Enamelware 
and pottery do not have as sharp 
a seasonal pattern, but trends as 
to colors in various areas is one 
important factor to watch. 

The Industrial Department has a 
more uniform pattern of operation 
insofar as basic items of abrasives, 
drilling and tapping tools, fasteners, 
and power transmissions are con- 
cerned. But it is important that we 
be on the alert to know the type 
of products manufactured in an 
area, for the seasonal trends in those 
industries have a direct bearing on 
the quantity of specific staple items 
to have in the warehouse at various 
times of the year. This calls for a 
close tie-in with our Sales Depart- 
ment, to know our customers. 

For example, the item of snag- 
ging wheels for grey iron foundry 
use has a rather uniform sales per- 
formance. On the other hand, we 
have one customer who produces 
an item during February and March 
yearly, that requires approximately 
50,000 cotter pins. These are stand- 
ard, but not sold by us to anyone 
else in the area, yet he expects us 
to have them available when he 
needs them. Sand, gravel, and grain 
elevators are always seasonal cus- 
tomers due to the weather in this 
area. 


Not All Is Routine 


The many thousands of items we 
stock could not be handled without 


a modern perpetual inventory sys- 
tem, plus the constant cooperation, 
training, and working together be- 
tween buyers, stock control clerks, 
inside salesmen or order desk men, 
and the Sales Department. This is 
a part of the mechanics of buying 
for a distributor. There are many 
and varied duties of interest, but 
somewhat mechanical or routine. 

Beyond these basic procedures 
come the more broadening responsi- 
bilities and the more educational 
and interesting phases of purchas- 
ing. First, a constant study of na- 
tion-wide and world markets and 
how they affect our products, and 
an alert eye and ear for new and 
improved products to offer our cus- 
tomers to help them and improve 
their efficiency. 

I feel it is very important to see 
as many salesmen as possible, for 
they are eager to tell you of new 
items with their companies, and 
they have an intimate touch with 
market conditions. 

The other assignment—and we 
must not sell it short—is spending 
many hours of our time out of the 
office, studying the trade magazines 
and publications of the fields with 
which we are concerned, and the 
publications of our purchasing pro- 
fession. Read every article possible, 
and don’t neglect to scan all the ads. 
You cannot be on top of your job 
without doing this. And you will 
find that your reading evenings fly 
by like the busy days in the office. 

Market studies are of interest, 

(Please turn to page 306) 


Ten Commandments for the Salesman 


By Robert G. Ehrenfeld, svyer, Philco Corporation, Philadelphia 





Editor’s Note: This decalogue for industrial salesmen was written by Mr. Ehrenfeld for 
the benefit of some of his daily callers. It immediately prompted many requests for 
additional copies, and is reprinted here in the interest of giving it wider than local 


circulation. 





I. Thou shalt not use any door other than the “front 
door”. He who calls upon other personnel or 
wanders without permission—wanders right out 


of business. 


Il. Thou shalt not claim that thou used to do busi- 
ness with us. If you were a top notch supplier, 
you're still doing business with us. 


il!. Thou shalt not depend upon friends in the com- 
pany to get you business. A friend’s introduction 
to the buyer is permissible trade practice—but 
from there on, you’re on your own. 


IV. Thou shalt not speak falsely to a buyer. He often 
banks on your word in his dealings with others. 


70 


V. Thou shalt not cut prices merely for the sake of 
that “first” order. We’re interested in the best 
fair price, not the best first price. 


VI. Thou shalt not high pressure a buyer. Our busi- 


ness is built on human relations, fairness, and 
service—not on hot air. 

VII. Thou shalt not pore over voluminous catalogs 
during an interview—especially when the buyer 
appears to be busy. 

Vill. Thou shalt not bear false witness against thy 
competitors. 


1X. Thou shalt not weep for business. We are not 


chaplains—we’re buyers?? 


X. Thou shalt not call the buyer by profane names— 
either aloud or to thyself—order or no order. 
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is seen in the background. 


H. L. Duke, M-C & S project purchasing agent, calls a supplier from his ® 


headquarters aboard the railroad car. 


The office moves to the job 


Merritt-Chapman & Scott Corporation's “rolling office’ at the Savannah, 
Ga. bridge project is made up of two refurbished Pullman cars. Bridge pier 













A Purchasing Department 


URCHASING agents for Merritt- 

Chapman & Scott, world-wide 
construction firm, really go places. 
Whether on land or sea, an M-C & 
S project has purchasing and other 
administrative offices right on the 
spot, obtaining mobile efficiency 
hard to match in any office build- 
ing. 

Latest M-C & S peripatetic pur- 
chaser is H. L. Duke, who handles 
buying for the Eugene Talmadge 
Memorial Bridge project at Sa- 
vannah, Ga. from his office in a 
renovated, compactly equipped Pull- 
man car. Two such cars, comprising 
the company’s complete field head- 
quarters, are parked on a spur on 
the Savannah side of the high level 
bridge crossing being built over the 
Savannah River for the Coastal 


Marcu, 1954 





on Wheels 


Highway District of Georgia. 

Like the M-C & S “floating head- 
quarters” at the bridge being built 
to carry the New York State Thru- 
way over the Hudson River (Pur- 
CHASING, Oct. 1953, p. 71), this office 
on wheels provides the versatile 
construction firm with an office that 
can be “picked up” and moved from 
one job to another. The often ardu- 
ous work of building a headquar- 
ters preparatory to starting a proj- 
ect is eliminated, and not a day is 
lost because of delays. When the 
project is completed, utility lines 
are disconnected and the cars are 
off to another assignment. 

Interior office walls are a cool 
light green. Gray modular type 
desks were specially selected with 
space requirements in mind. Both 


cars are air-conditioned. They have 
hardwood floors, mahogany tile ex- 
tending from floors to windows, 
venetian blinds, fluorescent light- 
ing, acoustical ceilings and a venti- 
lator type heating system. All these, 
plus hot and cold water, make the 
headquarters a far cry from the 
usual “build it up, tear it down” 
type of project office. 

A mobile hospital unit set up in 
conjunction with the “rolling office” 
is located nearby in a specially con- 
verted bus. 

Project manager R. IL. Senn, who 
conceived the idea, sums up the 
sentiments of his staff about the 
office this way: “The beautiful part 
about it is that we are in business 
just as soon as the cars are placed 
on a-siding at a job site.” 
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A potent tool—when properly used 





OUR years ago, in 1950, the 
National Association of Pur- 
chasing Agents established the Na- 
tional Committee on Standardiza- 
tion. This is definitely a subject of 
interest and concern for the buyer. 
Ordinarily, when we think of the 
word “Standardization” we think of 
an established uniform material or 
practice. However, the uniform 
over-all practice only results from 
a great deal of hard spade work, 
and that spade work is done in 
establishing standards. The quickest 
equivalent I can think of for a 
standard, to bring it right down to 
the current interest of the buyer 
is the purchased material specifica- 
tion. 

Last year, at the N.A-P.A. con- 
vention, I attended a _ two-hour 
meeting on Standardization, hoping 
to pick up an over-all philosophy 
on the whole subject, and found 
that the two hours were principally 
devoted to emphasize the need for 


establishing standards, or specifica- 
tions. 


Standardization Without 
Standards 


How many of us have been ap- 
proached in the past, and requested 
to buy several thousand dollars 
worth of material from one source, 
because the plant was standardized 
on that particular brand of mate- 
rial. This is putting the cart before 
the horse. The thing to find out to 





This down-to-earth discussion is another exam- 
ple of the excellent practical information de- 
veloped through well planned staff meetings 
as a part of in-service training. See January 
issue, page 71, and February issue, page 84. 
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STANDARDIZATION 


... at the company level 


By Frank E. Plumley, Purchasing Agent, Bigelow-Sanford Carpet Co., Inc., Amsterdam, N.Y. 


begin with is what the standard is, 
and then worry about what source 
you have to go to to fullfill that 
standard. 

I do not subscribe to the theory 
that a plant is “standardized” on 
Oshkosh motors when several repu- 
table manufacturers make an iden- 
tical product to NEMA standards, 
except for the manufacturer’s name 
on the name plate. In this case, we do 
not have any standard at all. We 
have a preference established for 
one manufacturer, but this is hardly 
a standard or a standardized pro- 
gram for the purposes of this dis- 
cussion. 

How many times, when faced with 
such a situation, have we consciously 
tried to find out what the standard 
is that supports such a so-called 
standardization program? You have 
probably asked such questions as 
“Why is the Oshkosh motor better 
than others? How many Oshkosh 
motors do you have? What makes 
you sure you cannot use the other 
motors?” 

One of the answers you may re- 
ceive is: “Oshkosh motors last 
longer.” You know very well that if 
you called in sales representatives 
of three other reputable manufac- 
turers, they could all prove that 
their motors would last as long as 
Oshkosh motors. You know that 
repair orders for motors already in 
the plant flow constantly across your 
desk. You do not think much of the 
argument that “Oshkosh motors 
last longer.” Similarly, other rea- 
sons advanced to justify the standard 
seem to be nothing more than a 
result of habit, tradition, personal 
preference, or strong sales effort 
inside the plant on the part of some 
particular manufacturer. No, this is 
not standardization, because no 
standard has been established. 










Let’s look a little more closely 
at what we mean by standards 
with relation to things. An excellent 
booklet entitled “Standards, a Pro- 
curement Tool” was issued by N.A. 
P.A. in 1950. In it, we find the 
most frequently used types of stand- 
ards defined as follows: 

1. Specifications 

2. Grading Rules 

3. Dimensional Standards 

4. Methods of Test 

5. Inspection Rules and Methods 

of Sampling 


Benefits of Standardization 


The value of using these stand- 
ards to accomplish standardization 
in purchasing is best summarized by 
the following quotation from pages 
11 and 12 of the same book: 

The use of specifications and other 
standards simplifies and _ clarifies 
every administrative step in the 
whole procurement process—from 
the planning stage to the mailing 
of the check in payment for goods. 

Standard specifications are the re- 
sult of much experience, trial and 
study, thus saving time and effort 
in determining needs. 

Standards lower unit costs by 
making mass production possible. 

They enable buyer and seller to 
speak the same language, and make 
it possible to compel competitive 
sellers to do likewise. 

In thus putting tenders (i.e., quo- 
tations or bids) on a basis in whi 
comparisons can easily be made, 
standards broaden competition and 
promote fairness in competition. 

By eliminating unnecessary types, 
grades and sizes, standards enable 
purchasers to operate on smaller in- 
ventories at less expense, to buy in 
more economical quantities, and to 
get better deliveries. 

Standards help to eliminate prac- 
tices that are merely the result of 
accident or tradition and 
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might, therefore, hold back develop- 
ment or progress. 

By eliminating ambiguities, stand- 
ards decrease the chance of errors, 
arguments and lawsuits. 

Standards reduce the cost of 
maintenance and repairs because 
fewer parts and suvplies have to 
be carried in stock. 

They cut the cost of instructing 
new employees because there are 
fewer things with which to get ac- 
quainted. 

They cut accountirfg costs be- 
cause fewer types and sizes of ma- 
terials require fewer record en- 
tries. 


They aid management in emer- 
gencies through greater availability 
of personnel and material. 


Purchasing's Part 


To help realize the values just 
outlined, Purchasing should have a 
definite voice in standardization pro- 
grams and should actively investi- 
gate and make proposals for greater 
standardization. Again, this involves 
hard work at the level at which 
standardization begins—in the es- 
tablishment of the standards. 

Now, aren’t we treading on the 
toes of our Engineering people or 
Products people? Certainly, the en- 
gineering and technical people are 
responsible for the structure of the 
standards, but it is entirely in order 
for Purchasing to advise on exist- 
ing industry standards, to advise on 
price factors, and to recommend 
Standards as broad as possible to 
prevent limiting the sources of 
supply unnecessarily, and to point 
out the equivalents and substitutes 
available for the same purpose. 

What is there in all this for your 
company? I think one of the main 
efforts we can make for the cause 
of standardization, right in the com- 
panies we serve, is to scrutinize 


Marcu, 1954 


very carefully all pleas for so-called 
standardization when a real stand- 
ard does not exist. 


Analyze the Proposals 


An example is cited to illustrate 
what I mean; you can think of many 
more. A purchasing agent was re- 
quested to secure prices on a “Tom 
Brown” water coo.er, in quantities 
of ten. (Any similarity to names 
of manufacturers or distributors of 
water coolers in this discussion is 
purely coincidental.) The request 
for this specific brand was already 
tied up in a pink ribbon alluringly 
labe led “Standardization”. The pur- 
chasing agent was told that although 
it was well known that there were 
other water coolers on the market, 
it was desirable to standardize on 
Tom Brown coolers. 

Of course the purchasing agent 
pointed out that water coolers with 
the equivalent capacity, operating 
on the same principle, were avail- 
able to $40.50 per unit less, and that 
on a purchase of ten coolers a sav- 
ing of $405 could be made by using 
a brand other than Tom Brown. 


Study of Suggestions 


In response to this suggestion, the 
purchasing agent was asked if it 
was not entirely reasonable to stand- 
ardize on one type of water cooler. 
He agreed that, in principle, it 
seemed like a good idea, but asked 
what purpose would be served by 
such an arrangement — and why 
Tom Brown? It was pointed out 
that the water coolers already in 
the plant were predominantly Tom 
Brown. The purchasing agent coun- 
tered by showing, from the records, 
that most of the water coolers 
bought during the past three years 
were not Tom Brown, and if these 
ten bought were not Tom Brown 
it would make a considerable dif- 
ference in the proportion of Tom 
Brown water coolers in the plant. 

The next statement was that Tom 
Brown water coolers last longer. 
The purchasing agent inquired what 
average life was expected of a water 
cooler, and quickly found out there 
was no standard for such life. There 
was, in fact, no real experience to 
support this argument, as most of 
the original equipment was still in 
service. 

The next suggestion was that if 
all water coolers in the plant were 
Tora Brown, maintenance would be 
simplified. Since there is no routine 
maintenance of water coolers now, 
the purchasing agent asked whether 
the purchase of ten Tom Brown cool- 


ers would result in standard uniform 
maintenance. This question did not 
seem to ring a bell. He inquired 
whether Tom Brown water coolers 
were easier to maintain than others. 
There were no data on this. 

The purchasing agent drew the 
general conclusion from all this that 
there was no program based on a 
standard at the moment, and if a 
program was to begin with the 
purchase of new water coolers, he 
might as well start right there and 
buy water coolers with the proper 
performance at a competitive price. 
The Purchasing Department recom- 
mended the purchase of John Doe 
coolers as the best value. The 
“standardization” story did not stand 
up in this case. 


First Things First 


Here is another example. The 
question was raised recently as to 
why we bought so many different 
kinds of material handling trucks 
for use within the plant. It was 
felt that it would be advisable to 
standardize on this equipment. The 
purchasing agent explained that each 
truck purchased was for a particu- 
lar use, and was selected on the 
basis of its weight, type, load-carry- 
ing capacity, and other factors which 
were best suited to the specific job 
and performance required. He asked 
what purpose would be served by 
so-called standardization. 

The answer, again, was that the 
trucks would be easier to main- 
tain, since they would all be the 
same. The purchasing agent inquired 
whether study had been made of 
centralized maintenance, the estab- 
lishment of spare parts cribs, num- 
ber of central charging stations re- 
quired if electric trucks were used, 
etc. The answer was No. Apparently 
the prime interest was to “standard- 
ize” by getting the trucks all of one 
type and then consider whether 
maintenance should be centralized, 
whether parts could be stocked, etc. 

The purchasing agent pointed out 
that there seemed, to him, to be 
little justification for buying trucks 
of all one type, with consequent loss 
of efficiency in several of their appli- 
cations, unless a reduction in main- 
tenance costs would result, sufficient 
to compensate for the inefficiency 
of operation. This was something 
that had not been evaluated. In 
other words, we were back to the 
same old bugaboo of “standardiza- 
tion” without standards. 


Too Little; Too Much 


Now, these problems are not 
unique with any one buyer or or- 
ganization. Government buying is, 
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of course, the most publicized ex- 
ample. Some months ago, when 
the Federal Government was dig- 
ging into its own supply conditions 
and problems, and bringing to light 
some rather fantastic instances, the 
Wall Street Journal published the 
following example of lack of stand- 
ardization in the Armed Services: 
40-watt light bulbs, for which 
different services paid anywhere 
from 644¢ to 16¢ apiece, compared to 
a retail price of 15¢. 

Trouble lights that cost the Army 
Ordnance Corps $5.00, but were be- 
ing purchased by the Army Signal 
Corps at $2.50. 

Cereal bowls which the Army, 
Navy, and Air Force bought at 
prices ranging from 18¢ to 23¢ each, 
but for which the Army Medical 
Corps (adding on a purple stripe) 
paid 46¢. 

Nor should we go overboard in ad- 
vocating standardization for its own 
sake, because it is quite possible to 
overdo this thing too. In the same 
report, the Wall Street Journal has 
this horrible example: 


“The subcommittee staff also at- 
tacks the voluminous and unneces- 
sarily complex specifications for 
common, standardized items like 
thumb tacks and paper clips. The 
basic specifications for fly-swatters 
run five single-spaced pages and 
refer to half a dozen other volumes 
which must be consulted before the 
fly swatters can be bought. The 
supplementary references include 
two thick volumes costing $2.45 and 
outlining ‘basic textile tests’. Dif- 
ferent parts of the specification 
have been revised anywhere from 
one to six times.” 


Points to Remember 


These are extreme cases, but it 
is altogether probable that we could 
find comparable examples of lack of 
standardization, or of overstandardi- 
zation, in industrial companies—per- 
haps in our own companies. It’s the 
sort of “soiled linen” that we don’t 
hang out for the neighbors to see. 
Perhaps we haven’t noticed it suf- 
ficiently ourselves. 


In summary, we should remem- 
ber: 

1. The buyer has an active part 
in, and responsibility for, the sug- 
gestion and establishment of work- 
able standards. 

2. The buyer’s work on standards 
with engineers and technical people 
is cooperative in nature. 

3. The buyer should find out what 
the standards are before going along 
with a standardization program. 

4. Astandardization program must 
be economically justified, the same 
as any other program. 

5. A proper approach to the for- 
mation of standards and resultant 
standardization can effect great sav- 
ings and economies. 


Each Buyer on His Own 


6. While much helpful informa- 
tion is available, the individual 
buyer is on his own so far as his 
contribution to standards in his own 
company is concerned. 


Unique Welcome Folder 


HERE are a number of unique 

and interesting features in the 
welcome folder that is handed to 
salesmen calling at the Tapco Plant 
of Thompson Products, Inc., Cleve- 
land, Ohio. Without being elaborate 
or pretentious in any way, it adds 
up to a most attractive and atten- 
tion-compelling folder—and, what is 
more important, the information it 
contains is exceptionally complete 
and easy to find, and there’s an 
added twist that encourages its use 
for permanent reference. 

The two sheets making up this 
4% x 6” 8-page booklet, are cut 
and folded to provide a quick visual 
index to the three main sections, 
each occupying one spread of the 
folder: 

What we make . 

Where to find . 

Who to see... 

The two color printing, black and 
buff, has been skillfully used to set 
off this index feature attractively 
and helpfully. The “Where to find” 
pages contain three small sectional 
maps of the city, showing: 

a. Location of Tapco Plant. 
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Where to find... 


Who to see. 


b. Location of neighboring indus- 
trial plants of probable interest to a 
salesman calling on Tapco. 

c. Downtown Cleveland area, with 
location of hotel and transportation 
facilities. 

The “Who to see” section has a 
complete roster of Tapco purchasing 
personnel — purchasing agents and 
buyers—classified by manufacturing 
divisions, with proper titles and a 
listing of the particular commodities 
and supplies coming under the juris- 
diction of each. 





for your convenience 


TAPCO purchasing personnel 
Piast Perchosing Ages. ...... A tee 


Accessories Division: Valve Division: 
Pechaning Agent. LB Mofinen Pachanng Agent 1 miOvMee 


Who to see. 


The unique feature of this pre- 
sentation is that the last page of 
the folder, where the personnel list 
appears, is perforated and scored so 
that this portion of the page can 
be readily punched out and folded 
to convenient wallet size, 2%” x 
31%”. Thus the salesman, away from 
the plant, has a permanent handy 
record of whom he talked with and 
whom to contact by phone or letter 
on any given type of materials, and 
their immediate superiors in the 
purchasing organization. 
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Some practical suggestions for the buyer 





Purchasing Steel Castings 
For Value and Profit 


By Morris E. Neeley, Jr. sales Engineer, Dodge Steel Company, Philadelphia, Pa. 


he trend of business in many 

capital goods industries has re- 
cently been disturbing. Falling out- 
put is reported in the structural 
steel field . . . the machine tool in- 
dex and railroad freight loadings are 
below expectations ... a tendency 
to level off or soften prices is noted. 

Business leaders do not interpret 
these trends as the necessary pat- 
tern to follow. Our economy is 
too dynamic — pent-up demand too 
great in private and public works. 
It does, however, place more em- 
phasis on responsible purchasing 
practice. Buyers are advised to be 
more selective, to compare values, 
to be conscious of price . . . and 
most important, to analyze price in 
terms of value received. 

Castings have much to contribute 
in setting a pattern of purchasing 
for profit. Whether you pursue a 
policy of purchasing for inventory 
to take full advantage of market 
fluctuation, or of purchasing on an 
“as required” basis, real purchasing 


ability plus a thorough understand- 
ing of your plant operation, man- 
agement objectives, and specific pro- 
curement requirements, will deter- 
mine the value you receive from 
your casting purchases and in turn 
will contribute to profit. 

Steel castings should receive full 
consideration of the casting buyer. 
They have much to offer. Steel 
castings are readily designed to place 
the metal where it is most needed. 
Through the use of alloys and heat 
treatment they insure strength in 
the vital areas of the castings. They 
are generally more resistant to im- 
pact and dynamic stress. Steel cast- 
ings will, if properly manufactured, 
withstand high temperature creep, 
resist abrasion and corrosion, and 
have inherent characteristics that 
withstand high pressures, as well 
as static and shock loads. In addi- 
tion, steel castings readily accept 
welds, comparable to rolled steel, 
and are easily machined and fabri- 
cated. 


Considerable progress has occurred 
in the technical development of steel 
castings since the close of World 
War II. Although much of the tech- 
nique is not new, the competitive 
aspects of the postwar years have 
caused these developments to re- 
ceive increased recognition. 

Today, engineers and designers 
employ cast weld construction and 
composite fabrication. Intricate steel 
castings are redesigned as separate 
parts, cast, and then welded together 
to form complete structures. Impor- 
tant savings are realized because 
a large percentage of the cores 
are eliminated. Many chills are 
unnecessary, and risers are easily 
placed,, resulting in a sound end 
product meeting the customer’s spe- 
cific requirements. 

Several steps are suggested to the 
casting buyer as a guide in helping 
him procure sound castings. These 
steps all will contribute toward 
profitable purchasing practice. 





Choose Your 
Foundry 
Carefully 


1. The casting buyer should have 
a good working knowledge of the 
foundries available to him as sup- 
pliers, their physical facilities and 
limitations, their experience pricing 
structure, quality, and general repu- 


tation in the industry. Buying a 
quality casting, at a fair price, de- 
pends on the ability to choose the 
foundry best equipped by plant fa- 
cilities and experience to handle 
his particular procurement problem, 





Consult 
Your 
Foundry 
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2. The foundry should be con- 
sulted and the design reviewed with 
your engineering staff at the design 
level. This initial step will prove 
invaluable in supplying the best 
casting for your requirement. The 
foundrymen will study your design 
to ascertain the feasibility of cast- 
ing, suggest the proper combination 
of metals, the proper heat treatment, 


and the most economical method of 
manufacture. 

Greater emphasis on casting de- 
sign by the Steel Casting Industry 
has resulted in improved cast steel 
parts through redesign. Application 
of improved casting design princi- 
ples with adequate regard for foun- 
dry problems can bring numerous 
benefits to both foundry and buyer. 


75 














Give 
the Foundry 
All 
the Facts 


3. The production of custom or 
jobbing castings is a joint under- 
taking between the buyer and the 
foundry. An atmosphere of com- 
plete cooperation should exist. There 
should be a free exchange of infor- 
mation regarding the proposed cast- 
ing, and all the facts relating to the 
job should be made available, in- 
cluding: 

a. Type of steel and conditions 

under which the part will func- 
tion. 


b. A sample casting or drawing 
complete in detail. 

c. The weight of the casting or, 
if not known, the approximate 
weight as determined from the 
drawing. 

d. The number of pieces to be 
ordered from each pattern and 
the anticipated frequency of 
re-order. 

e. Delivery dates and schedules. 

f. A description of the pattern 
equipment and its condition. 












The 
Pattern is 
All - Important 


4. The responsibility for the pat- 
tern should be determined immedi- 
ately. If the buyer is to furnish the 
pattern, the foundry normally will 
“mark-up” a drawing recommend- 
ing the type of equipment to be used 
and the style pattern preferred. If a 
pattern exists, the foundry should 


be told the type of pattern and its 
relative condition. 

It is good purchasing practice, 
however, to have the foundry pro- 
duce the pattern. Your order then 
becomes one responsibility from one 
supplier and usually contributes to 
a better casting at a lower cost. 












Give 








Your 

















Foundry 











Time 























5. In the development of a part 
or component, particularly when 
working from a new design, justifi- 
able delay is not unusual. Good en- 
gineering design, drawing, pattern- 
making, casting, finishing, and as- 
sembly all represent time-consum- 
ing operations. When an order is 
about to be placed for a casting, 
it is not unusual for the order to 
be accompanied by a tight produc- 
tion schedule. It is at this important 
stage that the casting buyer’s pur- 
chasing skill and knowledge of good 
foundry practice “pays off’ in his 
ability to choose a supplier capable 
of producing the best casting in the 





most economical manner, and in the 
shortest time. 

Foundries, too, have many spe- 
cialized operations requiring time 

. from making the pattern, cores, 
molds, pouring, finishing, heat treat- 
ing, through final inspection. It is 
good buying practice, and a major 
contribution to a good end product, 
if the foundry is given sufficient time 
to produce the “custom built” prod- 
uct expected of them. The type 
of product acceptable to the buyer 
and his associates without question 
contributes towards high manufac- 
turing standards that invite repeat 
business. 





















Price 



































6. In most procurement situations, 
price is a dominant factor. However, 
a low price is not always consistent 
with good casting quality. Initial low 
cost does not always reflect the hid- 
den costs of castings that are not 
accurate, that contain external or 
internal flaws, that require exces- 
sive machine work, or that are ulti- 
mately rejected. Money, time, and 





lost production frequently is the 
price paid for casting purchases 
based on price alone . . . without 
consideration of value received. 

The actual casting cost can only 
be determined after the required 
machining or processing has been 
completed and the casting is ready 
for final assembly into the end prod- 
uct. 


















Other 


Factors 

































7. Contributing cost factors in cast- 
ing procurement include expediting 
by personal contact, telephone or 
correspondence. These things can be 
effectively controlled or even elim- 
inated by well-organized and well- 
informed purchasing practice along 
with the choice of a good supplier. 
To summarize, casting quality and 


profitable casting purchasing de- 
pends, in large measure, on good 
basic design, a sound knowledge 
by the buyer of his requirement, 
a knowledge of good foundry prac- 
tice and where that service is avail- 
able to him, a free exchange of all 
pertinent data, time, and an accep- 
tance of value for a price. 
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MARCH 1954 


Has The Present 


PURCHASING reports on 


“INVENTORY RECESSION” 


Run Its Course? 


One of the basic indicators of the nation’s economic health is its 
inventory situation. Recently, there have been wide discussions 
on relation of inventories to the current dip in business. Purchasing 
agents, in their key positions, are constantly aware of what is 
happening to inventories. To determine their opinions on the extent 
and duration of the current ‘‘inventory recession’', we asked pur- 
chasing men all over the country a series of pertinent questions. 
The combined answers follow. 


0 In your opinion, has the adjust- 


ment of industrial inventories pretty J 
well run its course—i.e., are present in- 
Yentories in sound balance with pro- ® 


duction schedules 


Q Has your company established a 
definite policy for inventory reduction @ 


® Is inventory control in your com- > 


ad a purchasing department respon- 
ity 





Yes 
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© To what causes do you attribute 9 
the recent decline in inventories a 


© Have you set a goal for higher in- 9 


ventory turnover in 1954 o 


© Do you find that suppliers’ inven- 9 
tories are sufficient to support lower 


inventories at buyers’ plants 3 


@ Do you anticipate any marked 
change in inventory trends during 1954 ? 


“Except for isolated instances, our present inventories are in bal- 
ance with current production schedules and we anticipate no 
further decreases. Lead time and adequacy of supply brings in- 
ventory closer to actual manufacturing levels which we feel to be 
a healthy situation.” 


“Liquidation of unwanted or dead items a must for above average 
turnover expected for 1954.” 


“We are trying to recover our balance from November and 
December—buying only what is needed for immedate production. 
Our buying will open up more after the middle of March. 


“Believe that ‘imbalanced’ inventory conditions have been the 
victim of exaggerated publicity.” 


“We have been working under a definite policy for inventory re- 
duction for the past two years and now have our inventories at 
the minimum for efficient operation.” 


“We have found since October, that greater availability of our 









(In order of selection) 

1. Greater availability of goods 
2. Shorter lead time 

3. Possible price decline 

4 


. Pessimism on the business outlook 


Yes 








Yes 





Up 





Down 








No change 


Depends on business conditio 


yo 9 


type of materials in stock has made it possible for us to cut our 
inventories to approximately 30 days.” 


“Previously carrying 3 to 6 months inventory. Now operating on 
60 to 90 day inventory and will probably operate on this basis for 
the balance of 1954.” 


“Believe business conditions will become firm and remain so for 
balance of the year—barring unexpected.” 


“The present condition will prevail until industry as a whole is 
satisfied that the present recession is only a temporary slump. 


“We began our inventory curtailment back in midyear of 1951.” 
“The decline has been felt more by firms that were stockpiling.” 


“Expect present downward trend in inventories and production to 
last until the middle of the third quarter of 1954.” 


“Not much change in second quarter of 1954. Last half will im- 
prove and be on a more stable basis than first half.” 
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Purchasing has a good product to sell 





What the P. A. Can Learn 


from the Salesman 


By Stuart F. Heinritz 


T IS probably trite to remind any 

industrial group that we are liv- 
ing and working today in a com- 
plex scientific age. Time was when 
all industry consisted of relatively 
simple combinations of our varied 
natural resources and the basic me- 
chanical forces of the lever, the 
wheel, and the inclined plane. But in 
today’s world of science, virtually 
all of our industry is based on the 
work of the research and develop- 
ment laboratory. That is true of the 
materials we buy and use, the me- 
thods by which we process and 
fabricate them, our sources of power, 
our means of transportation, and the 
end products which are the hall- 
mark of our civilization. 

This situation exists, of course, 
not only in America, but—in vary- 
ing degrees—throughout the civil- 
ized or industrial world—in every 
nation above the Point 4 level. We 
like to think of ourselves as being 
preeminent in scientific and techni- 
cal advancement. But science knows 
no national borders, and our own 
reputable scientists would be the 
first to warn us against any such 
smug assumption. 

Perhaps the Nobel prize awards 








In response to many requests, we are publish- 
ing this address, which has been given before 
several eastern Purchasing Agents Associations 
during the past two months. 
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furnish as objective a standard of 
measurement as we can find. In the 
list of such awards for discoveries 
in the fields of physics and chemis- 
try since the turn of the century, 
16 nations are represented. The 
United States ranks not first, but 
third—not even a very close third. 
We have contributed ‘ust 16% of 
the total. A substantial portion of 
our modern technology is based on 
patents seized from the Central 
Powers after World War II. And 
while we properly discount some of 
the ridiculous claims of the Soviet 
Union for the discovery of electric- 
ity and television, we do know that 
they have some very able scientists 
at work, with the aid of some in- 
formation which we would have 
preferred not to share with them at 
this time. We would dearly love to 
know exactly what they are doing, 
and how far they have gone. This is 
one of the more important secrets 
hidden behind the iron curtain. 


Applied Science 


However, we do have one field of 
acknowledged superiority. The pe- 
culiar genius of the American tech- 
nician has always been his aptitude 
in applied science, the ability to put 
the basic principles and new discov- 
eries to useful work. This is one 
of the chief factors that have mad 
possible our high standards of liv- 
ing. It is our thin but vital margin 








of leadership in the world’s atomic 
race, for purposes of war or peace. 
It is important to know about the 
structure of the atom. For this, we 
must thank the researchers of Ger- 
many, Italy, and Canada. But that 
knowiedge is academic until we 
learn to apply it, to use and con- 
trol atomic structure and power. 
In this phase we have outstripped 
the rest of the world—not science 
alone, but applied science. 

Now let’s turn our attention to 
another field of science, away from 
the strictly material aspect. Some 
years ago I attended a purchasing 
meeting in the South, where one of 
the principal speakers was a learned 
and practical professor of psychol- 
ogy from one of our State univer- 
sities. He drew the same distinction 
between pure and applied science in 
his field. 

Psychology is defined as the sci- 
ence of human behavior. It is a 
fascinating subject in its own right. 
One of the non-fiction best sellers 
a few years back was a book en- 
titted “Why We Behave Like Hu- 
man Beings”. Probably all of us 
have frequently questioned whether 
there is any science, any rhyme or 
reason, in human behavior. We are 
eager for whatever knowledge we 
may acquire on that subject. 

But our professorial friend ex- 
plained that his only excuse for 
addressing a business group lay 
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in the field of applied psychology, 
which he defined as the science of 
making other people behave or act 
as we would wish them to. There 
has been a best seller on that sub- 
ject too, as you will immediately 
recognize if we abbreviate the title 
—“How to ... Influence People”. 


Art of Salesmanship 


Now, just as one group has been 
preeminently successful in applying 
material science, so there is a group 
that has been outstandingly success- 
ful in applied psychology, getting 
other people to do what they want 
them to do. That is probably why 
we generally think of this idea as 
being synonymous with salesman- 
ship, although actually it is just 
as pertinent in terms of administra- 
tive ability, leadership in any group 
activity, diplomacy, or good purchas- 
ing. 

Dale Carnegie’s popular classic 
was not written exclusively for 
salesmen, but they have appropri- 
ated it as their own. And certainly, 
over the years, our friends and 
allies in the sales fraternity have 
been so successful in selling this 
idea along with selling their goods, 
that they have placed an enormous 
premium of prestige and reward on 
this ability. They have done so to 
the extent that it is quite generally 
conceded as their peculiar qualifica- 
tion and prerogative, even by those 
who ought to be practising the self- 
same applied science in carrying 
out their respective responsibilities 
in management and purchasing. 

We have of course been aware— 
particularly during the recent pe- 
riod of material shortages—that it’s 
part of the purchasing job to influ- 
ence or persuade suppliers to let 
us have the materials we need, and 
to get them to us on time to meet 
the insistent demands of our manu- 
facturing schedules. And we have 
experienced some of the salesman’s 
exhilaration when this has been ac- 
complished. We have made some 
tentative suggestions to our asso- 


ciates for changes and improve- 


ments in materials and methods and 
manufacturing policies, for better 
purchasing performance. Sometimes 
these suggestions have been ac- 
cepted, to the substantial benefit 
of our companies, and sometimes 
our ears have been pinned back 
for our presumption. 

But for the most part we have 
adopted a defensive psychology. We 
have been content to play the role 
of the defensive platoon in business, 
to go back into the huddle and talk 
about it among ourselves. It may 
be pertinent to remember that the 
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TAKE A LESSON FROM THE SALESMAN 


Here’s how he sells you — 


N — 


goal. 


uw 


influence. 
. Be enthusiastic. 


to the other fellow. 


co ~) ON uv > 


. Follow through. 


. Know your objectives and know the facts. 
. Plan your progress, step by step, toward the ultimate 


. Make the facts known to those whom you seek to 


. Present your proposals in terms of their advantage 


. Let the other fellow think it is his own idea. 
. Be patient and persistent. 





two platoon system has now been 
written out of the rule book. To 
make a place on the team today, 
a player has to go both ways. 


Everybody in the Act 


There are understandable reasons 
why this attitude has prevailed, why 
sales resistance in the better sense 
has been one qualification of the 
purchasing man. It seems that just 
about everybody is trying to influ- 
ence the behavior and action of the 
purchasing agent—trying to make 
him do the things they want, and 
in the way they want them done. 
There are three important groups 
we ought to consider in this connec- 
tion. 

First, there are the salesmen 
themselves, who are constantly try- 
ing to influence him to buy their 
products, on their terms. That’s 
their job. 

Then there are the technical and 
plant men in his own company, 
operating on the premise that they 
are the ones who know exactly what 
he ought to buy, and when, and how 
much, and where to get it. They are 
quite likely to evaluate buying per- 
formance solely by the yardstick of 
how nearly the purchasing agent 
buys to their request or demand. 
Except for convenience, they don’t 
really want a purchasing depart- 
ment. 

And then there are the people 
in top management, who don’t need 
to practise any particular psychol- 
ogy or tact in making their influence 
effective, because they are in a posi- 
tion to get the buyer to act as 
they want, simply by telling him to, 
without giving — or perhaps even 
having—any valid reason. 

Now every purchasing man knows 





that to do a really competent job 
of procurement for his company, it is 
necessary that the purchasing agent 
be able to influence these people 
with whom he comes in business 
contact, in the light of his purchas- 
ing knowledge and objectives. If he 
is always on the receiving end of 
decisions and instructions, of what 
practical use or value are the pur- 
chasing knowledge and principles 
that we have so painfully evolved 
over the years? That’s not even 
applied purchasing. 

This view as to the desirability 
of purchasing influence, for better 
management and performance, is 
shared by many objective observers 
who have competent standing in 
economic and business science, and 
are wholly without purchasing in- 
terest or bias. 

In regard to the salesmen, we have 
lately been frequently and forcibly 
reminded that the present buyers’ 
market is the opportunity to make 
purchasing initiative and influence 
felt. You have only to scan the 
programs of sales management con- 
ferences for the past two or three 
years, while this situation has been 
brewing, to know that this is what 
the salesmen themselves expect of 
us. 

As for our company associates, 
we know that much of our most con- 
structive accomplishments must be 
achieved not only with, but through, 
other departments. For example, 
our whole experience with the new 
techniques of cost reduction and 
value buying, as a basic objective 
of procuiement, indicates that the 
success of any such program de- 
pends almost altogether on the abil- 
ity to develop the right kind of per- 
sonal relations and to foster team- 
work. The analytical procedures 
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open up glowing vistas of limitless 
purchasing potential, but they re- 
main visionary without applied psy- 
chology to put them in effect. 

As for management, there has 
been a steadily growing apprecia- 
tion of the purchasing function— 
at least in principe. It is on the 
record in scores of public pro- 
nouncements on the subject by in- 
dustrial leaders. While some of these 
statements have been made for 
purchasing consumption, we should 
not question their sincerity; indeed, 
there are instances where manage- 
ment has convinced itself in the 
very process of developing such ma- 
terial. And this recognition is evi- 
dent in an encouraging number 
of outstanding company examples 
where the principle has become a 
fact. 

But we notice these developments 
and talk about them because they 
are still the exceptions to the rule. 
The problem remains the No. 1 
subject of discussion wherever pur- 
chasing men get together. And we 
are so far from achieving it as a 
generally accepted practice that at 
least one of the leading manage- 
ment associations outside of pur- 
chasing is genuinely concerned, and 
is doing something about it—simply 
as a matter of good management. 


Management's Next Move 


By coincidence, I happened to 
have two conversations on this very 
point in a single day last December. 
I had a call that morning from a 
good friend of long standing, whom 
I consider to be one of the truly 
outstanding purchasing men of the 
country though, by choice, his name 
is not the most prominent. He has 
made many notable contributions to 
the advancement of purchasing, by 
precept and example and generous 
sharing, but he happens to be the 
sort of person who modestly prefers 
to stay in the background. The 
significant fact here is that he com- 
mands an exceptionally high degree 
of respect and recognition, and ex- 
erts exceptional influence within 
his own organization, which is al- 
most unchallenged as the leader in 
its field. Its ratio of profits to sales 
is almost double that of its nearest 
competitor, and that record is partly 
due to good, progressive purchasing. 

When he visited me in December, 
it was on the eve of his retirement 
on January 1. He had named and 
trained his own successor, well 
qualified to carry on. At the year- 
end meeting of the Board of Direc- 
tors, of which he is a member, they 
said some highly complimentary 
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things about his accomplishments, 
expressed the hope that the good 
work would continue, and asked for 
his comments on how this might 
best be achieved. In a well con- 
sidered reply, he tossed the ball 
right back to management. With full 
appreciation of the cooperation he 
had enjoyed over the years, he told 
them that purchasing in that com- 
pany had gone about as far as it 
could go on its own initiative and 
efforts, and that the next move must 
come from management itself by 
actively promoting, in company 
policy throughout the organization, 
the principles and the influence of 
a purchasing-minded operation. 

Obvious.y that would be a situa- 
tion that all of us in purchasing 
would welcome. Is it an impractical 
goal? That same afternoon I had a 
telephone call from the program 
director of the American Manage- 
ment Association. AMA is weil 
aware of purchasing, and has done 
a great deal of good work in a series 
of excellent purchasing clinics. But 
they have come to the conclusion 
that this is not enough—that man- 
agement itself must face up to the 
issue. So, for the first time in AMA 
history, they are giving Purchasing 
top billing at their forthcoming top 
management conference in Cleve- 
and—not for the advancement of 
purchasing, but for the advance- 
ment of management. As he de- 
veloped the reasons behind this 
project, it was almost like hearing 
a play-back recording of the morn- 
ing’s conversation. The next move 
must come from management. 

This, of course, is very hearten- 
ing. At the same time, it is evidence 
that purchasing itself has not exactly 
made a passing grade in applied 
psychology, the science of influenc- 
ing people. We have done too much 
of our talking just among ourselves. 
We are like a football team that 
makes great plans back in the 
huddle, but never gets the ball past 
the scrimmage line. 


Study Sales Techniques 


So, by way of an overlong intro- 
duction, we come to the meat of the 
issue. What can the purchasing 
agent do about it? For even if the 
next move is to come from manage- 
ment, it is still our responsibility 
to influence management and our 
associates to the right kind of think- 
ing and action, just as we must earn 
their recognition and cooperation by 
influencing salesmen and plant 
people to the end of accomplishing 
a good purchasing job. 

Well, in our daily contacts with 
salesmen we meet some very fine 


ones, whose success and prestige 
are self-evident, and whom we can 
respect as abie practitioners of their 
science. In this group we have the 
best tutors in the world. For re- 
member, this is the group of men 
who live by—and advance by— 
influencing people. 

Buyers are trained, in these con- 
tacts, to learn from the salesmen 
the facts and the applications of the 
goods or services they are offering, 
and to evaluate them in terms of 
their own requirements. At the 
same time, we have an unparalleled 
opportunity to observe and study 
their techniques of persuasion, their 
applied psychology of influencing a 
buying decision, and to evaluate 
this talent with a view to our own 
problem of influencing others to 
think and act in accordance with 
the principles of sound buying. 


The Basic Principles 


It boils down to a relatively few 
and simple basic principles. 

1. Know your objectives and know 
the facts. The successful salesman 
is characterized by singleness of 
purpose. He comes to sell you, to 
get you to use his goods. He knows 
his product and how it can be ap- 
plied and what it will do. Do you 
have a similarly definite idea of 
what you have to offer and how 
your company can use your pur- 
chasing judgment and experience— 
your stock in trade? It may be a 
matter of departmental relation- 
ships, or a specific buying decision. 
Have you a well thought out plan 
of what should be done, and why? 
Have you considered how it will 
affect other phases of the company 
operation? Have you summarized, 
in your own mind, the advantages 
that would result from doing it your 
way? If your thinking has been 
limited to a general desire for 
greater authority, or a broader 
scope of activity, or simply a change 
from present procedure, you had 
better go back to first principles 
and determine what it really is that 
you want. 

2. Break down your objectives 
into practicable specifics, that are 
reasonable of accomplishment and 
constitute sound step-by-step prog- 
ress toward the ultimate goal. Your 
successful salesman has a plan and 
builds a foundation for the bus- 
iness relationship he hopes to es- 
tablish. The first order is important, 
but it is the repeat orders and 
the continuing patronage that really 
count. So he aims first at winning 
your interest, then your confidence, 
knowing that the desire and the 
order will follow. Like his humbler 
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counterpart in the house-to-house 
selling field, he gets his foot in the 
door—with a trial order or as an 
alternate source of supply. From 
that vantage point he can develop 
his business, or his share of the 
business, farther. 

Similarly, a pitched battle with 
management to get control of in- 
ventory, or an attempt to cram 
some substitute material—however 
good—down the throat of the manu- 
facturing superintendent, may result 
ymly in an irrevocable defeat of 
your whole purpose. Why not try, 
instead, to win a place on the in- 
entory committee for a starter, or 
make it a practice to submit sound 
recommendations regularly as to 
purchase and stock quantities, with 
supporting reasons? Why not get 
samples into the plant and ask for 
reports on their performance as the 
means of adding that material to the 
approved list of alternative prod- 
ucts from which you may make your 
choice in purchasing? These are the 
ways of exerting influence toward 
your aim. 


Making the Proposal 


3. Make the facts known to the 
other party. The salesman’s first 
act is to identify and demonstrate 
his goods, so that you know what 
you are talking about. You can’t 
expect the other party to think or 
act in accordance with your wishes 
without putting that thought or 
course of action into his mind or 
understanding. If this isn’t made 
clear, he may go off on some other 
tangent quite aside from or even 
contrary to your purpose. Don’t ex- 
pect organization or procedures or 
specifications to be revolutionized 
in accord with your ideas if those 
ideas are not known. 

1. Be enthusiastic. The successful 
salesman believes in his product. 
That’s what gives him confidence, 
puts the ring of sincerity into his 
presentation, and enables him to put 
his heart into his work. And con- 
fidence and enthusiasm are conta- 
gious. So your first job is to sell 
yourself before you try to influence 
others. Purchasing has a _ good 
product, of tremendous potential for 
every company—all the more so be- 
cause it has not yet been oversold. 
Your proposals must be rooted in 
that firm conviction. Management 
will listen with an open mind to the 
man who is sincere and enthusiastic 
about his job, and who makes that 
sincerity felt. 

5. Present the idea in the light 
of its advantage to the other fellow. 
You respond to the salesman who 
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has taken the trouble to familiarize 
himself with your requirements and 
problems, and who keys his sales 
argument to your particular uses 
for his product. Suppose you are 
trying to persuade the man in the 
plant to adopt a standard item in- 
stead of a special one. He doesn’t 
care about standardization for its 
own sake, or because it will simplify 
the purchasing problem. But he 
could be influenced by the fact that 
he can get supplies more promptly 
in an emergency, and that he can 
cut down storage space and records 
and supervision by adopting the 
standard. And management will. be 
influenced by demonstrable cost 
savings that will improve the profit 
picture; that is their language and 
their objective. 

6. Present your proposals in such 
a way that they may appear to be 
the other fellow’s idea. Whatever the 
salesman may think of his own 
selling prowess, in private, he makes 
it a point to let you feel that you 
are buying, not being sold. If he 
can just plant the seed and induce 
you to decide the way he wants 
you to, his purpose has been ac- 
complished. There are many simple 
ways of doing this. One of the most 
effective is to ask advice, taking the 
precaution to make sure that the 
advice you ask for is the decision 
you want. 

7. Have patience and persistence. 
The one-shot salesman doesn’t rank 
very high in his profession or with 
his prospects. The good salesman 
doesn’t expect to sell you on his first 
call, and if he is rebuffed he keeps 
on coming back—sometimes over a 
long period of years—to make the 
eventual sale. If one approach 
doesn’t work, he tries another. And 
if the results are not immediately 
apparent, he does succeed over a 
period of time in giving you a well 
rounded picture of his proposition. 
It isn’t just a matter of wearing 
down the opposition, but of con- 
tinuing education, and one of the 
accepted techniques of education is 
living with an idea. 

If you are promoting a certain 
product to one of the departments 
for which you are buying, and they 
are loath to accept it, exactly the 
same principle applies. It applies 
also if you are trying to set up a 
better procedure of requisitioning, 
or stores control. Anything that is 
truly worth asking for, is worth 
asking for again and again, with 
the force of additional reasons or 
examples. 

8. And finally, the good salesman 
follows through. The sale is backed 
up with service. If you expect to 


benefit in prestige and recognition 
from the influence you are able to 
exert, instead of merely “making 
a sale” on this or that detail of 
your activity, it will require “re- 
peat calls” in the way of reminders 
and periodical factual reports on 
how those ideas are working, and 
what they have accomplished. His- 
tory recounts innumerable examples 
of generals who have won the 
skirmishes but lost the big cam- 
paigns, and diplomats who have 
made brilliant coups at the treaty 
table but have missed out in the 
major alliances. In business history, 
good sales records are built on con- 
fidence and repeat orders. Never 
lose sight of the long range goal. 


Toward Higher Status 


This whole discussion has been 
based on the premise that Purchas- 
ing has something of real value to 
sell to management. We have a good 
product—which is basic in any sell- 
ing effort, and which must never be 
forgotten. Beyond that I have tried 
to outline an approach and a method 
that will accomplish three things 
in order: 

1. Good purchasing, that will merit 
and earn recognition. 

2. Good teamwork, that will stamp 
the buyer as a good company man. 

3. Real contributions to the suc- 
cess of the company operation, that 
will earn confidence and a status 
in which this influence will be 
sought, rather than reluctantly or 
casually accepted. 

That is a status that any man, in 
whatever capacity in the company, 
can legitimately seek, and it is the 
status that brings business rewards. 
Business assumes that you can do 
your job. Beyond that, it is a prob- 
lem in applied psychology, the 
science of influencing people. 

There is no position in industry 
that carries influence and recogni- 
tion as a divine right, though some 
positions come closer to it than 
others. Purchasing is in a particu- 
larly strategic position in any com- 
pany, as the first step in production, 
as the point of contact with world- 
wide markets, and as the trustee of 
the biggest single item of expendi- 
ture in the manufacturing budget. 
It is also in a particularly difficult 
position because there are so many 
differences of opinion or preference 
on practically every detail and so 
many lines cf authority and pre- 
rogative to cut across. 

But the man, or the profession, 
that applies itself to that science of 
influence, and masters it, can set its 
own goals. Management will make 
the next move. 


PURCHASING 














Tomorrow’s materials, methods, and products 





Purchasing for 


Research and Development 


By Edwin M. Lindsay 


Materiel Manager, Cornel] Aeronautical Laboratory, Inc., Buffalo, N. Y. 





The Cornell Aeronautical Lab- 
oratory, Inc., is a non-profit re- 
search and development organiza- 
tion which is a_ self-contained, 
self-supporting, and wholly owned 
subsidiary of Cornell University. It 
was established by the Curtiss- 
Wright Corporation in 1942 as its 
Airplane Division Research Labora- 
tory. In 1945, Curtiss-Wright pre- 
sented the laboratory and all its 
facilities and equipment to Cornell. 
Avco Mfg. Corp., Bell Aircraft 
Corp., Fairchild Engine & Airplane 
Corp., Grumman Aircraft Engineer- 
ing Corp., Republic Aviation Corp., 
and the United Aircraft Corp. con- 
tributed toward a_ substantial 
working capital fund which enabled 
the laboratory to begin operations 
as a separate entity on January 1, 
1946. In the eight years of its 
existence, it has grown from an 
organization of 565 people, doing 
2 million dollars worth of research 
and development annually, to an 
organization of 975 people in nine 
technical departments, doing 11 
million dollars worth of research 
annually in the areas of aero- 
dynamics, aircraft design, arma- 
ment, electronics, guided missiles, 
heat transfer, instrumentation, 
materials and structures, physics of 
the atmosphere, propulsion, safety, 
tactical air operations, and wind 
tunnel testing and techniques. 
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HE Second World War and the 

ensuing “peace” have taught us 
one basic lesson. They have demon- 
strated beyond any doubt that con- 
tinuous research is a must if we 
are to remain socially, economically, 
politically, and religiously a free 
people. As a result, research and 
development have broken out of 
the sub-basements of the univer- 
sities and the laboratories of the 
large corporations. They have be- 
come a part of many smaller com- 
panies, and also exist as a separate 
enterprise in the form of inde- 
pendent research and development 
organizations. 

Among the many new problems 
attending this evolution is purchas- 
ing for research. In the colleges and 
corporations, research and develop- 
ment work is only a part (usually 
a small part) of the total activity; 
hence it accounts for only a part of 
the material and equipment needs. 
In the independent research organ- 
ization, it is the total business and 
activity; hence it is the source of 
all material and equipment needs. 
Management cannot utilize the sup- 
plies maintained for other phases 
of the business, but must rely solely 
on the supplies and facilities bought 
and maintained for research. Cou- 
pled with the fact that such ma- 
terials are diversified and expensive, 
and that funds for their purchase 
are generally limited, this situation 
raises supply problems not general- 
ly faced in the business world. 


Research and development work 
is inherently unpredictable. In many 
cases, the research staff “won't 
know until tomorrow what today’s 
material and equipment needs are.” 
Thus a procurement system must 
be set up to provide the research 
staff with its needs in the shortest 
possible time. 

One answer to this problem would 
be to carry in stock some of every- 
thing. Since this solution is obvi- 
ously impractical, we must compro- 
mise by providing a stock of those 
items normally needed from day 
to day, and a purchasing system 
which can procure the special items 
with a minimum of delay. 


Stock Policies and Catalog 


The stocking of materials and 
supplies for a research and develop- 
ment organization involves (1) the 
determination of what items should 
be stocked, and (2) how to get the 
research staff to use the items that 
are stocked. 

There is no long-range, well 
planned production schedule from 
which one can anticipate material 
needs. The very nature of research 
is such that, in many cases, tomor- 
row’s material needs cannot be 
known until the results of today’s 
resezrch have been analyzed and 
digested, so that tomorrow’s pro- 
gram may be planned. 

Further, research and develop- 
ment work usually requires a small 
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y of a large variety of ma- 
rather than a large quantity 
mall variety. This leads, nat- 
to many instances where 
ls must be procured on a 
emergency basis. When the 
of such instances becomes 
ge, the procurement system 
erburdened with specials. It 
»ses to the point where every- 
rush—hence, nothing is 
One cure for this malady is an 
riately stocked storeroom 
is fully utilized by the re- 
and development staff. 
‘omplish this, the Cornell 
sutical Laboratory’ estab- 
a Stores Material Evaluation 
nittee. It consists of represen- 
es from four of the Technical 
tments, one from the Main- 





ce Departmént, and one from 
Materiel Department (Purchas- 
Stores, and Traffic). 
During the two and a half years 
; existence, this Committee has 
blished a basic list of items to 
tocked on a continuous inven- 
basis. The list covers every- 
from AN nuts and bolts 
gh condensers, resistors and 
to paper towels, soap, and 
ing compound. The list is not 
[tems are continually being 
| and deleted, as material needs 
se. From time to time, the 
mittee reviews the usage rec- 
of the items on the approved 
ind of other items suggested 
laboratory personnel, and 
nmends deletions and additions 
the basis of actual-past and 








INDEX — STORES MATERIAL CATALOG 
CORNELL, AEPORAITICAL ABOBATONY Bet 
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One of the problems in this unpredictable purchasing program is to decide what 
items should be carried in stock and to persuade engineering teams to use stock 
items where possible. Periodic review and evaluation provide the answer to the first 
question, and listing in the “Stores Catalog” (shown here, with index and typical 
specimen pages) has been effective in attaining the second objective. 
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anticipated-future usage. Consider- 
ation is also given to new products 
as they become available, which 
leads to obsolescence of items pre- 
viously placed on the basic list. 

In this manner, we have quite 
successfully established an appropri- 
ate and well stocked storeroom. 
However, this solves only part of 
the problem. The other part is to 
get the technical personnel to use 
the items that are carried in stock. 

Particularly in a research and 
development organization, where 
there are many separate ,engineer- 
ing teams not subject to the super- 
vision of a single chief engineer, in 
contrast to the normal production 
organization, standardization of ma- 
terials is essentially an impossibility. 
Therefore, material requirements 
are influenced to a significant ex- 
tent by the individual engineering 
judgments of the various teams. 
This, of course, complicates the 
problem of stocking items on a con- 
tinuous basis, which will be used 
by the laboratory and not merely 
allowed to gather dust on the 
shelves. 

The major step taken to solve this 
part of the problem is the prepara- 
tion and distribution of a Stores 
Catalog listing those items which 
are carried on a continuous in- 
ventory basis. By this means, the 
engineering teams are kept advised 
of what items are carried in stock. 
They are also urged to design 
around the stock items whenever 
feasible, for the obvious reason that 
it is to their advantage to use ma- 
terials which are on hand and thus 
avoid the need for special orders. 
Further, they are requested to sug- 
gest items which should be carried 
in stock, and these suggestions are 
reviewed by the Committee to de- 
termine whether or not the items 


should be added. 


Purchasing System 


Because of the unpredictability of 
needs and frequent rush or emer- 
gency procurements, it is essential 
that the purchasing operation be 
streamlined so that commitments 
can be consummated quickly and 
efficiently. 

In all purchasing systems, certain 
steps must be followed in the in- 
terests of good purchase administra- 
tion. The request for procurement 
must be prepared by the requiring 
group; it must be screened against 
materials on hand; then the pur- 
chase commitment must be nego- 
tiated and consummated. The pur- 
chase order must then be sent to 
the vendor, and the necessary copies 
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Procurement has been speeded and clerical work reduced by using a purchase 
order set in which the third part is a ditto master subsequently used to prepare 


the receiving report and to incorporate internal accounting information not re- 
quired on the vendor's copy. 


RECEIVING REPORT 
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Drafting room, with electronics experiment in process. In development work of this sort, 


tomorrow's purchase needs may not be defined until the results of today’s experimentation 
are known. 





Among the Laboratory's projects is the development of new materials for special uses. 
Example: low-density plastic foamed-in-place core material for sandwich-type radar housings, 
where high strength and heat resistance are necessary. 





must be distributed internally to 
accounting, receiving, originator, 
etc. 

All of these steps consume time 
—a most important and expensive 
commodity. Therefore, in purchas- 
ing for this type of business it is 
important to do whatever can be 
done to minimize the period of time 
from request to delivery. Two time 
savers are a must: 

(a) The amount of time spent 
preparing paper work must be 
minimized, and 

(b) The commitment must be 
made to the vendor as early as 
possible in the sequence of events. 

In regard to the latter, this could 
be accomplished by making all com- 
mitments verbal and all purchase 
orders confirming. However, every 
purchasing agent worthy of the 
name knows that such a system is 
very poor purchasing administration 
and would sooner or later ruin his 
department. Therefore we must ar- 
range, as normal routine, to issue 
the written purchase order as 
promptly as possible, and reserve 
the verbal commitment and con- 
firming order for only extreme 
urgencies. 

Both (a) and (b) are affected 
somewhat by the requirements of 
the laboratory’s customers. Particu- 
larly is this true if the customer is 
the Government, which always re- 
quires several copies of everything 
immediately and a few more later, 
and stipulates in many instances 
that the purchase commitment be 
approved by their representative 
prior to commitment and/or be sub- 
ject to review and approval after 
commitment. 

At Cornell Aeronautical Labora- 
tory we have tried to accomplish 
the two time savers by developing 
a purchase order form which per- 
mits the simultaneous preparation 
of the purchase order original and 
duplicate copies and the purchase 
order and receiving report master. 

This purchase order form, il- 
lustrated herewith, consists of two 
sets which are identical except that 
the “A” set is not prenumbered. 
The “A” set is used whenever it is 
necessary to use more than one 
page for the complete purchase 
order, or whenever a prenumbered 
set is destroyed during preparation 
and the order number has already 
been given to the vendor. 

The complete purchase order set 
consists of three parts, exclusive of 
carbons: the original, the duplicate 
copy, and the ditto master. The faces 
of the original and duplicate are 
identical except for the blacked- 
out block on the original. The pur- 
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“The Thick Man” is an articulated dummy, proportioned in weight 
and dimension to the average human male; his joints can be adjusted 
to simulate muscular restraint in a variety of motion studies in the 


chase order conditions are printed 
on the reverse side of the original 
sheet only. 

The ditto master differs from 
these in that the lower half of the 
master is made up to be used as 
the receiving report master, and 
provision is made in the upper half 
for the insertion of internal ac- 
counting information which is of no 
interest to the vendor. 

With the purchase order form 
assembled in this manner, the origi- 
nal copy is detached from the set 
immediately after preparation, and 
is signed and sent to the vendor 
before the ditto master is referred 
to the Accounting Department for 
review and incorporation of the in- 
ternal accounting information re- 
ferred to above. This procedure of 
mailing the purchase order before 
the accounting review saves, on 
the average, one or two days’ time 
in getting the commitment into the 
hands of the vendor. 

The duplicate copy of the order 
is retained for the purchase order 
files, and the ditto master is used 
to run off the necessary additional 
order copies on th: ‘purchase order 
run-off sheet” for internal distribu- 
tion and Government files. After 
the order copies have been run off, 
the ditto master is forwarded to the 
Receiving Department for use as 
the receiving report master. 

The required initial distribution 
of purchase order copies is made 
on the basis of the internal account- 
ing information supplied by the Ac- 
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counting Department. By the use 
of a ditto master for this purpose, 
it is possible to supply extra copies 
at any time within the useful life 
(say, one year) of the master, with- 
out having to do any retyping. 
This type of purchase order thus 
fulfills both objectives noted above. 
It minimizes time spent on paper 
work preparation, and facilitates 
getting the commitment to the ven- 
dor early in the procurement se- 
quence. Further, it saves consider- 
able time in the preparation of 
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Industrial Division. Oops! Here he comes through the windshield! 
As a result of his “accident”, car design will become safer for you 


receiving reports. Only the actual 
receiving information must be added 
to the master before the receiving 
report is run off on the appropriate 
run-off sheet. 

Consistent with its research phil- 
osophy of always trying to find a 
better and more effective way of 
doing things, the Cornell Aeronauti- 
cal Laboratory likewise is constant- 
ly investigating ways to better and 
more effectively supply the material 
of its research and development 
staff. 


Cut-away diagram of the Laboratory's main building, showing the $3142 million wind tunnel 
where airplane and component models are tested at speeds up to 900 mph. 
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Public interest, as well as patentee, must be protected 





Patent Monopolies 
and the Anti-Trust Laws 


By Albert Woodruff Gray 


te decree of a Federal District 
‘ourt made in October, 1953, in 
anti-trust action brought by the 
United States, provides in part, that 
this offender against the Federal 
ti-trust laws shall make a non- 
usive license to any applicant 
2 license to manufacture under 
patents owned by this company 
the unexpired term of the pat- 
The exclusive right to the 
njoyment of the patents is thus 
ompletely deleted. 

The aversion of both legislatures 

courts to monopolies is cen- 

ies old. In the seventeenth cen- 

, Sir John Culpepper raised in 

he English Parliament his famous 

protest against the patent monopo- 
ies of that time: 

“These, like the frogs of Egypt, 
1ave gotten possession in our dwell- 
ngs and we have scarcely a room 
free from them. They sip at our 
cup; they dip in our dish; they sit 
by our fire; we find them in the 
lye vat, wash bowl, and powdering 
tub.” 

The fear of a restraint of trade 
that inspired this comment 300 years 
igo and instigated the enactment 
»f the anti-trust laws of this coun- 
try, has imposed during the past 
few years additional restrictions on 
the monopoly made available to in- 
entors by the exclusive privileges 
f the patent law. 


Government Must Respect 
Patent Rights 


The ownership of a patent when 
it has been issued has long been 
held a property right that can no 
more be taken from the owner with- 


out compensation, even by the Fed- 
eral Government, than any other 
property. A characterization of this 
property right made by the Su- 
preme Court three quarters of a 
century ago is: 

“That the government of the 
United States, when it grants let- 
ters patent for a new invention or 
discovery in the arts, confers upon 
the patentee an exclusive property 
in the patented invention which 
cannot be appropriated or used by 
the government itself without just 
compensation, any more than it can 
appropriate or use without com- 
pensation land which has been 
patented to private purchasers, we 
have no doubt. 

“The Constitution gives to Con- 
gress the power ‘To promote the 
progress of science and useful arts 
by securing for limited times to 
authors and inventors the exclusive 
right to their respective writings 
and discoveries’, which could not 
be effected if the government had a 
reserved right to publish such writ- 
ings or to use such inventions with- 
out the consent of the owner. If it 
could use such inventions without 
compensation, the inventors could 
get no return at all for their dis- 
coveries and experiments. 

“The United States has no such 
prerogative as that which is claimed 
by the sovereigns of England, by 
which it can reserve to itself, either 
expressly or by implication, a su- 
perior dominion and use in that 
which it grants by letters patent to 
those who entitle themselves to such 
grants. 

“The government of the United 
States as well as the citizen is sub- 


ject to the Constitution; and when 
it grants a patent, the grantee is 
entitled to it as a matter of right, 
and does not receive it, as was 
originally supposed to be the case 
in England, as a matter of grace and 
favor.” 


Mutually Contradictory 
Principles Involved 


The effort of the courts to con- 
form these two irreconcilable prin- 
ciples, the protection of the prop- 
erty in a patent and the prevention 
of a monopoly in restraint of trade, 
is clearly apparent in this recent 
anti-trust decree. 

“As a boy in grade school I many 
times pondered the answer to the 
problem often discussed among 
youngsters, what would happen if 
an irresistible force came into col- 
lision with an unbreakable and im- 
movable object,” said the judge of 
a Federal District Court of this 
conflict. “The issue to be decided 
in the case at bar recalls that boy- 
hood problem when I consider how 
the ambit of the monopoly given 
to the owner of a patent and to his 
licensees by the patent laws, comes 
into head-on collision with the 
ambit of the Sherman Anti-Trust 
Law.” 

This recent decree is the logical 
consequence of three outstanding 
decisions of the Supreme Court in 
the search for a solution of this 
problem. 

An action was brought several 
years ago for the patent infringe- 
ment of a salt tablet depositing ma- 
chine. The infringer, as well as the 
patentee, both manufactured salt 
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The monopoly right inherent in our system of patent Pro- 
tection, and the public’s right to protection against restrictive 
monopolistic practices, are both recognized in our federal 
laws. Sometimes they run head on, and the legalistic battle 


rages. 


This fundamental conflict of principles has not been resolved 
by legislation. But a series of higher court decisions, from 
January 1942 to October 1953, where this conflict is in- 
volved, provides some basis of precedent in the interpreta- 
tion of present statutes to curb the abuse of patent mon- 


opolies. 


These decisions are reviewed in Mr. Gray's article, with 
the cautionary note that one of them represents a four to 
three opinion in the Supreme Court, with two Justices ab- 
staining. The course of public interest is still undefined, but 
there are guideposts along the way. wee 


tablets and tablet depositing ma- 
chines. These patented machines 
were leased by both to their cus- 
tomers with the provision that no 
salt tablets other than those manu- 
factured by the licensor should be 
used in the leased machine. 

The controversy ultimately 
before the Supreme Court, which 
held that a patentee, prostituting 
the patent rights conferred upon it 
by the government to the fostering 
of a monopoly in violation of the 
anti-trust laws, would be afforded 
no protection by the courts from 
the infringement of its patents. 

“It is a principle of general ap- 
plication that the courts may 
properly withhold their aid where 
the complaining party is using the 
right asserted contrary to the pub- 
lic interest. 

“The patentee like those other 
holders of an exclusive privilege 
granted in the furtherance of a 
public policy, may not claim pro- 
tection of his grant by the courts 
where it is being used to subvert 
that policy.” 


came 


Illegal Use of Patent 
Rights Enjoined 


Three years later the Supreme 
Court, still striving to prevent the 
illegal use of patent rights and pre- 
serve the property rights in the 
patent, established an even more 
drastic remedy. 

An action had been brought by 
the Government against twelve cor- 
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porations engaged in the manufac- 
ture and sale of glassware, seeking 
a decree that the companies be dis- 
solved and their use of patents in 
thus fostering a monopoly, 
joined. 

In its disposition of the case, the 
Federal District Court, commenting 
on the defense that this illegal 
practice had been abandoned by 
these companies, said, 

“In the tragedy of Julius Caesar, 
one Marcus Brutus is heard to say, 


en- 


‘Lowliness is young ambition’s lad- 
der, 

Whereto the climber upward turns 
his face; 

But when he once attains the ut- 
most round, 

He then unto the ladder turns his 
back, 

Looks in the clouds; 
base degrees 

By which he did ascend.’ 


“Men cannot by illegal means 
erect an illegal structure—a struc- 
ture of dominance and control over 
an industry vital to the welfare of 
the public—and then, by destroying 
the illegal means by which the 
structure has been erected, take the 
position that they have reformed, 
that they have adopted a new course 
of conduct, and that they should go 
on their way unmolested by the 
law—as long as the illegal structure 
and its adverse effects upon the 
public remain.” 

This court then outlined a remedy 
available to the government in the 
enforcement of the anti-trust stat- 


scorning the 


utes against patent licensing combi- 
nations. 

“Any future system for the dis- 
tribution of automatic machinery 
must be put on the basis of outright 
sale at reasonable prices. This is to 
include machines made under all 
of the patents owned or controlled 
by all the parties involved in this 
suit. 

“In addition, the parties against 
whom this suit is brought shall be 
required to license anyone, royalty 
free, in the manufacture of machines 
embodying these patent rights. 

“Henceforth this machinery is to 
be sold to anyone. Any newcomers 
who desire to go into the business 
of manufacturing shall be sold the 
necessary equipment, provided that 
they have a proper credit rating.” 


Principle of Forfeiture 
Cannot Be Extended 


Two years later in its decision of 
the appeal from this judgment the 
Supreme Court of the United States 
said, 

“That a patent is property, pro- 
tected against appropriation both 
by individuals and government has 
long been settled. In recognition of 
this quality of a patent the courts, 
in enjoining violations of the Sher- 
man Act arising from the use of 
patent licenses, agreements and 
leases, have abstained from action 
which amounted to a forfeiture of 
the patents. 

“The Government urges that such 
forfeiture is justified by our recent 
decisions in the salt case. But those 
cases merely applied the doctrine 
that so long as the patent owner 
is using his patent in violation of 
the anti-trust laws he cannot re- 
strain infringement of it by others. 

“Lower Federal courts have right- 
ly refused to extend the doctrine of 
these cases to anti-trust decrees by 
inserting forfeiture provisions. Re- 
peatedly since 1908 legislation has 
been proposed in Congress to give 
the courts power to cancel a patent 
which has been used as an instru- 


ment to violate anti-trust laws. 
Congress has not adopted such 
legislation.” 


The court then directed that the 
judgment in this case provide that 
these companies, “Be required to 
lease or license glassmaking ma- 
chinery of the classes each now 
manufactures, to anyone who may 
desire to take licenses at standard 
royalties and without distinction or 
restriction.” 

That same year another action of 
this character was brought by the 
United States against the titanium 

(Please turn to page 324) 
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The Kind of Purchasing Agent 
Salesmen Like to Call on 


By Charles L. Lapp 


sles Management Consultant 
ciate Professor of Marketing 
Washington University, St. Louis 


HE following tabulation was 

compiled from a survey of 100 
representative salesmen and sales 
executives in the St. Louis area, 
made by students in the School of 
Business and Public Administra- 
tion, Washington University. The 
salesmen were frank in expressing 
their “peeves” regarding certain 
purchasing practices and attitudes 
still found among some of the com- 
panies they called on, but gave the 
majority of purchasing agents a 
favorable rating, stressing the prog- 
ress that has been made in this 
respect and commenting that pur- 
chasing agents today are of a higher 
type, gaining greater stature, and 
far more ethical and cooperative 
than their counterparts of by-gone 
years. Typical comments: 

“Most of my gripes and those of 
other salesmen are brought about, 
at least in part, by our own actions.” 

In answer to the question: Have 
you had any recent unpleasant ex- 
periences with purchasing agents? 
“Not in the last ten years.” 

A sales manager: “Most purchas- 
ing agents employed by successful 
companies are very capable, reliable, 
well schooled in their jobs, and con- 
tribute substantially to the success 
of the companies they represent.” 

From the composite of complaints 
nd commendation, the following 
list of desirable attributes in a pur- 
chasing agent has been compiled. 
Results of the survey were pre- 
sented in detail at a recent meeting 
of the Greater St. Louis Purchasing 
Agents Association. 

The type of purchasing agent 
salesmen like to call on is one who: 


OO) 





1. Is Attentive—gives his undivided attention to a 


presentation being made. 


2. Has Autherity—can make decisions without con- 


ferring with others in the organization, or—if 
such conferences are necessary—has the confi- 
dence and cooperation of those involved so that 
a buying decision may be expedited. 


3.Is Businesslike—keeps appointments at allotted 


time, is prepared for the interview by having 
necessary data quickly accessible, and keeps each 
salesman within the allotted time of his appoint- 
ment. 


4. Is Cooperative—realizes the problems of the seller 


as well as his own problems; states his own prob- 
lems honestly in an effort to improve both his own 
business and the supplier’s business; advises sales- 
men what conditions must be complied with to 
obtain an order, and when to make a second call 
if one should be made. 


5.Is Dependable—follows through on all commit- 


ments and promises; does not pass confidential 
information of one supplier on to another supplier. 


6. Is Informed—has briefed himself on product fea- 


tures, requirements, prices, and processes involved 
in products being purchased. 


7.Is Open Minded—does not prejudge a product on 


incomplete information or because of habit or 
precedent; reacts to a proposal on the basis of its 
merits rather than on irrelevant or trivial con- 
siderations; is willing to retreat from a “no” to a 
“ves”—provided, of course, that a sales argument 
is backed up with logical reasons. 


8.Is a Good Listener—is willing to listen to ideas or 


suggestions which have profit making possibilities 
for his company; will let the salesman tell his 
story. 


9.Is a Planner—knows what he needs and doesn’t 


need; reduces emergency orders to a minimum. 


10. Is Positive—is willing to express his opinion, “yes” 


or “no”; will ask questions about details of a sales 
proposition which have not been made clear to 
him; will tell you “why” if his response to a sales 
proposition is negative. 


11. Is Reasonable—does not ask nor expect an un- 


reasonable amount of service beyond what is 
normally contemplated. 


12. Is Appreciative—shows his appreciation for special 


service in his attitude toward a salesman, within 
the bounds of good business practice, and without 
implying any obligation. 


13.Is a Regular Fellow—treats the salesman like a 


human being, in a prompt, courteous, and friendly 
manner. 
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Conservation and second life for purchased items 








NE of the few remaining areas 
of cost reduction available to 

American industry today, and an 
often overlooked area for big sav- 
ings, is effective salvage. The most 
important point to remember in 
such a program is that good opera- 
tion doesn’t begin with the salvage 
department, but rather at the source 
of the operation. In other words, it 
is vital not only to find methods 
and uses for salvage materials, but 
also to investigate the causes which 
make salvaging necessary and to 
eliminate them at the source if 
possible. 

The main causes of salvage are: 

(a) Waste arising from misus2 of 
machine tools, materials, and other 
equipment. 

(b) Inexperience and carelessness 
on the part of operators. 

(c) By-products of normal daily 
operation. 

(d) Normal expected daily wea1 
on equipment. 


Broad Objectives 


The principal goals of a salvage 
program should be: 

1. To see that all scrap and waste 
from productive and non-productive 
processes are handled 
and profitably as possible; 

2. To obtain the maximum re-us¢ 
from all salvageable materials; 

3. To eliminate all avoidable 
waste and wasteful practices through 
instruction, training, inspection, and 
control at the source of the waste; 

4. To guide workers into more 
careful and efficient handling of 


is efficiently 
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materials, and save man-hours by 
careful usage; and 

5. To encourage an attitude on 
the part of supervisors favorable 
to the continuance of conservation 
methods. 

The use of the word conservation 
at this point as a better term than 
salvage is favored because conserva- 
tion attacks the inefficiency at its 
source. 


Starting A Program 


In setting up any salvage pro- 
gram, management must be sold on 
its merits—must appreciate the po- 
tential savings. An effective sal- 
vage operation is by no means re- 
stricted to large companies, as some 
think. Waste is a problem for big 
firms and small firms alike, and 
solutions to this problem can be 
equally as profitable in either case. 

In the past, top management of 
many firms has not been too aware 
of the tremendous savings latent in 
an efficient salvage program. At 
Eaton, however, we feel that a dol- 
lar saved is better than a doilar 
earned. In order to earn a dollar, 
it is necessary to find a customer, 
sell him, then complete such neces- 
sary steps as manufacturing, ship- 
ping, and collection. Saving, on the 
other hand, is comparatively easy, 
entailing little except being alert to 
wasteful practices and devising 
means to eliminate them. 

As an example, we are customarily 
invoiced for vendors’ pallets, drums, 
carboys, etc. By assigning personnel 
to see that these containers are re- 


Savings 
Through 
Salvage 


By Edwin S. Connor 


Supervisor of Salvage 
Axle Div., Eaton Mfg. Co., Cieve'ard, Chio 


turned, we received credit in ex- 
cess of $100,000 in 1952. Although 
this figure is not carried as savings 
through salvage, much of this latent 
saving would be lost without this 
supervision. 

Where, however, incoming cen- 
tainers are figured as part of the 
cost of the material contained, it is 
the responsibility of the Salvage 
Department to determine additional 
uses for such containers, thereby 
allowing the Company to equalize 
the revenue spent, besides providing 
valuable property for the Company. 
In accordance with such thinking 
when purchasing, we specify the 
type and size container in which we 
wish to receive certain goods. Such 
containers can then be used for 
handling within the plant, or can 
be sent to other vendors to receive 
still additional loads. 


Psychology of Salvage 


The success of any salvage pro- 
gram depends on the way it is pre- 
sented to the plant supervisory and 
operating personnel. The men must 
understand the purpose of the pro- 
gram, how they may participate in 
it, and how they may benefit from 
it. To this end, continuous educa- 
tion and supervision are vital. 

When our Salvage Department 
was established, we held meetings 
with supervisors and workers, ex- 
plaining the aims of the department 
and the plans that were to be car- 
ried out to conserve material. Co- 
operation was asked of everyone in 
the plant. Posters, bulletins, and 
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rtable centrifuge and filter block used for reclaiming hydraulic 
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s were placed in prominent lo- 
tions, and articles were written 
sur Company house organ and 
tory paper. This combination pro- 
n helped to dramatize the open- 
the new department and to 
ress on every worker that waste 
ntolerable and could be stopped 
veryone cooperated. 

Here at Eaton, we go right to the 
on the line. Many of our ideas 
e from these men, workers who 
continuously concentrating on 

specific jobs. Obviously, these 
know their operations better 
we could ever hope to, and 
a better position to offer sug- 
tions on more effective pro- 
lures. We take extreme care to 
elop and keep open two-way 
of communication between the 
kers and our department. With- 
this 100%, two-way communi- 
nm system, an entire salvage 
zram could dissolve. 

Eaton’s suggestion system has 
off. Such ideas are submitted 
standard forms. Not only does 
Salvage Department benefit, but 
management can also see the 

nefits—to both operators and 

nagement —of such a_ system. 


| spindle oils, rust-proofing compounds, and some acids. The unit 


The originator is encouraged, if an 
idea has merit, to resubmit it 
through normal channels so that he 
himself gets the credit. 

A specific example: In one in- 
stance, the Division was able to re- 
duce the cost of socket wrenches 
from $720 to $150 per year. In this 
case, a worker suggested a method 
of reducing the bolt head size, 
thereby increasing the life of the 
socket wrenches. Total savings per 
year amounted to $570. While this 
is not a large figure in itself, it is 
nevertheless indicative of the po- 
tential savings overall. 

The problem of using reworked 
tools is one that confronts most 
salvage departments. Employees 
prefer to work with new tools. In 
addition to merely fixing up a worn 
or broken tool, it must also be 
dressed up. We know that our work- 
men are aware of which tools are 
really reworked. Yet there is a cer- 
tain psychological factor that makes 
it vital to have such tools looking 
like new. 

For example, when milling cut- 
ters are recut, they are acid etched 
and the cutting teeth repolished to 
simulate the appearance of a new 





is mounted on a skid base, for handling by industrial truck, so that 
in many cases oil can actually be reclaimed at the machine location. 


tool. Recut files are wrapped exact- 
ly like new files; even the ends are 
repainted in the same colors as the 
original manufacturer uses. The 
small additional cost is negligible 
in the overall picture, but the hes- 
itancy on the part of an operator in 
using a reworked tool is minimized. 
This appearance factor is an im- 
portant facet of human nature, and 
it pays off. 

Education is directed equally at 
both supervisory and operating per- 
sonnel. However, when we contact 
workers, their immediate super- 
visors know what we are doing at 
all times. In no case are super- 
visory personnel slighted or side- 
tracked. This is important. 


Additional Examples 


We have mentioned that one of 
the principal causes of salvage is 
the by-products of normal daily 
operations. An example of this is 
Eaton’s program for disposing of 
chips, borings, turnings, etc., which 
are generated by manufacturing 
processes. In addition, a highly ef- 
fective system has been set up for 
reclaiming the cutting oils which 
are usually found with this material. 
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Bar ends, a by-product of the automatic bar machines, 
are cut to exact weight and sent to the forge shop 
for further processing. The same friction-type saw is 
also used for salvaging high-speed steels by removing 
carbon shanks of drills, reamers, etc. Operator in back- 
ground is cutting scrap cardboard to size for re-use 
as protective linings in shipping finished parts. 
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Typical examples of effective salvage. includ 4 
ed in this panel are worn grinding wheels and aie 
milling cutters reworked to smaller size, 
reclaimed files and upset reamer, carbide- 
tipped tool bit with new tip inserted, a usable 
drill made by brazing together a good shank 
and a good cutting section from two broken 
drills, and non-ferrous chips given greater 
value by the salvage operation of separation 


= 


It is a well known fact that scrap Effective scrap collection, segregated at the source, has meant 
tremendous savings at the Eaton Axle Division. 


dealers realize much of their profit 
from the segregation of various 
types of scrap in their yards. To 
increase the savings from scrap dis- 
posal, Eaton does its own segrega- 
tion. Further, through the installa- 
tion of a modern scrap handling 
system, this material is moved from 
the originating sites, the cutting oils 
reclaimed (further adding to the 
worth of the scrap), and the scrap 
is automatically conveyed into wait- 
ing rail cars. 

As proof of the savings from such 
operations, the first 20 months of 
using the new scrap handling sys- 
tem resulted in total gross savings 
of more than $235,000 for the Axle 
Division. Value of reclaimed cutting 
oils alone amounted to some $53,- 
000. And the total net savings, after 
deducting total original capital in- 
vestment plus maintenance, were 
more than $151,000. 

Apart from daily by-products, the 
normal wear on machine tools can 
mean a job for the Salvage Depart- 
ment. For example, grinding wheels 
are reshaped for other applications 
as long as the grit, grade and bond 
can still be utilized. 
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Additional examples of tool sal- 
vage include the welding of broken 
lrills, milling cutters, and reamers. 
When such tools can no longer be 

ed for production, most tool rooms 

still utilize them, due to the 
iversal type of machines and the 
eat variety of work performed. 

Metallizing and chrome plating 
lay an important part in reducing 
osts in machine repair departments. 
Many spindles can be metallized 
and the end result may be excep- 
tionally advantageous. For example, 
due to the porosity of the sprayed 
metal itself, metallizing acts to give 
parts a better oil reservoir thus 
giving longer life than the original 
part. Metallizing is often used as a 
protective coating against acid 
action. 


The Salvage Supervisor 


For a successful salvage program, 
the company must hire a compe- 
tent man, give him adequate space 
for his stock and working area, a 
small amount of necessary equip- 
ment, and a small force of good 
men. With this set-up, the com- 
pany should realize a minimum of 
three dollars for every dollar spent 
on salvage. 

It is important that the Super- 
visor of Salvage have rank com- 
parable to that of a general fore- 
man, so that he has the necessary 
1uthority to correctly administer his 
luties. However, he cannot run a 
y¢ne-man show and get any worth- 
vhile results. His big job is to get 
every worker “conservation con- 
cious” so that there is as much 
ride in a low spoilage record and 
rood housekeeping as there is in a 
high production record. 

Real leadership is necessary to 

irry out a successful conservation 
rogram. It requires more than 

poradic drives on waste. It calls 

persistent daily effort, intelli- 
and diplomatic guidance on 
the part of salvage personnel, for 
“saving at the source”. 

This human relations work must 
be done by a person who under- 
tands human nature, how to deal 
vith people to get their cooperation 

nd good will. He must be fair, 

atient, and enthusiastic about his 

»b. If he can enthuse supervisors 
nd workers with that same warm 
nterest, his work will be greatly 
mplified. A little praise distributed 

e and there reaps far more bene- 
ts than excessive criticism. 

He must expertly guide the work 
»f the employees in his own depart- 
ment—sorters, spark testers, and 
stock men—and direct the rework- 

of material, supplies and tools 


ent 





Reclamation of cutting oils has netted thousands of dollars of savings annually. 


for re-use. He must be kept ad- 
vised of changes in production 
processes in the interest of conser- 
vation. And he must keep the neces- 
sary records. 

It is advisable that the Salvage 
Department have control of all 
obsolete and scrap material taken 
off company property. Such items 
can be sold on the outside, scrapped, 
or made available to employees. 
Scrap lumber, cans, small obsolete 
tools, used furniture, etc., sold or 
given to employees, can be an im- 
portant factor in good will. The 
determining factor as to whether 
employees pay for salvage or not is 
whether such material cou'd be sold. 
If there is value in the item, the 
employee is charged the market 
price or recoverable value. The 
small amount of time required in 
taking care of such disbursements 
is more than made up by the good 
will created. 


Eaton's Salvage Operation 


At our Division, organized re- 
sponsibilities are as follows. When 
the product or material must be 
sent outside the plant for processing, 
the Supervisor of Salvage is re- 
sponsible to the Manager of Pur- 
chases. The same is true for scrap 
and obsolete materials sold on the 
outside. 

Where salvage is to be reworked 
within the plant, the Supervisor of 
Salvage reports to the General 
Superintendent. At the same time, 
however, he often consults with 
various department heads to see if 
certain ideas are practical. It may 
be that an idea for salvaging is not 


feasible, and that it will be more 
practicable to sell. 

For example, if the cost of sal- 
vaging a part is greater than 50% 
of its original purchase price, it is 
our policy to sell rather than at- 
tempt to salvage. The one major 
exception is where lengthy delivery 
of a new item would necessitate a 
shutdown or similar costly delay. 


Records and Reports 


Without proper accounting rec- 
ords, it is impossible to determine 
whether the Salvage Department is 
a losing or paying venture. The 
development of a good system of 
costs and accounts in connection 
with the Salvage Department leads 
to closer analysis of scrap losses and 
waste in general. 

These are the main procedures 
we follow in our salvage operation. 
The importance of the original set- 
up of the program and continuous 
follow-through cannot be overem- 
phasized. And even though manage- 
ment is sold initially on salvage 
work, they must be continuous'y 
sold through instructive progress 
reports. Second, the men within the 
plant must understand the reasons 
behind the salvage program, and 
must be continuously reminded of 
its merits. At no time can this ef- 
fort be relaxed. 

Proper procedures plus effective 
educatior are the basic ingredients 
of important savings for any com- 
pany. For the Axle Division, sav- 
ings through salvage meant a profit 
of more than $40,000 in 1952. Pro- 
portionate savings like these can 
be yours, too. 
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Mr. Frye’s concept of the Purchasing Agent and the tools of his trade was 
originally prepared for the benefit of salesmen, and appeared in the December 
15 issue of Sales Management, but will be appreciated equally—or more—by 
buyers, who may even get some useful ideas from this well equipped buying 
office. For reprints and permission to reproduce, address Eldon Frye, Box 475, 
Del Mar, Cal. 8% x 11” reprints, 10¢ each, minimum 10 copies; 11 x 14” 
framing prints, 50¢ each; cash with order. Permission to reprint granted to house 
organs only, at 1¢ per copy of circulation, minimum $10. 
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More economical purchasing and utilization 





Inventories Cut to Size 





WAREHOUSING plan that may 
A ease some of the current night- 
mares of metals buyers has been 
vorked out by Eastern Brass & 
Copper Company, New York City. 
it aims at taking the uncertainty 
out of inventories in a day of pro- 
duction cutbacks and_ cancelled 
government contracts. 

Basically, this is what Eastern 
suggests to the volume buyer of 
steel, aluminum, or brass: 

Buy your metals in base widths 
und quantities, and let us store 
them for you. When you're ready to 
ise them, we'll cut them and slit 
them to your specifications. We'll 
even roll or anneal them to the ex- 
act temper and tolerance you need. 

Eastern, which has made a spe- 

alty of combining warehousing 


. . . A unique warehouse service 


and processing, points out these 
advantages in such a program: 

(1) Substantial savings through 
buying in base sizes and widths at 
the mil. 

(2) Protection against the danger 
of heavy inventory losses if material 
becomes obsolescent through change 
in specifications or cancelled con- 
tract. 

(3) Reduction in inventory and 
handling costs. 

(4) Immediate delivery of mate- 
rial. 

The standard charges for slitting 
or other processing are usually much 
more than offset by these savings. 

Experiences of two recent cus- 
tomers show how the plan works: 

A metal box maker had been 
buying four different sizes of steel 


in one gage from the mills. He uses 
more than half a million pounds a 
year. Because of the relatively nar- 
row sizes, delivery was three to 
four months. When he switched to 
wider mill coils, delivered to East- 
ern, he got faster delivery and a 
lower price by eliminating the width 
extras for the narrower sizes. 

Knowing the ratio of poundage 
among the four sizes, he ordered a 
width which permitted the proper 
cut-out of all four sizes with a 
scrap loss of only 9/10 of 1%. He 
has since been able to order the 
poundages he wants, slit as needed. 
His delivery time is standardized at 
four days, so production can be 
scheduled much more accurately. 
Savings in storage and handling 
have been good. 
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Shown here are 850,000 pounds of aluminum and steel in wide 
coils. Visualize your own storage area and ask yourself: How 
much space would this material occupy in your plant, already 
slit and piled on skids? How long would it stay there, waiting to 
be used? How many times would it have to be rehandied? And 


could your floors hold the load safely? 


This modern slitting machine, 
geared for extremely close 
tolerances and powered by a 
combination of five motors to- 
taling 12742 hp., can handle a 
single coil 8 tons in weight, up 
to 48” wide, and over 2 miles 
long, while making as many 
as 36 cuts in one operation. 


A manufacturer of television 
equipment had formerly been sub- 
contracting for several components 
stamped out of aluminum. He had 
consolidated his operations to save 
production costs and was making 
seven different parts out of one 
gage of aluminum. Two parts were 
made from a second gage. All this 
required a closer than normal com- 
mercial width tolerence. Each of 
the nine sizes was being bought in 
less than base quantities. 

Under the Eastern plan, the equip- 
ment maker grouped the poundage 
needed in each gage, and bought in 
base quantity and width. This 
brought him considerable savings in 
material. It was stored at Eastern 
and slit as required in appropriate 
poundage with desired tolerances. 
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The company uses 80,000 pounds a 
month. 

How Eastern’s ability to roll from 
one gage to another helps the user 
of different tempers of material is 
shown in this example: 

One company was using .032” #4 


cold rolled steel in seven 
sizes and .028 #3 temper in five 
sizes. Total poundage of the twelve 
sizes in the two gages was about 
100,000 lbs. Under the new plan, he 
was able to purchase 1000,000 lbs. of 
36” x .032 #4 temper and with one 
rolling step, plus slitting, was able 
to get out all twelve sizes and 
tempers. And his cost was much less 
than the individual quantity extras. 

Eastern has a flexible arrangement 
for time limits on inventory stored 
this way. Adjustment is made for 


temper 





each particular job. Storage charges 
after the agreed on period—general- 
ly 30 to 45 days after arrival of 
material—are at a predetermined 
monthly rate. Eastern’s people work 
closely with customer’s purchasing 
and engineering departments on 
specifications, method of shipment, 
packaging, and other details. 

One Eastern official sums up their 
sales argument this way: If you can 
get back 10% of your investment 
on obsolescent narrow widths, you’re 
lucky—unless you can find a cus- 
tomer for just the size you hold. 
On the other hand, you’re generally 
able to salvage the full value of 
base widths. Having a warehouse 
that will hold your base width pur- 
chases and process them as needed 
protects you all around. 
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speakers panel at the Procurement Session. Script for the presentation appeors in giant type at easy eye level on syn- 
hronized teleprompter equipment, which is screened from view of the audience. 


Purchasing Conference Uses 
TV Teleprompter Technique 


By Dwight G. Baird 


A’ interesting and unusual fea- 
ture in a recent series of meet- 
zs conducted for salaried person- 
of Nash-Kelvinator Corporation, 
Detroit, was a presentation of and 
the Procurement Department. 
[he program featured a panel of 
ght members of the department, 
10 told the rather complex story 
their operations concisely, 
noothly, and interestingly, with- 
it once referring to notes or manu- 
pts and without missing a sin- 
gle point. It had all the pleasant 
yrmality of a casual discussion, 
| all the “meat” and logical se- 
rence of a carefully planned and 
earsed presentation. The secret— 
[‘'V’s modern aid to the commenta- 
the teleprompter. 
The purpose of these meetings, 
vhich are now in their third year, 
to acquaint the salaried personnel 


more intimately with all depart- 
ments and activities of the company 
and with one another. To this end, 
some one department is frequently 
assigned to make a presentation of 
its personnel, organization, duties 
and procedures. 

A variety of methods are used to 
maintain interest and to present the 
subjects to best advantage. Visual 
aids are used extensively to put 
charts and statistical data in graphic 
form. 


Scope of Presentation 


In the Procurement Department’s 
program, Vice President A. M. Wibel 
outlined the broad scope of the de- 
partment and introduced the panel 
members, giving each man’s back- 
ground and service with the com- 
pany. The detailed information was 
developed by these speakers. 


Carl Barbee, patent counsel for 
Nash Division, discussed patent and 
legal work involved in procurement. 
Charles L. Epker, of the Purchas- 
ing Department, told of the prob- 
lem of obsolescence and dormant 
stock, its magnitude and what can 
be done about it. John Brown, co- 
crdinator of defense work, told 
about the company’s activities in 
this field. Benjamin P. Watkins, Di- 
rector of Purchases at Kelvinator 
Division, discussed the buying func- 
tion, the processing of orders and 
recording statistics to aid in this 
operation. James A. Lee, Director 
of Purchases for Nash Division, told 
of the procedures and problems in 
purchasing for automotive produc- 
tion, stressing the relationship be- 
tween procurement and other de- 
partments. Harry S. Turner, in 
charge of steel procurement, told 
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I @ sure nearly every om ef you hes at one tins 
vr another griped at the "red tape" of the purchasing 
Gepartaent. I hope this brief description of « typical 
Geperteent hes explained why we heve t 


yu think we are. 


Gay, not many are aware of the scene of 


Jim Lee will pick up that subject. Jim's en engineer by 
training, and his first job with Nash-Kelvinator in 1936 


"as a5 an air conditioning engineer. After the war, he 


Sesh director of purchases in 1916. 


Ur. Fidel told you, in his opening remarks, that 
Sash-Relvinator spends at the rate of sore than « Million 
Dollars « working day, and 58 cents out of every doller 
goer for materials, supplies and services. 
expand on these figures and show you the source for thea. 

This chart is « reproduction of page 13 of the 
“Nesh-Kelvinator Anmal Reoort 1952". It shows the dis- 
tribution of each dollar received by the Corporation. 

1952 fiscal purchases were slightly less than « 


Million Dollars 





per day. Por 195}, purchases ere running 
| ever @ Million Dollare per day. 
is volume of business was handled by the 147 


Decple who make up the various purchasing departaents. 


L 


be the ornery guys 


wee: Brcept for those people who work in purchasing every 


the purchasing function. 


became purchasing agent for Wash et Kenosha, and wes named 


I would like to 








A. M. Wibel, who headed the Nash-Kelvinator pur- 
chasing department as Vice President in Charge of 
Procurement at the time of the meeting described 
in this article, retired from that position in January, 
but continues in the position of consultant to the 
company management. He is a leading authority 
in the field of materials, patents, and contracts in 
the automotive field. 

Mr. Wibel rece’ved his engineering education at 
the University of Indiana, and took a position in the 
engineering purchasing department of Ford Motor 
Company in 1912. While working on that job, he 
earned his law degree at the Detroit College of 
Law. He was named Director of Purchases at Ford 
in 1927, and subsequently advanced to the position 
of Vice President and Director of that company. 

He joined the Nash-Kelvinator organization in 
1943, as Vice President in charge of the company’s 
purchasing activities. 





Specimen sheet of the carefully prepared script. Text, transi- 
tions, and cues for visual aids are all transcribed on the 
teleprompter copy, so that the presentation proceeds smoothly, 


exactly as planned. 


of the struggle to get enough steel 
during the recent period of short- 
ages and the lengths to which the 
company went to keep its plants 
supplied. Richard T. Purdy, Nash- 
Kelvinator’s Washington representa- 
tive, told of his experiences in con- 


tacting Government bureaus, and 
commented on other Washington 
affairs. 

All of this added up to a large 


amount of talk—upwards of 10,000 
carefully chosen words. Yet there 
wasn’t a’script in sight. None of the 
speakers appeared to be reading his 
piece. They looked about, related 
anecdotes, and talked “off the cuff” 
without losing their continuity or 
forgetting any detail of their presen- 
tation. They were able to do this 
because the whole text of the pro- 
gram, with appropriate cues for 
slides and charts and transitions 
were constantly before them in big 
type on four teleprompters hidden 
behind the platform skirt, with a 
skilled operator in the wings. 

All of the talks were thoroughly 
prepared and committed to writing 
in advance, with the aid of the 
Public Relations Department. The 
panel members spent considerable 
time in deciding what to say, how 
to say it, and who should say it. 
If they had not done so, they prob- 
ably couldn’t have covered the sub- 
ject so thoroughly and logically, 
and they might not have held the 
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attention of their audience. But that 
was only the first step. While it did 
take time to prepare the talks, they 
didn’t feel that they could take 
further time to memorize them, and 
they didn’t want to stand up and 
read them in a dull manner. The 
solution was to use teleprompters. 
With this aid, they didn’t attempt 
to memorize anything except a few 
anecdotes which they already knew, 
and they were able to make an ex- 
ceptionally good presentation. 


Time Well Spent 


“The teleprompters were worth 
many times the rental which we 
paid for them,” Mr. Wibel said later. 
“Time is worth money, particularly 
to procurement men in periods of 
shortages, and using these tele- 
prompters saved us a great deal of 
time, while also enabling us to make 
a more interesting and effective 
presentation than we could have 
made without them. 

“We did spend considerable time 
in preparing our program, and we 
considered that time well spent. We 
had been enjoying and profiting 
from the presentations made by 
other departments of the company, 
and we were glad to have a chance 
to tell others about our department 
and our work. 

“T think conducting meetings such 
as these is one of the best things 
any company can do. As a matter 


of fact, this is not exactly a com- 
pany activity; the idea originated 
with the personnel, and the meet- 
ings are conducted by and for them. 
But the information gained at the 
meetings helps all of us to under- 
stand the other fellow’s job better, 
to do our own job better, and to 
enjoy our work more. We get a 
broader and clearer understanding 
of the organization, personnel, pro- 
cedures, size, importance, problems, 
and future possibilities of the com- 
pany by which we are ail employed. 

“Then there is the opportunity 
to meet hundreds of members of 
our organization, men whom we 
never knew before, and the means 
to realize the potential talent as 
well as the known talent of our 
personnel. Certainly one of a com- 
pany’s greatest assets is the reser- 
voir of talent which is ready and 
eager to be developed for greater 
usefulness. We older members of 
the organization are going to be 
retiring from time to time. Who is 
going to take our places? Just come 
out to one of these meetings and 
see this group of men—most of 
them young, intelligent, energetic, 
and ambitious—and you have the 
answer.” 


How It Started 


As Mr. Wibel mentioned, the idea 
for such a forum originated with 
the Nash-Kelvinator personnel. The 
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HIGHLIGHTS FROM THE PURCHASING PRESENTATION 


Nash-Kelvinator Purchasing spends at the rate of more than $1,000,000 
per working day; 58¢ out of every dollar we receive goes for materials, 
supplies, and services . . . . Buying is a two-way street. It’s a matter of 
mutual integrity, mutual exchange of information, with an opportunity for 
mutual benefits. It takes know-how to arrive at this result. Ability and 
sincerity are quickly recognized. “Phonies” don’t get far... . By knowing 
the best sources, and allowing them to compete fairly for our business, we 
are able to get the best materials and supplies at the most reasonable 
prices. And frequently, the supplier is a great aid to product or manv- 
facturing improvement. 


The corporation as a legal entity has a number of relationships that arise 
out of its existence as an operating entity. These relationships create 
bundles of rights, duties and obligations between itself and its stockholders, 
its employees, its customers, its vendors, the Government, and the public. 
These rights mostly revolve around the property which it owns and which 
is owned by those with whom it does business. Legal Staff advises in 
advance of management action, and also after action of the management 
has resulted in consequences. Each person should be wary of the con- 
sequences of his action and its effect upon the corporation. By proper 
handling, lawsuits can be avoided or their likelihood minimized. 


We must keep a tight rein on factors which can cause obsolescence and 
dormant stock by controlling commitments and inventories as much as is 
practicable. We must study carefully what changes will mean in terms 
of dollars already expended in commitments and material on hand. We 
must periodically review dormant stock and follow through with prompt 
disposition of any material found to be of no use. 


The points we consider in analyzing a vendor’s quotation are: Prices; 
Type of tooling; Tooling cost; Tooling completion and sample promise dates; 
Estimated production starting time; F.O.B. point, discounts, and terms of 
payment; Seller’s general terms and conditions. This should make it clear 
why the best buy is not always the lowest bid. And it is not difficult to 
realize the confusion that is caused when someone makes a verbal com- 
mitment for something that is not covered by proper authorization to Pur- 
chasing . . . . When our Engineering Departments design a product or 
part, it is essential that they know the availability of specific materials, 
comparative costs, and the various processes or methods of manufacture 
used with each, to determine the most suitable material and process for 
the item prior to making a final choice. 





need for something of the kind 
seems to have occurred to several 
of them about the same time. At 
any rate, two of them, acting inde- 
pendently and without even know- 
ing each other personally, wrote 
letters to the management about it. 
The theme of their letters was that 
something should be done to ac- 
quaint salaried personnel, especially 
new men, with the personnel, duties, 
and procedures of all departments. 

The letters were referred to 
George Romney, executive vice 
president, and he appointed a com- 
mittee to study the subject and 
make recommendations. The out- 
come was this series of meetings, 
which began in 1951 and are called 
“Town Hall” meetings. 

Meetings are held at a quiet inn 
one evening a month, October to 


100 


May inclusive. Programs are well 
planned and thoroughly prepared in 
advance. Mr. Romney, with the aid 
of numerous associates, conducts the 
first meeting each season by re- 
viewing the accomplishments of the 
company during the past year and 
outlining the objectives of the com- 
ing year. At each session thereafter, 
one department makes a presenta- 
tion of its activities, or else some 
pertinent subject, such as the his- 
tory and development of refrigera- 
tion, is presented. 

While the meetings have a social 
aspect in the purpose of getting bet- 
ter acquainted with one another, 
they differ from those of many com- 
pany clubs in several respects. 
There are no visiting speakers, no 
entertainment, no singing, no toast- 
master, and no women. The pro- 


gram is strictly by and for Nash- 
Kelvinator personnel. One program 
for women only is planned for the 
1953-1954 season. The subject will 
be the same as one for men—“The 
Heritage of Nash-Kelvinator.” 


Handling the Details 


A program committee plans the 
meetings and makes assignments 
well in advance. This committee 
consists of fourteen members, rep- 
resenting all principal departments 
—sales, home office, manufacturing, 


engineering, accounting, public re- 


lations, procurement, traffic, adver- 
tising, two Detroit manufacturing 
plants, and export. John G. Staiger, 
Nash Division comptroller, is chair- 
man. There are also a vice chair- 
man, secretary, and treasurer, and 
several subcommittees on arrange- 
ments, tickets, and promotion. Most 
of the committeemen are assistant 
department heads. 

There is also an advisory com- 
mittee which consists of the execu- 
tive vice president, his assistant, the 
directors of sales training, the as- 
sociate director of public relations, 
and the market analyst. 

Presentations are prepared by the 
departments concerned, with the 
advice and assistance of the public 
relations department. All manner of 
visual aids are used. 

The program committee prepares 
a bulletin to announce the subject 
of each meeting, and distributes it 
throughout the general office. Meet- 
ings begin with a dinner at 7 
o'clock, and usually end by or be- 
fore 8:30. The company bears part 
of the cost, but everyone who at- 
tends has to buy a ticket, which 
costs him $1.50. This includes mem- 
bers of top management, many of 
whom attend. 

Meetings are held alternately on 
Monday and Tuesday evenings, to 
accommodate as many members as 
possible and to avoid conflict with 
standing engagements such as bowl- 
ing, bridge, and other activities. 

Attendance at these meetings has 
exceeded expectations from the be- 
ginning of the plan, and continues 
to do so. It is voluntary, it entails 
some expense, and it is bound to 
conflict with some other interests, 
to say nothing of running into in- 
clement weather now and then; 
hence, attendance was expected to 
be rather small. Instead, it has 
ranged as high as 400, out of a 
possible maximum of about 600, and 
has averaged 225 per meeting for 
two years. Obviously, this type of 
program has something of interest 
and value, to explain such a con- 
sistently high turnout. 
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THE DIRECTOR OF PURCHASES 
A JOB ANALYSIS 


By Eugene S. Page 
Director of Administration 
American Machine & Foundry Co. 
New York 


l. OBJECTIVES AND RESPONSIBILITIES b. Maximum cooperation and coordination of: 
i. Effort 
ii. Communication 


A. OBJECTIVES OF THE COMPANY. To attain B. OBJECTIVES OF INDUSTRIAL PURCHASING. 
maximum profit from company operations, To obtain for the company and all of its offices, 
through: plants and subsidiaries—aggressive, efficient, and 

economical purchasing, performed everywhere in 
1, Development of markets and sales to point of a manner to meet these objectives: 
maximum net profit per unit. 


1. Policy. Buy at the lowest delivered cost after 

. I J ™m 7 te . > Pint . y- , 
pg a Ey OF pe EnenE IP ant full consideration of the following factors, 
, weighed and combined as necessary for pur- 
b. Reduction of costs of products and services. chasing at highest efficiency and lowest cost 


in respect to individual items required. 


2. Increase of operational and organizational ef- 
ficiencies. a. Quality. Measured by performance, deter- 
mined by: 


a. Effective use of: i. Material properties 





i. Capital ii. Processing 
ii. Space 
iii. Labor b. Service. Determined by: 
iv. Materials i. Terms and conditions of purchase 
v. Time ii. Vendor ability 
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c. Price. Lowest deiivered price, considered in 
terms of: 


i. Unit price — 
ii. Total ultimate cost 


2. Public Relations. Maintain sound business re- 


lationships with all present and potential 
sources of supply. 


3. Cooperative Action. Work cooperatively with 
other departments, especially Engineering and 
Manufacturing, on: 


a. Value Analysis. Review materials and 
commodities commonly purchased, for the 
reduction of costs. 


b. Make or Buy. Render assistance and ad- 
vice in decisions relating to procurement 
by manufacture or subcontract. 


c. Standards. Assist in promoting and car- 
rying out a standardization program within 
the company, and in developing standards 
for purchased materials. 


4. Research. Seek to develop new and better ma- 
terials and methods, and to improve the effi- 


ciency and lower the cost of the purchasing 
function. 


5. Service. Provide service to management and to 
all other departments on matters of: 
i. Price 
ii. Sources 
iii. Availability of materials 
iv. Commercial standards 
v. Historical data on purchases 


6. Business Conduct. Conduct the operations 
and activities of the Purchasing Department in 
compliance with all requirements of: 

i. Company policies and procedures 
ii. Government laws and regulations 


. OBJECTIVES OF THIS POSITION (Director of 

Purchases). Execute personal job performance to 

realize company and purchasing objectives as out- 

lined under (A) and (B). 

1. Conduct of all procurement activity on the 

highest level of honesty and business ethics. 

. Establishment and maintenance of sound busi- 

ness and personnel relationships. 

3. Efficient application of all personal knowledge 
and efforts for job success. 

4. Use of all available talent and good judgment 
in the accomplishment of difficult purchasing 
negotiations. 

5. A planned program for the performance of all 
assigned duties. 

6. Capable and judicious use of authority. 


ll. DUTIES 


. ACTION. Within limits of authority, take all ac- 


tions required to discharge the assigned responsi- 
bilities, including: 


2 


1. Audit. Survey, study, and analyze each plant, 
office, and subsidiary, and all available per- 
tinent data and statistics, on a continuing basis, 
to know thoroughly: 

a. Operations (as to products and personne!) 
i. Organization 
ii. Facilities 
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iii. Systems 
iv. Manufacturing 
b. Purchasing (as to commodity analysis, re- 
quirements and standards, and reports to 
management) 
i. Organization 
ii. Facilities 
iii. Administration and control 
iv. Purchasing department functions 


2. Appraisal. Examine the data obtained in light 
of the most modern methods and newest mate- 
rials, to evaluate the conduct of the purchasing 
function, in each instance and on a company- 
wide basis, in terms of efficiency, economy, and 
the extent to which there is: 

a. Contribution toward maximum profit. 
b. Attainment of the basic objectives of pur- 
chasing. 


3. Recommendations. Propose adequate policies, 
purchasing programs, improved methods, and 
better materials, to increase quality and reduce 
costs. 


4. Cooperation and Coordination. Establish 
sound business associations and adequate work- 
ing arrangements with all individuals involved 
with the direction and conduct of purchasing 
throughout the company, and with those per- 
sons in other companies concerned with the sale 
to the company of its major requirements— 
to develop and promote, on a continuing basis 
and company-wide scale, the maximum of op- 
erating efficiencies, the minimum of costs, and 
thorough communication of knowledge and 
ideas, through: 

a. Cooperative effort. 

b. Coordination of methods and systems. 

c. Combination of similar purchase require- 
ments. 


5. Performance. 


a. Perform these duties with _ initiative, 
diplomacy, and the maximum control with a 
minimum of supervision. 

b. Execute all special assignments delegated. 


B. AUTHORITY. Assume the power to act, as good 


judgment indicates, in the manner required to dis- 
charge the assigned responsibilities, within the 
following limits: 


1. Administration. Comply with all established 


policies, procedures, and regulations of the 
company. 


2. Organization. Perform the duties assigned, 
under the direction of the supervising Vice 
President. 


3. Operations. Act to discharge the assigned re- 
sponsibilities, not by direct control, but 
through: 

i. Audit 
ii. Review 
iii. Appraisal 
leading to: 
iv. Service 
v. Recommendations 
resulting in: 
vi. Policies 
vii. Programs 
viii. Methods 
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March this year will mean a lot more to the businessman than 
the traditional time to keep the tax collector satisfied. 
For it is in the next 30 to 60 days that we should begin to 
see whether the recession is the result merely of inventory 
trimming, or whether it's something more deep-seated. 








You can get all shades of opinion on that point. Bob Swanton, 
chairman of N.A.P.A.'s Committee on Business Survey, told the 
Public Utility Buyers' Group recently that we may see a level- 
ing off as early as the end of this month. Cautiously optim- 
istic, he said that inventory reduction all along the line had 
distorted the demand picture during the past 6 to 10 months. 
Opinion among purchasing men in all parts of the country seems 
to back him up. (See page 77 of this issue.) Another straw: 
steel mill orders are reported picking up slightly, indicating 
some buyers have finished liquidating stocks. 














W.W. Riefler, assistant to the chairman of the Federal Reserve 
Board, is willing to go along with the "inventory readjustment" 
diagnosis. But he adds a rather gloomy note. The drop in in- 
dustrial production - about 10% since last July - he says, 
"raises the possibility that it may in itself set forces in 
motion that will spread more widely over the economy. Dr. 
Edwin G. Nourse, former head of the Council of Economic 
Advisers, takes sharper issue with the inventory interpret-— 
ation. The current economic adjustment is much more fund- 
amental, he says. His opinion: "We do not have adequate 
grounds for counting on a second or third quarter recovery." 














President Eisenhower has declared bluntly, in the face of 
rising unemployment figures (3.1 million at latest count), 
that the government will take definite action if the job- 
less total rises again in March. The President has made 

no references to specific measures, but it is widely be- 
lieved that a cut in individual income taxes will be one. 
Able and powerful Democrats — George of Georgia and Douglas 
of Illinois - are already pressing for higher personal in- 
come exemptions. George wants the present $600 exemption 
for taxpayers and dependents raised to $800. 











So - unless things begin to pick up this month, we may see 
a reversal of the administration's basic economic theory, 
The belief that stimulation of business as a whole makes 
for the soundest kind of economy may become a victim to 
the theory that it is more important to increase personal 
purchasing power —- or in simpler language "pump priming." 
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YEAR % OF CHANGE IN 


LATEST Nelotmanelsiit YEAR 





Industrial Production Index .................:000+ 1935-39100 125 127 129 — 1.6 — 3.1 
‘ Steel Production (Weekly ) ...............sssesseee 000 net tons 1,772 1,766 2,235 + 0.3 —20.8 
Electric Power Production (Weekly) ........ milKWH 8,674 8,824 8,129 — 16 + 6.7 
situminous Coal Production (Weekly) ...... 000 net tons 7,835 8,155 8,570 — 4.0 — 8.6 
Auto, Truck & Bus Output (Weekly) .......... units 127,319 144,898 137,732 —12.2 — 7.6 
Petroleum Outpyt (Daily Average) ............ 000 bbls. 6,172 6,189 6,427 — 0.3 — 4.0 
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53 ‘54 
MONTH YEAR a @) a in F(a 
SAS ie Reve evo Mm os tit YEAR 
Dept. Stores Sales Index (Fed. Res.) .......... 1935-39—100 87 94 88 — 25 - 12 
Commercial Failures (Dun & Bradstreet) ...._ no. 238 202 159 +17.8 +49.6 
F Penne CU WOUND iecicsietsniccnssccenassernenssereices cars 624.385 624,229 624.385 + 0.02 0 
Miscellaneous Carloadings ................s00000+ cars 330,179 327,731 341.274 + 0.7 3.3 








All Cc 
Farm 
Metal 
Struct 
Steel 

Steel 

Copp 
Rubb 


bil 








Stock 
Bank 
Fede 


Curr 








PRICES 




























140 Bureau of Labor Statistics 1947-49 — 100 
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All commodities 
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Farm Products ? 
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53 24 
| F ‘e 
% OF CHANGE IN 
LATEST MONTH YEAR 
All Commodities (BLS) .................::cccceeeeeeees 1947-49—100 110.8 110.1 109.9 + 0.6 + 0.8 
BI Tr UI crak nisi comintsacennonsermenaianneasnnnnonni 1947-49100 97.9 94.4 99.6 + 3.7 — 1.7 
Metals & Metal Products .................ccccccseeeeee 1947-49—100 127.1 127.5 124.0 — 0.3 + 2.5 
Structural Products ..............ccccccceseccceeeeeeeees 1947-49—100 121.0 120.8 114.6 + 0.2 + 5.6 
Steel Billets (Pittsburgh) .............00..ccccee net ton $62.00 $62.00 $59.00 0 + 5.0 
Steel Scrap, heavy melting, Pitts .................. net ton 28.50 30.50 43.00 6.6 
Copper, electrolytic .............:cccccccccececeeenseeeees lb. .2914,—.30 .2914,—.30 .2414 0 +20.4 
Rubber (rib-smoked sheets) ..............000000000. lb. .20 203% 27Y, 1.9 
bil $ Federal Reserve Boord 
: 30 
urrency in Circulation 
28 
26 
24 Federal Reserve Credit 
22 
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Stock Prices (Standard & Poor’s) ..............-. 1926—100 207.6 200.0 203.5 + 3.8 + 2. 
Bank Clearings (New York) ........cccc00000000 mil $ 9.537 10.143 6.279* 6.0 +51. 
Federal Reserve Credit .............cccccccecceeeeeees mil $ 25.815 26,230 25.912 1.6 

Currency I mil $ 29.925 30.254 29.776 2 of 
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General commodity prices have softened recently, with major interest on metals. Zinc 
dropped another quarter of a cent to 9'4¢ a pound, and buyers reacted by pulling out of 
the market almost completely. Lead users, with their eyes on lower demand and low- 
priced foreign offerings, are very wary of any extensive forward buying. The expected 
drop in copper prices has not developed, to the embarrassment of many who have been 
predicting the move for months. But demand is still declining and the pressure on Chile 
to release the stocks it has been holding are powerful forces working towarda price decrease. 
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ee 
a 2s ~ ey 
Sales, | d New Ord 
ales, invenfories an ew Orders 
1952 1953 — 
Value of Manufacturers’ Sales 
Seasonally Adjusted Dec. Aug. Sept. (r) Oct. (r.) Nov. (r) Dec. (p) 

(Millions of Dollars) 70 

All Manufacturing ladustries .... 2. ccc ccc ccccccccccsceseseccccees '24,706 25,398 24,882 24,990 24,304 24,097 
ee ae ee re ee ree ee re ee 12,536 12,615 12,221 12,376 11,867 11,567 

PONG GEBORES oc ccc cc ccccccccccccccccceresecescececese 2,193 2,135 1,969 1,985 1,874 1,645 
II ng cncee a0 bonds Ue bee s o.n0.e 56.600 0b 0 88006 080 1,195 1,354 1,332 1,139 1,150 1,112 éC 
GUGUIITONE CRRGNNOIY oon cc ccc cc cr ccc sreresececccveecvesece 1,374 1,467 1,550 1,391 1,324 1,350 
Machinery (except electrical) ..........0cc cece cen eeeecinees 2,122 2,014 2,027 2,039 2,068 1,840 
Mater valslaies G& GqUIGMONe «oo ccc ccc sees esscesccccsccrens 2,140 2,190 1,927 2,095 1,918 2,122 
Transportation equipment (exc. motor vehicles) .............+.. 928 898 840 1,140 925 932 
Peer GI TAMING fn on ccc ccc cstv bweconersvscsocecccece 384 368 369 364 334 338 5 
tember products (ome. Germltere) 2... ccc cc ccc ccc cece vccccccce 727 707 667 715 723 7% 
Stone, clay and glass products ........... cece cece ence eneeeee 551 593 602 575 583 527 
Professional, scientific instruments ..........- 02 c cece ee eneee 335 305 290 353 402 407 
Ce Re IO 6. boa eek cre wccesendecpecacmensss 587 586 648 580 566 568 AC 
RED III a. 6.5 obs ibe Wir cdins wtwscecewecce nds 12,170 12,783 12,660 12,614 12,437 12,530 
UN INO is .0'9.o.sin deb digrence dn he $s eleasces aes 3,385 3,497 3,474 3,890 3,771 3,816 
Pe Py eee re er ee ee CREPE ICE CRe 520 736 669 666 635 583 r 4 
cn) oh are ein RET 333 313 320 304 339 302 a 3( 
Pee RET ET CERT TE 1,144 166 1,003 1,038 1,006 1,042 
EES OR Tee © Baer neree 942 1,025 985 —- 835 941 
EE SS re re er err ree ee 288 333 300 cas 251 264 
ee cat easapedterbeeacivecse aes 675 789 783 745 709 704 
Nn oe ak caves dads bees ob Sen seen 777 655 649 oane 778 735 r: 21 
Prev ree ree Pere r eee err ere 1,606 1,665 1,675 2/062 1,606 1,569 2 
Py IS bb cece ended bates a ceeeceese sees 2,082 2,190 2,314 385 2,113 2,180 i 
er NIN na bc oe kiss eee etied be Ch wkoe cease areas 418 515 488 394 n.a. : 
Book value of Manufacturers’ Inventories : 
Seasonally Adjusted 2 
(Millions of Dollars) i 

All Manufacturing Industries ......... cece cee r ence eres eeserens 44,190 46,195 46,515 47 044 46,899 46,719 ao 

Duraitle qoeds tndlwsteles 2... ccc cc ccc ccc ccs eweseceeseccccens 24,399 26,302 26,430 26,987 26,975 26,791 2% 30( 
eee SR Res Sa er A ee eee eee 3,159 3,364 3,455 3,507 3,488 3,431 rie 
565 5.55.0 ce Cen Kees SSARID CeO CHP SO Oe® 2,436 2,897 2,943 3,038 3,145 3,100 if 
ee PT ee eee eT EEE OEE 3,073 3,493 3,471 3,484 3,489 3,398 Sr 
ee ee Ee a ee ee 5,463 5,539 5,500 5,665 5,735 5,695 i 251 
Mater wetldles © GROG 6 icin cc cnccccbccccwcrcccsccccccs 2,987 3,352 3,353 3,445 3,377 3,384 Be 
Transportation equipment (exc. motor vehicles) .............-- 2,570 2,682 2,751 2,702 2,700 2,762 
Pere Ge TD once cc cece cvscccncee beers re neccseoees 638 553 538 679 670 6 j 
hummer geen Seen, GNGNED oon. ccicc sce cs cccctdccceseces 989 1,108 1,128 1,121 1,090 1,114 t 
Shaded; Cher A OIE BOONE ons soci ccc oe eserverscecccese 843 937 918 901 878 890 i 
Professional, scientific instruments ..........-.-02 eee e eee eeee 838 842 837 881 882 877 20% 
rrr ere eee 1,403 1,534 1,536 1,564 1,521 1,506 

Moenmduratste moods Heestrtes ... ww ccc ccc ccc ccccccccsccscccens ° 19,791 19,894 20,084 20,057 19,924 19,928 
ee ns TIERS. o'x'c alo Susi cesmeuieaalee as dae sode'sese 3,692 3,061 3,120 3,468 3,511 3,488 
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THE PULSE OF BUSINESS 





Straws in the Trade Wind 


RETAIL SALES HOLDING - A lot of economists are counting on retail 





sales to keep business healthy this year. They got off to 

a fairly good start, according to the Department of Commerce, 
Retail sales in January, adjusted for seasonal factors and 
trading day differences, were about 3% below those for Jan- 
uary a year ago, and 1% below December 1953. 


PICK-UP IN CARS? - New car sales during the first ten days of Feb- 
ruary were greater than in January's highest 10-day selling 
period says Ward's Automotive Reports. No specific figures 
are given. And latest data on used cars shows that "January 
sales were on the uv-beat (except in the South)" according 
to the National Used Car Dealers! Association. Inventories, 
too, showed continued improvement. 





NEW FIGURES ON JOBLESS —- New data developed by the Devartment of 
Commerce jumped the unemployment total in January. The fig- 
ure is now reported as 3.1 million, a rise of 1.2 million 
from December. Earlier estimates had put the monthly in- 
crease at 500,000. 





FEWER HOUSES STARTED - Non-farm housing starts in January were off 
3% from December, and 8% from January 1953. Total for the 
month, according to the Bureau of Labor Statistics, was 
66,000. 





WE SEE IT NW - What we all know about business in the past six 
months is shown in latest figures on the Gross National 
Product. G.N.P. - which measures total output of goods and 
services - fell at the rate of $6 billion a year in the 
fourth quarter of 1953. It was the second quarterly drop 
in a row. The annual rate during the last three months of 
last year was $363.5 billion, compared to $369.5 billion in 
the quarter before. Top figure of all time was set in the 
second quarter of '53 - $371.) billion. 
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A NEW SERVICE - A NEW OPPORTUNITY 


PURCHASING begins a new service for its readers this month - 

a special postpaid INQUIRY CARD, facing page 17 of this issue. 
Here is your opportunity to get more information on any of the 
hundreds of products mentioned in the editorial and advertising 
columns of this magazine. For additional details on any item 
which interests you merely circle the appropriate number on the 


INQUIRY CARD - PAGE 17 
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Quality standards help buyer and seller 





Quality Control in 
Waste Paper Purchases 


By J. E. O'Brien birector of Purchases, The Ohio Boxboard Company, Rittman, Ohio 


NE of the most important raw 
materials for a boxboard mill 
is waste paper. Quality control af- 
fecting mill operations and end 
product must start at the raw ma- 
terial level. Obviously, this poses 
quite a problem for the purchasing 
department when the major raw 
material is one that is produced and 
disposed of as a waste by-product 
in other industries, with little con- 
cern for the quality standards and 
requirements of the boxboard mill. 
There are, of course, generally 
recognized grade classifications of 
waste paper in the trade, such as 
newsprint, hard white, boxboard 
cuttings, and the like. And the 
sources where such waste is pro- 
duced in quantity are generally 
aware of the advantage of segre- 
gating their waste according to these 
categories, since classified ‘waste 
paper is more readily marketable 
and also brings a better return, for 
mixed waste tends to bring the price 
of the lowest grades included. But 
relatively little attention has been 
given to the contamination of waste 
by objectionable materials, which 
may séem unimportant to the plant 
where the waste product is gen- 
erated but are of great concern to 
the purchaser who is seeking to 
maintain quality standards and con- 
trol in that same product, considered 
as a raw material. 

The Ohio Boxboard Co., through 
its purchasing department, in co- 
operation with its production people, 
has been doing some “trail blazing” 
to improve this situation—and with 
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considerable success. The plan that 
has been developed and put to work 
represents a distinct forward step 
in quality control on waste paper 
purchases. In addition, it is of in- 
terest and advantage to any manu- 
facturing operation that yields waste 
paper in any form. For with a 
knowledge of the contaminants that 
are objectionable—or even prohibi- 
tive—from the standpoint of the 
board mill, and the differences in 
values when these are excluded, 
simple corrective measures can 
usually be put into effect which 
will result in a higher dollar yield 
for the waste paper accumulated. 
Early in 1953, the company com- 
piled a “Manual of Waste Paper 
Standards. and Practices” as the 


basis for their dealings with waste 
paper suppliers. It is a refinement 
of standards issued in 1949 by the 
National Association of Waste 
Paper Dealers. It was revised after 
a few months of experience with 
its use, so as to include complete, 
detailed, practicable, and wunder- 
standable instructions covering 
every phase of the purchase agree- 
ment, quality standards for grading, 
packing and shipping requirements, 
and allowable tolerances in weight 
and quality, which together make 
for acceptable fulfillment of the 
purchase or constitute cause for 
rejection. This manual, consisting 
of 28 mimeographed pages with 
spiral plastic-bound cover, has been 
placed in the hands of the com- 
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regular waste suppliers. 
The spirit in which the manual 
conceived is well expressed in 
eamble appearing on the first 
e, which outlines the basic re- 
nsibilities of both buyer and 


er: 


3asic to the success of any buyer- 
seller relationship is an atmosphere 
of “good faith”. In keeping with 
this, the following underlying prin- 
ciples have been accepted as neces- 
sary to the maintenance of amicable 
lealings: 

1, Arbitrary rejections, reductions, 
and cancellations by The Ohio 
Boxboard Company are counter 
to acceptable good trade prac- 
tice. 

2. It is the responsibility of the 
seller to use due diligence to 
ship only properly packed 
papers and to make shipment 
during the period specified. 


The first 10 pages of the manual 
are devoted to definition of the ap- 
plicable trade practices, terms and 
conditions, baling and loading in- 
structions, inspection of shipments, 
and procedures in the event of re- 
jection. 

Two parts of this section are par- 
ticularly important in respect to 
quality control. 

One of these is the instruction 
as to baling. Five types of baling 
are described, identified by code 
numbers I through V. These apply 
to different classifications of waste 
paper, and are included by reference 
in the several grade specifications, 
by code number. 

The other is the definition of “out- 
throws” and “prohibitive materials”. 

Out-throws are understood to be 
“all papers that are so manufac- 
tured or treated, or are in such 
form as to be unsuitable for con- 
sumption as the grade specified.” 

Prohibitive materials are “any 
materials which, by their presence 
in a packing of waste paper, in ex- 
cess of the amounts allowed, will 
make the packing unusable as the 
grade specified, and any materials 
that may be damaging to The Ohio 
Boxboard Company’s equipment.” 


Classifications of Waste 


It is important to note in this 
connection that a contaminating 
material can be classified as an out- 
throw in one grade and as a pro- 
hibitive material in another grade, 
depending upon the use for which 
the respective grades are purchased. 
Both types of contaminants are 
listed, in one or the other category, 
in the individual grade specifications 

This is followed by the detailed 
specifications for 15 different grades 
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One company’s waste by- 
product is another buyer's 
vital raw material. Quality 
of purchased waste is hard 
to control unless the re- 
quired standards are made 
known to suppliers and care 
is taken at the source to 
segregate grades and keep 
out contaminating mate- 
rials. 


or classifications of waste paper 
purchased by the company, as shown 
in the accompanying table. Each 
specification consists of four parts: 

1. A brief description of the kind 
of paper included in the grade. For 
mixed grades, this includes the al- 
lowable maximum percentages of 
various kinds. 

2. Maximum allowable percentage 
of prohibitive materials, and of total 
out-throws. 

3. Baling Code number applicable 
to the grade. 

4. Listing of prohibitive materials 
and objectionable (throw-out) ma- 
terials applicable to the grade. 

Among the materials that are 
listed as prohibitive in one or more 
of the specifications are: 


Acid burned stock Paint 


Asphalt laminated Peanuts 
or saturated Printing 
products Printers ink 
Bread wrappers Rag paper 
Burned or charred’ Rice paper 
papers Rubber 
Carbon paper Rubber or latex 
Chocolate cements 
Citrus peelings Rust 
Cellophane Sand 
Coatings Seeds 
Colored fibre String, thread or 
Cork cord 
Crayon String or woven 
Dirt paper 
— Sulfur 
mee Sulfur impreg- 
Geshese nated products 
} ean Sunburned paper 
Groundweed Synthetic resin 
ote materials or ad- 
Ink roll stock hesives 
Leather Tar strips 
Metals Tobacco 
Mildew Wax 
Non-defibering Waxed containers 
papers Wax laminated 
Odors products 





Oil Wet strength 


Old food treated paper 
Old lunches Wood 


Some of these materials, which 
are prohibitive in one grade of waste 
paper, appear as merely objection- 
able in other grades. In addition, 
the following materials are classed 
as objectionable in some grades: 


Bogus corrugating Paper clips 


medium Printing 
Coated paper Rags or string 
Colored cards Rock wool 
Colored kraft Shives 
Comic books Soap boxes 


Degraded strong Soda pulp fiber 
fibre Soft stock 
Excessive sizing Straw corrugating 
Gummed tape medium 
Insulation Telephone books 


It must be remembered that this 
manual represents the needs of an 
individual mill. Another mill, wish- 
ing to purchase under a similar pro- 
gram, might have an entirely dif- 
ferent list of prohibitive and ob- 
jectionable materials. 


Results 


Based on almost a year’s experi- 
ence with this manual, it has proved 
to be a very useful purchasing tool, 
and it is becoming increasingly ef- 
fective in raising quality standards 
of the waste paper we buy. It has 
been the means of enabling our mill 
formulations to be tied in with 
designated waste paper grades, with 
assurance that such waste paper 
grades in use are dependable. 

At the same time, it has clarified 
and improved our relations with 
suppliers, and has helped them to 
secure a better return for their 
waste accumulations. 
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Inventory is more 
than Counting Stock 


By Huey G. Huhn 


T IS probably safe to assume that 

you take inventory of materials 
pretty regularly. How would it be 
to take inventory of the inventory 
operation? 

This tedious task of counting, 
weighing, estimating, pricing, ex- 
tending, typing, and checking rolls 
around with clocklike precision. 
Orders are placed to “round out” 
the stock, close up gaps, and, where 
day to day inventories are main- 
tained, these are brought up to date. 
Then, too often, the tabulations are 
filed away under “I’—Inventory, 
December 31, 1953. 

An inventory can be used as a 
basis for the planning of future 
operations. With the rapid turn- 
overs we have today, the amount 
of material and supplies on hand 
at any particular time is but a small 
part of a business, even though it 
may be a fairly large figure in itself. 
Business is busy-ness—the motion 
of materials or goods through a 
factory or warehouse. If that be 
true, every inventory may well be 
the basis for study of the probable 
motion of the enterprise during the 
coming months. How busy will we 
be? 

Stocks are often allowed to run to 
a minimum in anticipation of taking 
inventory, and are brought up 
to what is considered the normal 
level shortly thereafter. Bad guesses 
now come to light and can be 
flagged where running out has lost 
orders or production, or where over- 
supplies now tie up capital and 
occupy valuable storage room. 

Analysis of the inventory calls 
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. Where does your business stand ? 





. Where is it moving? 





Ww In 


. How is it moving? 





> 


. How can its motion be improved ? 





for an intelligent sales survey. The 
sales department should estimate 
sales for the future. Will the over- 
all picture be higher or lower than 
during the period just closed, and 
how much? If the average of hoped- 
for business is, let us say, estimated 
as a 15% increase, this doesn’t mean 
that all items are apt to perform at 
that rate. Some may well show a 
decrease, while others may “plus” 
themselves by 20% or 25%. 

Without guiding information on 
individual items or groups of items, 
over or under, special purchases and 
special handling of materials at 
extra costs are bound to occur. 
These things can never be entirely 
avoided, but they can be held to a 
minimum by looking ahead. 

This survey of sales prospects 
also serves to establish realistic 
sales quotas. Here again, “up 15%” 
across the board is probably not 
the right answer. Business condi- 
tions in different parts of our na- 
tion are never alike, and this cer- 
tainly must affect sales. Sales esti- 
mates and quotas are thus a vital 
part of any inventory analysis. This 
may very well be looked upon as 
inventorying the most important 
part of a business. 

There are expert and reliable 
economists who study the facts of 
business and are able to predict with 


a high degree of accuracy the prob-’ 


able turns, either upward or down- 
ward. Those who use this sort of 
service or produce it themselves 
make large savings annually in their 
inventory control and in purchas- 
ing. Having reliable information— 


or at least the best that is available 
—on what the future trend is likely 
to be is our best safeguard against 
following irresponsible leadership in 
unreasonable booms, which are so 
often followed by damaging back- 
swings. Economic research is the 
gyroscope that keeps the business 
ship on an even keel. 


Planned Purchasing 


The purchasing agent, too, must 
look into the future. Too often, he 
works only from current factory 
requisitions. These may originate in 
what may well be an efficient ma- 
terials control operation, but they 
do not always project that control 
into the inventory area. When the 
purchasing agent takes time out to 
look ahead, and if he has reliable 
estimates on what is planned for 
the period ahead, he can save many 
dollars and much confusion and 
possible shutdowns. 

The buyer should be consulted on 
what the backlogs of supplies are to 
be. Present sources may be adequate 
for present conditions and needs, 
but that backlog could be quite in- 
adequate if requirements were to 
increase or if some materials or 
products should become critical or 
spotty in the future. This also may 
be the time when changes in or 
additions to supply sources can be 
made to advantage. The purchasing 
agent may well lay out his plans 
for buying on the basis of a good 
inventory analysis, 

The traffic manager is an impor- 
tant cog in the motion of any busi- 
ness, He should be consulted on 
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hedules, routings, possible car 
iortages, etc. When materials can 
ye purchased to equal advantage in 
two or more places, his recommen- 
lations as to source of supply should 
considered. This is doubly im- 
portant if special equipment is used 
tank cars, covered hoppers, auto- 
nobile cars, or the like. Freight 
ates and classifications must be 
checked, and sometimes changes 
therein negotiated. 


How and Why 


A study of the motion of goods 
ind materials is not limited to the 
ite of turnover. A real inventory 
also takes note of the way they are 
moved. “We have always done it 
that way” is no good reason for 
ny operation. Here’s an example: 
Some years ago, a distributor took 

a new item. The initial stock was 

large, and turnover was slow 

the beginning. Space was al- 
stted to the item on the fifth floor 

the warehouse, solely for the 
reason that space happened to be 
available for it there. The item 
showed a steady growth. It soon 
grew to a large volume and was a 
fast moving item, but it was still 
stocked on the fifth floor, where the 
allotted space was increased from 
time to time until it took in the 
entire floor. Sales volume today 
runs to about a carload per week, 
yr 104 carloads per year, in and out. 

Meanwhile the second floor, over 

the years, has become a catch-all 
for miscellaneous items, most of 
them slow moving. The total second 
floor in-and-outbound volume does 
not exceed 24 carloads per year. 
The net result is that this ware- 
house needlessly moves about 80 
carloads per year three extra floors, 
on two slow freight elevators. How 
much is this extra cost? 


Watch the Details 


And the motion of a business is 
not confined to the motion of its 
materials. All factory and office pro- 
cedures should be included in our 
“inventory” study of business mo- 
tion. Many opportunities for cheaper 

-and better—methods may be dis- 
closed. You may find that you have 
a shortage of efficiency and an over- 
supply of useless routine operations 
and customs. 

A concern with several factories, 
many branch offices, and a large 
sales force, has much intra-com- 
pany correspondence. By custom, 
these communications always start 
with “Dear Mr. Blank” and end 
with “Very truly yours”. Now, you 
may not wish to dispense with the 
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salutation and complimentary close 
in regular letters to customers and 
vendors—though some companies 
have done just that—but why all 
this formality “within the family”? 
It is estimated that this needless 
formality is equivalent to having 
one stenographer devote 13 full 
days each year to the writing of 
these six words, “Dear Mr. Blank” 
and “Very truly yours”. Why not 
reserve these for standard corre- 
spondence and for those special oc- 
casions when they would add some- 
thing to the intra-company letter? 

During the last war, a company 
found itself in need of additional 





“Please, dear, | asked you not to call me 
during business hours.” 


filing cabinets, which were hard to 
get. Paper too was in short supply. 
Someone hit on the idea of putting 
the reply carbon copy on the back 
of the letter being answered. Filing 
space requirements were automati- 
cally cut in half. The new cabinets 
were not needed, and money, space, 
and paper were saved. 

A railroad purchasing assistant 
received a requisition for a “date 
received” stamp. He pencilled 
“Why?” on it and sent it back to 
the office manager. Investigation de- 
veloped that the “date received” 
imprint on a piece of mail was never 
referred to by anyone. It added 
nothing of significant value to the 
date already on the form or letter; 
at best, it would serve only as an 
alibi. The practice was discontinued, 
‘resulting in a saving of time in the 
opening and distribution of mail, 
and in rubber stamps, stamp pads, 
and ink. Little savings like this add 
up. 

One company sent all transporta- 
tion bills back to carriers with 


covering checks. The bills were 
stamped “paid” and returned to the 
shipper, still a very common prac- 
tice. Time and money were saved 
by making an extra carbon copy of 
its voucher record on plain paper 
and sending this to the carrier with 
its check. The company makes a 
voucher record anyway, and the 
carbon copy sent to the carrier is 
for identification of bills paid. Oc- 
casional corrections of freight 
charges are noted on the voucher 
copies. Where freight bills are used 
in claims, or in billing back to 
vendors, the concern stamps these 
occasional bills so used “paid by 
check”. This has saved time and 
postage for both the shipper and 
the carrier. 


The Broader View 


Here are some additional points 
you could well include in your “in- 
ventory” program. It’s a good time 
to check on orderliness and cleanli- 
ness. Turn this job over to some 
woman in the organization and ask 
her to spare no punches. Have her 
start at the front door or curb and 
keep on going until she reaches 
the alley exit. 

How about calling in someone 
from the insurance company each 
inventory time for a look at possi- 
ble fire hazards? How about having 
someone check on safety features? 
Had this been done by one concern 
ten months ago, its water tank 
would not have fallen from the roof 
to the street a few weeks later. 

So take inventory of the inventory 
operation, and take stock of the 
motion of the business in all its 
phases. On every hand there are 
opportunities for betterment. Each 
employee can be asked to analyze 
his work and to look for the better 
way. Sometimes he will find it on 
his own desk and in his own rou- 
tine; sometimes it will be in some 
related procedure, perhaps in an- 
other department where the chain 
reaction of motion starts. It may 
mean no more than moving a piece 
of furniture or some stocks or sup- 
plies, or it may lead to a new ware- 
house in a new location. 

It is important that all conclu- 
sions and recommendations be put 
in writing, and copies made avail- 
able to all department heads—sales, 
purchasing, traffic stores, produc- 
tion, accounting, etc. Cooperation 
comes from understanding, and un- 
derstanding rests on a foundation 
of fully developed facts. Inventory 
calls for much more than a mere 
check of the stocks on hand as of 
a given date. 
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How is Your 


Inventory of Ideas? 


By Julian G. Davies 


OMMENTS under the heading 

‘Delayed Reaction” on the 
Letters Page of Purcuastnc for 
November, 1953, caused at least 
this reader to snap to attention 
During much of my life I have been 
a confirmed article-clipper. Printed 
matter bearing on any _ subject 
which might be of future interest 


to my department, or any other 
department in our company, was 
marked for clipping, circulated 


among those who might be inter- 
ested, and returned to my office for 
filing. 

Because this activity seemed to 
bear some relation to string saving 
(a frequent subject of derision in 
the comic sections), I did not ad- 
vertise the habit. Despite its un- 
doubted value, which has been re- 


peatedly demonstrated, I looked 
upon it as one of my personal 
frailties. I was therefore truly 
amazed to observe, when the op- 


portunity came my way, the extent 
to which other purchasing depart- 
ment heads indulged in the practice, 
and the lengths to which some of 
them carried it. 
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A purchasing department library should be more 


than a catalog file. The author, a practical pur- 


chasing man of long experience, has had a 


unique opportunity to observe and anaylze pur- 


chasing practices in a wide cross section of 


American industry, in his capacity as consultant 


in the Air Force program of vendor appraisal. 


In this article he describes a purchasing depart- 


ment library in its broader role as an idea and 


information center 


organization. 


The variations in business read- 
ing habits among purchasing people 
has long been a subject of lively 
interest to me. Some regard it as 
of prime importance, and have a 
definite place for business reading 
in their schedule—after office hours 
if necessary. By others, it is rele- 
gated to a secondary position, due 
to the constant pressure of other 
duties which get precedence. 

In some cases, instead of clipping 
an article from a periodical, the 
particulars are noted, with an appro- 
priate heading, on a 3 x 5” card 
which is kept in a file for that pur- 


for the entire 


company 


pose. I suspect that when the Editor 
of PuRcCHASING states he receives 
requests for tear sheets from issues 
up to nine years old, they arise from 
use of such card files. Unfortunately, 
tear sheets and file copies of old 
issues are not always available when 
the reference need arises after so 
long an interval. 

This brings up the matter of 
orderly care and use of the large 
volume of really valuable printed 
information received in most pur- 
chasing departments each day. 
While far too much of it is neglected, 
some cCepartments recognize its 
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alue and make a systematic ef- 
fort to sereen and use all really 
vorthwhile material. A description 
f£ one of the more effective of 
hese methods I have seen may 
help others in devising ways to 
convert incoming printed material 
nto dollars. 


One Buyer's Plan 


The manager of purchases at this 
company had made several attempts, 
over the years, to organize and 
activate a purchasing library which, 
long with other features, would 
put this wealth of unsolicited in- 
formation in shape for reference 
ind use. Each time he started, the 
pressure of work in other directions 
had made it necessary to transfer 
the assigned “librarian” to other 
duties before an effective begin- 
ning had been made on the library 
project. 

He had just about abandoned all 
hope of ever getting the job done 
when the time arrived for com- 
pulsory retirement, under company 

ules, of the woman who had been 
his secretary for many years. She 
vas fully conversant with the ac- 
tivities and aims of the depart- 
ment, and seemed to be ideally 
adapted for the job of librarian. He 
arranged with her—with the ap- 
proval of company management— 
to take a six months lay-off, then 
return on special assignment to 
organize and develop the library. 

She told me she was delighted 
to return to work after several 
months of freedom—and boredom. 
While the salary was considerably 
less than she had previously re- 
ceived as secretary, it more than 
bridged the gap between her pen- 
sion income and the sum needed 
for comfortable living. The job 
itself gave her a sense of accom- 
plishment, and the constant pres- 
sure which had characterized her 
previous position was non-existent 
in this one. 

The library project was organized 
to fill seven specific functions: 

1. To keep the purchasing de- 
partment catalogs up to date and 
in proper order, 

2. To maintain an up to date file 
of vendors and their products. 

3. To assemble and keep a file 
of advertisements relating to new 
materials, processes, equipment and 
services which might prove use- 
ful. 

4. To circulate to those con- 
cerned all significant printed matter 
pertaining to Items (2) and (3). 

5. To clip and circulate all other 
printed information which she be- 
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lieved to be of interest, or which 
was indicated by the manager of 
purchases or other departmental 
personnel as meriting attention. 

6. To maintain a library of books 
on purchasing and kindred subjects, 
and to see that the movement of 
these books outside the library was 
properly supervised. 

7. To act as liaison between the 
purchasing department and _ the 
city’s downtown public library, to 
list the interesting and pertinent 
books available there, and watch 
for new books coming to that li- 
brary which might be useful to 
any of the company’s personnel. 

The manager of purchases im- 
pressed on her that he wanted this 
job brought to a high state of per- 
fection just as quickly as possible. 
Since she was on special assign- 
ment, and actually a supernumer- 
ary on the staff, he would see to 
it that she was not shifted, even 
temporarily, to other work which 
might seem more urgent. 


Selling the Idea 


At the outset, the purchasing 
staff was assembled, the purpose 
of the project explained, and the 
full cooperation of everyone was 
urged. They were asked, if they 
came across anything in their read- 
ing that appeared to be of interest 
to others, to bring it to the atten- 
tion of the librarian—if it was im- 
practical to furnish the actual ma- 
terial, to furnish her with the par- 
ticulars. 

The first section to be put in 
order was the catalog file. All the 
catalogs on and in desks, tables 
and shelves around the department 
were corralled. If a catalog was 
used almost constantly by one in- 
dividual, it was left with him and 
a notation as to its location regis- 
tered in the library. 

Care was taken to avoid over- 
loading the shelves unnecessarily 
just to boast of completeness, for 
“dead wood” can seriously impair 
the effectiveness of a working file. 
For instance, a catalog might be 
used frequently in the engineering 
or maintenance departments, but 
rarely in purchasing. A notation 
in the library would tell where it 
could be located and consulted. If 
the record of requests for such a 
catalog suggested the advisability, 
an extra copy was acquired for 
the purchasing library. 

This catalog section had been in 
operation only a short time when 
the tidings got around. Once while 
I was there, a man from the engi- 
neering department asked to see a 


copy of a certain valve catalog. 
“We have one in our office,” he ex- 
plained, “but I can’t put my hand 
on it. Somebody took it and didn’t 
bring it back.” 

I suggested that such an occur- 
rence could not happen in this li- 
brary, with its orderly arrangement 
and complete records of handling. 

“No, it couldn’t,” he agreed. 
“That's why I came over here. We 
have tried several times to install 
a similar airtight system, but we 
never carry through with it. The 
hours we spend looking for stuff 
would knock you cold.” 


Extra Services 


One unexpected use of the li- 
brarian was to collaborate in the 
preparation of a new catalog to be 
produced by the company. It was 
recognized that the format of pre- 
vious catalogs fell far short of 
perfection, and as many improve- 
ments as possible were to be in- 
corporated in the new edition. The 
librarian, because of her many 
years experience in _ purchasing, 
where other catalogs were frequent- 
ly used, and because of her ob- 
servation of other firms’ catalogs 
in the library, was called on for 
suggestions. Many of them were 
adopted. 

In maintaining the files of ven- 
dors and materials, the librarian 
clipped advertisements, articles and 
news items relating to vendors and 
materials which, from previous ex- 
perience, she believed had not 
hitherto been used by the company. 
She would refer these to the in- 
dividuals chiefly concerned. Often, 
they would be returned without 
comment for filing. Quite frequent- 
ly, however, a potential vendor was 
followed up, or a new material or 
process investigated, and the ad- 
ditional information resulting from 
such correspondence or interviews 
was filed in the library where it 
would be readily available for fu- 
ture reference. 

It was through systematic con- 
tact with the public library, and 
effective use of the helpful material 
available there, that the purchase 
library first received favorable at- 
tention from other department 
heads and top management officials. 
All the new books obtained by the 
public library are placed on a table 
near the front entrance each Thurs- 
day afternoon. Here they may be 
inspected and, if desirable, reserved 
by the patrons. 

The company librarian calls there 
each Friday morning, examines 

(Please turn to page 306) 
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For better letters and reports... 





Make Your Typewriter TALK 





By David Markstein 


A FAVORITE joke phrase of a 
leading television comedian is 
to exclaim, when he has difficulty in 
making a straight man understand 
him—‘“I’m just not getting through 
to this guy.” It is an unfortunate 
fact that a terribly high percentage 
of business letters just don’t get 
through to the people who receive 
them. This isn’t a gripe at the Post 
Office Department; the neatly typed 
sheets of 8% x 11 paper are duly 
delivered by Uncle Sam’s men in 
gray, but the message the writer 
intended to convey simply doesn’t 
register itself upon the recipient. 
What purchasing agent hasn't 
had annoying instances of having 
to rewrite—and sometimes re-re- 
write—letters in order to put his 
meaning across to a supplier or 
plant man? When this happens, the 
fault seldom lies in the denseness 
of the man to whom the letter is 
addressed. The chances are, rather, 
that the letter itself is so obscure 
or ambiguous, so cluttered with 
unnecessary, meaningless verbiage, 
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that it 


would take an electronic 


computer to unravel its complexi- 
ties. 


Interoffice Memo 


Take, for example, the case of a 
purchasing agent who was offered 
an unusually attractive quantity 
price on a production component. 
The item was used regularly, but 
not in great numbers. So the P. A. 
dispatched a memo to the produc- 
tion superintendent to get a general 
idea on estimated needs before de- 
ciding on whether to grasp the pur- 
chasing opportunity. 

“Reference is made,” the memo 
began, “to your requisitions of (and 
here followed a number of dates 
stretching back over a period of 
242 years) regarding the use in 
fabrication of our glummets of wid- 
zet No. 34567, manufactured by the 
XYZ Company of Whoozis, N. Y. 

“In the foregoing requisitions the 
fabrication department has _ indi- 
cated that widget No. 34567 was 


used in quantities as follows: 60 for 
the month of May, 120 for the month 
of July, and 87 for the month of Sep- 
tember of last year. We wish to as- 
certain your planned target produc- 
tion schedules for the year ahead in 
order to stabilize our purchasing 
program and to take advantage of 
quantity differentials. 

“An immediate reply is earnestly 
requested.” 

To this massive memorandum the 
superintendent replied that so far 
as he knew, the purchasing agent’s 
figures were correct. 

The P. A. called in his secretary 
and dictated a second memo that 
opened up by referring to the date 
of the previous memo and the 
superintendent’s reply, and con- 
tinued with another ponderous re- 
quest for an estimate of how many 
widgets would be needed in the 
twelve months ahead. 

Next day, his memo was returned 
with a pencilled note on the bottom 
of the sheet—“OK—Sam.” 

The thoroughly frustrated P. A. 
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bellowed to his secretary, “Get Sam 
on the phone.” 

“Now look, Sam,” he began, when 
the connection had been made, “I 
want to know—and I’ve got to know 
now—how many widgets you ex- 
pect you'll need next year. By 
ordering for a year instead of every 
couple of months we may be able 
to make a pretty saving.” 

“Why didn’t you say so?” the 
production man answered. “I'll have 
t figured up right away. Call you 
back in five minutes.” 

Perhaps the P. A. should have 
ised the phone in the first place— 
except that his company had a rigid 
policy to “Put It in Writing”. But 
the moral of this story is not that 
the telephone is a superior instru- 
ment to the typewriter. Rather, it 
s that the written word should be 
made as simple and explicit as the 





Why is this so? In part, it is a 
hangover from an_ unfortunate 
“style” of letter writing popular 
back in Grandpa’s day. “I take my 
pen in hand” was the signal to adopt 
a vocabulary and phraseology com- 
prising a stilted language all its 
own. It included such phrases as: 

“Yours of the 10th inst. received.” 

“We beg to note that. . .” 

“Reference is made to... 

Etc., etc. 

Nobody ever talks that way. Not 
even in Grandpa’s time did busi- 
ness men encumber their conver- 
sation with that sort of verbal bag- 
gage. Today, executives lean to- 
ward more informal written com- 
munications, which have the great 
virtue of saying what they mean 
and being easily understood. 

The trite old phrases have been 
around so long that they don’t mean 


” 





The more nearly your letter is like a face-to-face conversation, the more effectively 
it will convey its message. 


spoken word. By a straightforward 
question, the purchasing agent se- 
cured an immediate answer and 
solved his dilemma. 


Write As You Talk 


For some unknown reason, many 
men who can think straight, speak 
straight, and get to a point without 
delay in person-to-person dealings 
act, in front of a typewriter or 
a dictating machine or a _ secre- 
tary’s notebook, as if they were out 
to write a decision for the Supreme 
Court. And the results are, more 
often than not, harder to under- 
stand than legal pleadings. 
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a thing any longer—if they ever 
did. They serve only to clutter a 
letter or memo and obscure its 
meaning. The eye and the mind 
cannot wade through the language, 
but must skip—and in the skipping, 
often miss important points. 

Modern business communications 
talk. Here’s an easy but helpful rule. 
Maybe the man to whom your letter 
is addressed is in a distant city. But 
picture him—not your pencil-poised 
secretary—right across the desk. 
Then talk your thoughts. That’s 
what the experts in easy-to-under- 
stand writing advise. 

This does not mean that the pur- 


chasing agent must become a lit- 
erary stylist in order to pen or 
dictate letters and memos that are 
clear and concise. Quite the con- 
trary, an attempt at literary “style” 
is often the downfall of an other- 
wise good letter writer. Study the 
real professions of the business writ- 
ing field. Rarely—almost never—do 
they stylize. They put a message 
across in simple words and short 
sentences. 

Dr. Rudolph Flesch is an expert 
in the communication of ideas, who 
was called in to simplify the “Fed- 
eralese” which Uncle Sam used in 
writing to his citizens and taxpayers 
and defense contractors during 
World War II. If you received a 
regulation which you could under- 
stand at first reading, the chances 
are that Dr. Flesch had a hand in it. 

One of the many classic examples 
was an obtuse OPA ruling that con- 
sumed hundreds of words in trying 
to define an ultimate consumer of 
eggs. Dr. Flesch boiled that one 
down to say: “A consumer is one 
who buys eggs to eat them.” 

Making such brisk condensations 
of the thoughts which emerged, any- 
thing but simply, from the pens and 
typewriters of bureaucrats, was his 
wartime task. After leaving the gov- 
ernmental employ, he turned his 
attention to school textbooks and 
other types of writing addressed to 
the comprehension of various age 
levels. Out of these experiences he 
wrote a book that has become a 
classic among professional writers. 
“The Art of Plain Talk” is a good 
guide for business men who want 
to write letters and reports that are 
clear and easily grasped. 

Dr. Flesch tells in his book of a 
standard for the measurement of 
readability. His yardstick involves 
sentence length, the number of long 
words used, and the number of 
personal references. In brief, the 
shorter the sentences, the more 
easily they can be read; the simpler 
the words, the more readily they 
can be understood; and the more 
references to people—you, he, she, 
they, Sam, John, Mr. Smith—the 
more interest a message will sustain. 


Accentuate the Positive 


One sound rule of understandable 
writing is to discard forever the 
passive form favored by yesterday’s 
“experts” in- writing fashion, and 
substitute for each passive expres- 
sion one which employs an active 
verb. 

“It is understood that ...” is a 


(Please turn to page 314) 
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ALLOY STEELS 





MODERN STEELS for MODERN TRANSPORTATION 


> N-A-X HIGH-TENSILE steel—a low-alloy high strength structural steel used 
to reduce weight and increase life of your product. 


7 N-A-X AC 9115 steel—for gas turbines and similar products requiring 
strength of material when operated at higher than normal temperatures 
up to 1000°F. 


> N-A-X 9100 series—alloy steels for carburizing and heat treated parts. 















With these three N-A-X ALLOY STEELS, we Offer time proven products to 
economically serve you. 


N-A-X HIGH-TENSILE is 50% stronger than mild carbon steel with high 
notch toughness. Has excellent cold forming and welding properties and 
greater resistance to atmospheric corrosion and abrasion. 


N-A-X AC 9115—a steel easily fabricated and welded by any method, main- 
tains high strength at elevated temperatures up to 1000°F. When protected 
against high temperature oxidation by proper coatings, it is a worthy 
alternate for the higher-alloy stainless type steels for this application. 


N-A-X 9100 series—a series of alloy steels with the alloying elements con- 
stant within an established range, with carbon varied to suit the harden- 
ability and hardness desired. An outstanding carburizing steel. 


GREAT LAKES STEEL CORPORATION 


N-A-X Alloy Division 






Ecorse, Detroit 29, Mi 
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Corporation, partnership, or owner? 





Liability for Breach 


of Sale Contracts 


By Leo T. Parker 


ecently I received an interesting 

letter from a reader, as follows: 
For many years I have read your 
legal articles in Purcnastne. I have 
made a practice of classifying your 
articles in a scrapbook so that if I 
have a law suit, which I cannot 
avoid, I give my lawyer the higher 
court citations which are relevant 
to the case. He has used these cases 
to considerable advantage. Recently, 
however, I experienced some diffi- 
culties over sale contracts made by 
partnerships and also corporations 
whose lawyers attempt to avoid re- 
sponsibilities by claiming that no 
responsibility exists because the 
employe or representative who made 
or signed the contract exceeded his 
authority. In going over my scrap 
book of past articles, I find none 
which deal specifically with this 


law.” 
Distinctions of Liabil:ty 


First, it is important to know that 
either an individual, partnership, or 
corporation can be equally and fully 
liable on a sale contract made by 
an employe who is properly author- 
ized to represent and obligate his 
employer in the making of the spe- 
cific contract. Quite obviously, the 
kind of testimony and _ evidence 
necessary to prove that an employe 
was properly and legally authorized 
to represent an individual, is dif- 
ferent from the testimony and evi- 
dence necessary to result in a part- 
nership or corporation being liable 
under the same circumstances. 

Before citing and explaining the 
cause and outcome of specific higher 
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court decisions involving sale con- 
tracts made by representatives of 
individuals, partnerships, and cor- 
porations, it is well to explain the 
recognized advantages and disad- 
vantages of operating a business 
under these different kinds and 
classifications. 


Individual Ownership 


With respect to individual owner- 
ship of businesses, the chief dis- 
advantage in fact is that in case of 













te 
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CHARGE IT TO THE 
/ COMPANY .| WORK 
FOR THEM 


tered partnership agreement; and in 
a corporation the owners of stock 
suffer financial loss equal to their 
respective investments, unless by 
contract they assume greater ob- 
ligations. 

Another important disadvantage 
of an individual operating a business 
is that he is compelled to rely ex- 
clusively upon his own efforts, and 
those of his employes, in the suc- 
cessful conduction of the enterprise. 
Moreover, the proprietor is person- 





AN EMPLOYEE CANNOT OBLIGATE HIS EMPLOYER WITHOUT 
SPECIFIC AUTHORIZATION TO DO SO 


financial disaster the individual 
owner must bear the total loss, 
whereas in an ordinary partnership 
business the partners generally bear 
the loss equally to the extent of their 
financial worth; in a limited part- 
nership, the partners bear the losses 
equally up to, but not exceeding, 
the amount specified in the regis- 


ally liable for the acts committed 
by all of the employes who act 
within the scope of the employment. 
This is important. 

The law recognizes two classes of 
employes—“general” and “special”. 

The law in this respect applies to 
individuals, partnerships. and cor- 
porations alike. A manager, for ex- 
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IBROC better-quality towels dry drier— 

faster... fewer are used. The result? 
Waste drops—costs drop—washroom effi- 
ciency goes up! Superior absorbency, strength 
and softness make Nibroc the world’s largest 
selling paper towel for industrial and institu- 
tional use. Multifold or singlefold, white or 
natural. 
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Softer, stronger, because it’s made with a new 
combination of 100% pure cellulose fibres. 
For industrial and institutional use. White or 
natural. Call your local distributor for sam- 
ples and prices—or write Dept. GN-3, Boston. 
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ample, is a “general” agent, be- 
ause he is employed to perform all 
1cts necessary to the successful con- 
luct of the business or department. 
\ “special” agent is one, as a clerk, 
ehicle driver, bookkeeper, stenog- 

ipher, etc., whose authority is 

limited to the performance of a 
single act or the special kind of 
ervice which he is hired to per- 
form. Obviously, the accomplish- 
ment of this special service may 
ecessitate the performance of many 

lifferent acts, but the employer is 
able only for such acts of a “spe- 

cial” agent that are performed with- 
the scope of his special authority. 







INCORPORATE THE 


BUT WE'RE GOING TO 


COMPANY NEXT WEEK 


ager of one department of the cor- 
poration’s business authorized an 
agent to make a sale contract con- 
cerning business of another depart- 
ment. In this case the corporation 
can without liability cancel the con- 
tract because the agent was not 
properly authorized to obligate the 
corporation on the contract. This is 
so because the manager of one de- 
partment of a corporation’s business 
never has general authority to make 
contracts obligating the corporation 
with respect to another department, 
nor has this manager any authority 
to appoint agents and employes to 
represent the corporation in the 


AS OF NOW, 
YOU'RE JUST 
A PARTNER 





YOU CAN'T DO BUSINESS AS A CORPORATION MERELY BY 
AGREEING TO INCORPORATE 


As above mentioned, the same law 
pertaining to the responsibility of 
an agent, and his ability to make 
binding and enforceable contracts 
f sale, applies relatively to an in- 
dividual, partnership or corporation. 
The important legal distinctions lie 
in the fact that a corporation will 
not generally be held liable for acts 
ff its agent, unless the testimony 
proves that the official who gave the 
gent the authority was himself 
properly authorized to appoint and 
delegate authority to an agent. An 
ndividual has no such advantage, 
or leeway. 


Corporation Has Advantage 


Of course, neither individuals nor 
partnerships have this favorable ad- 
vantage, because always an individ- 
ual owner of a business and either 
partner of a partnership may prop- 
erly authorize an agent to make en- 
forceable contracts. Hence, while a 
corporation can avoid liability on a 

ontract made by an agent not duly 

authorized by an official who has 
lawful authority, this is not so with 
respect to individuals or partner- 
ships. 

For example, assume that a man- 
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operation of departments different 
from the one which this particular 
manager is authorized to conduct. 

And again, in a leading case, a 
corporation was held not liable on a 
sale contract made by an employe 
authorized to make such contracts 
by an official who was not author- 
ized by the corporation’s Board of 
Directors to employ purchasing 
agents or other employes to pur- 
chase merchandise for the corpora- 
tion. 

The situation is different with 
respect to individuals and partner- 
ships because an individual or any 
member of a partnership may ap- 
point and duly authorize agents to 
make valid contracts in any and 
all departments of the business 
whereas, as above indicated, the 
manager of one department of a 
corporation can be authorized to 
make contracts or appoint agents in 
another department only by direct- 
authority of the president, or other 
officials duly authorized by the 
Board of Directors to obligate the 
corporation in this special authority. 

While the important advantage of 
an ordinary partnership business is 
that two or more persons may unite 





their money, labor, services, and 
ability for the purpose of operating 
the business, a real disadvantage of 
a partnership is that any one part- 
ner is personally liable for the total 
debts or obligations of the entire 
partnership, providing the other 
partners are insolvent. Of course, if 
all partners are financially respon- 
sible, each partner must pay a pro- 
portional share of the assumed debts 
and obligations of the partnership. 


Continuing Liability 


An important advantage of incor- 
porating a business is that a corpo- 
ration never is liable for any act 
of an employe not within the scope 
of the employment, or for contracts 
not within the scope of the business 
as defined by the corporation’s 
charter, and not authorized by the 
directors. Morover, any person who 
transacts business with a corpora- 
tion is bound to know that the 
official or employe who assumes to 
represent the company is legally 
authorized to bind the corporation. 

Neither an individual nor any 
member of a partnership may avoid 
liability for his own acts pertaining 
to the business. And in fact, he may 
remain liable even after he sells the 
business or any interest therein. 

For example, in Johnson Tire 
Company v. Maddux, 221 S. W. (2d) 
948, the testimony showed facts, as 
follows: Two persons named Mad- 
dux and Shipley were partners and 
doing business as Blue Company. 
This partnership purchased on credit 
merchandise and other accessories 
from the Johnson Company. Without 
giving the latter company any 
notice, Maddux sold his interest and 
withdrew from the partnership. 
Thereafter the other partner con- 
tinued to purchase merchandise and 
aecessories from the Johnson Com- 
pany. When the bill had amounted 
to considerable money and Shipley, 
the remaining partner, failed to pay 
the account, the Johnson Company 
sued Maddux to recover the amount 
due. In holding Maddux liable the 
higher court said: 

“The application of the merchan- 
dise is not the question before this 
court, and upon the agreed state- 
ment of facts, we hold that the 
plaintiff (Johnson Company) was 
justified in charging the account to 
the partnership. . . . After dissolu- 
tion a partner can bind the partner- 
ship . . . provided the other party to 
the transaction had extended credit 
to the partnership prior to dissolu- 
tion and had no knowledge or notice 
of the dissolution. . . . The plaintiff 
(Johnson Company) was given no 
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CUTTING. New S.E.C.O. keeps parts and tools cooler. GRINDING. New S.E.C.O. improves surface finishes 
Tools last longer, require fewer grindings; produc- because its increased detergency prevents loading 
tion is increased; finishes are uniformly good. and glazing of grinding wheels, prolongs wheel life. 


Now Better Than Ever! 


Sunoco Emulsifying Cutting Oil 


New refining facilities improve industry’s most widely used cutting oil 
and permit it to give these added benefits 
@ HIGHER MACHINING EFFICIENCY— better finishes, longer tool life, increased production 


in cutting operations 








@ MORE EFFICIENT GRINDING—increased detergency provides better surface finishes, pre- 
vents loading and glazing of the wheel, prolongs wheel life 


@ WIDER APPLICATION—can be used for rolling, washing and rustproofing, too 
@ BETTER MIXING QUALITIES—in hot, cold or hard water 


@ A PURER, CLEANER CUTTING 0lL—whiter, more stable emulsions; cleaner parts and 
machines; better operator acceptance 


@ EASIER HANDLING— pumps from storage tanks more readily, flows from drums faster 


TEST NEW S.E.C.O. IN YOUR OWN PLANT. For information, call your 
nearest Sun office or write SUN Ort Company, Phila. 3, Pa., Dept. PG-3 


INDUSTRIAL PRODUCTS DEPARTMENT 1 
| SUN OIL COMPANY UNOC 


PHILADELPHIA 3, PA. « SUN OIL COMPANY LTD., TORONTO & MONTREAL 
Made by the producers of famous Blue Sunoco Gasoline and Dynalube Motor Oils 
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tice of the dissolution of the part- 
ership.” 

For comparison, see Badg v. Boy, 
16 Tenn. App. 629. In this case the 
higher court refused to hold one 
Boy liable for debts incurred by a 
partnership. In this case the testi- 
nony did not prove conclusively 
that Boy had ever been a partner in 
the, partnership business and _ his 
cts did not induce persons to 
velieve that he was a partner. 

For further comparison, see Fire- 
stone Tire and Rubber Company v. 
Webb, 182 S. W. (2d) 941. Here it 
vas shown that a man named Webb 
yperated a business. A financial 
statement given by Webb was also 
signed by his brother, who had no 

terest in the business. The Fire- 
tone Tire and Rubber Company 
nmediately commenced making 
shipments as ordered. The account 

mntinued until Webb owed several 
hundred dollars. Later the seller 
ied both Webb and his brother. 

The brother claimed that he was 
ot liable because he was not a 
egal partner. However, the higher 
court held the brother liable for 
ayment of one-half the amount of 
the bill, since his signature had led 
the creditor to believe that a part- 
ership existed. 


Intent to Incorporate 


Modern higher courts consistently 
hold that any financially responsible 
partner is liable for the full debts 
of the partnership. According to a 
ecent higher court, a financially re- 
sponsible person who enters a busi- 
ness intending to incorporate the 
business is liable as a full and legal 
partner. This is so although no part- 
nership was agreed on. 

For example, in Holzer v. Rey- 
nolds, 43 So. (2d) 169, the testimony 
showed facts as follows: One Rey- 
nolds required financial assistance 
ind asked a man named Marshall 
to assist him financially. Marshall 
paid some of the outstanding debts 
of Reynolds and advanced or loaned 
him additional money, under an 
agreement that the business would 
be incorporated. 

Later certain creditors of Reynolds 
sued Marshall for the full amount 
due on debts contracted by Rey- 
nolds: Marshall denied any liability 
on the grounds that he was not a 
partner of Reynolds, but the higher 
court held Marshall liable for all 
debts and sale contracts made by 
Reynolds, and said: 

“Marshall maintains that, as a 
matter of law, there was never any 
partnership because there was never 
any agreement between himself and 
Reynolds that they would form a 


124 


partnership. He (Marshall) has 
overlooked entirely the well estab- 
lished principle of law that where 
several persons agree to form a 
corporation and, pending incorpo- 
ration, conduct a business for which 
the corporation is to be organized, 
during that period they are part- 
ners.” 

For comparison, see Lind v. 
Senton, 10 La. App. 633, 120 So. 535. 
Here three persons took the initial 
steps towards incorporation of a 
partnership which was never con- 
summated. However, these three 
persons carried on the business 
which they had intended should be 
incorporated. 

In_ subsequent litigation, the 
higher court held that the financial- 
ly responsible person was liable for 
debts and other liabilities assumed 
by the firm which never was in- 
corporated. 


Partnership Liabilities 


Hence, it is well settled law that 
any one partner may be responsible 
for the total amount of partnership 
debts, although these debts greatly 
exceed the assets of the business. 
In other words, if only one partner 
is financially responsible he is ob- 


| DIDN'T BUY IT 

FOR MYSELF, 
BUT FOR 
ANOTHER 

FELLOW 









The legal definition of a partner- 
ship is: A valid and legal partner- 
ship is formed if (1) both parties 
agree to contribute “something” of 
value to the business (This “‘some- 
thing” may be capital, property, or 
personal services.); (2) both parties 
must agree to share in all of the 
profits; (3) both parties must agree 
to share in all the losses; and (4) 
the parties who signed the agree- 
ment must have intended to form a 
“partnership”. 

Of course, as above explained, 
this rule cannot be depended upon 
when determining whether a per- 
son is liable as a partner on a sale 
contract, or other obligation, if the 
testimony shows that he performed 
any act which led others to believe 
that he was a partner, or otherwise 
liable on sale contracts made by the 
partnership. 

But, as between partners them- 
selves, the rule is correct. 

For example, in Quick v. Hoose, 
205 S. W. (2d) 875, the testimony 
showed facts, as follows: Two per- 
sons named Glosser and Hoose 
made an agreement whereby the 
Glosser Company was started as a 
partnership. However, there was no 
agreement that Glosser and Hoose 


THERE ISN'T 
ANYTHING HERE 
THAT SAYS SO 











ANYONE ACTING AS A PURCHASING AGENT MUST MAKE HIS 
POSITION CLEAR TO THE SELLER 


ligated to pay all debts incurred by 
the partnership business, although 
such debts are authorized solely by 
a partner who has little or no 
financial investment in the partner- 
ship. And, this law also is applicable 
to a “silent” partner. 

Another important point of law 
is that if one partner embezzles 
funds from a partnership, he cannot 
be prosecuted for embezzlement or 
theft. This is so because all partners 
are owners in the partnership and 
the law holds that an owner cannot 
steal from himself. (See Hoose, 205 
S. W. (2d) 875.) 


each would share in all profits and 
losses of the business. 

Therefore, in subsequent litiga- 
tion, the court decided that no valid 
partnership existed between Glosser 
and Hoose. This court said: 

“It is clear, from the evidence, 
that Glosser and defendant (Hoose) 
did not share in the profits and 
losses of all of the business.” 


Agent Personally Liable 


Frequently, purchasers cannot 
hold employers, as_ individuals, 
partnerships and corporations, liable 
on a sale contract signed by an 


PURCHASING 
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For Cold Finished Alloy Bars 


These modern furnaces insure uniform an- 
nealed. quality, which is another important reason 
why Youngstown Cold Finished Alloy Bars are 
so satisfactory. 


Their machinability and cold working proper- 
ties are superior. Tolerances, metallurgical char- 
acteristics and all phases of the manufacture of 
Youngstown Cold Finished Alloy Bars are sub- 





Proungstow. 


jected to rigid quality control of a single inte- 
grated organization—from mining of the ore to 
shipment of the finished product. 


Youngstown Cold Finished Alloy and Carbon 
Steel Bars are furnished in standard shapes and 
sizes, in both coils and straight lengths. For fur- 
ther information, phone or write our nearest 
District Sales Office. 






a | 


COLD FINISHED CARBON 
AND ALLOY STEEL BARS 


THE YOUNGSTOWN SHEET AND TUBE COMPANY ......%i0" 


General Offices: Youngstown, Ohio - Export Office: 500 Fifth Avenue, New York 36, N. ¥ 


PIPE AND TUBULAR PRODUCTS 


SHEETS PLATES - WIRE - 
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- CONDUTT BARS 


RODS COLD FINISHED CARBON AND ALLOY BARS 
ELECTROLYTIC TIN PLATE COKE TIN’ PLATE 


RAILROAD TRACK SPIKES 
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ent. However, under certain cir- 

umstances, the purchaser may hold 
the agent personally liable. 

This is so because the courts hold 


tnat 


where an agent signs a note, 
ontract, or other written instru- 
ment when undertaking to bind his 
employer, without authority to do 
0, such act imports fraud or cul- 
pable negligence, and results in the 
gent being personally responsible 
for the injury or loss sustained by 
the purchaser. 

For illustration, in Gables v. Pal- 
netto, 191 S. E. 337, it was shown 
that an employe named Thomason 
signed a contract for his employer. 
This contract was signed, “Pal- 
metto Company, By M. C. Thoma- 
son . 

With reference to the personal 
liability of Thomason, this is what 
the court said: 

“In view of the fact that the di- 
vergence of opinion relates simply 
to the form of the remedy, conced- 
ing that the agent is liable, we pre- 
fer to follow the rule laid down in 
yur own cases ... which hold the 
agent liable upon the contract. . . 
In other words, the employe 
(Thomason) as an_ unauthorized 
agent, if held at all, would have to 
be held liable individually upon the 
contract, and would be substituted 
or his principal, just as though he 
had been the maker of the note in 
the first instance.” 

In order to avoid litigation and 
liability employes must, before 
signing a contract, know that the 
employer’s name is in the body of 
the contract. Also, the signature 
must clearly indicate that the em- 
ploye is signing as representative 
»f the employer, as in this form: 

“The Star Company, 
Per J. W. Does, agent.” 

The same law is applicable to a 
ompany which acts as purchasing 
agent for an individual, partner- 
ship or corporation. 


Buying For Account of Others 


For example, in Dell-Wood v. 
Riss & Company, Inc. 198 S. W. 
(2d) 347, a seller sued Riss and 
Company to recover a balance due 
on an open account for merchan- 
dise claimed to have been sold to 
the latter company. Riss and Com- 
pany refused payment claiming 
that it was employed to make the 
purchases of merchandise for and 
ised by the 66 Transportation Com- 
pany. 

As Riss and Company had not 
signed the contracts of sale so as to 
indicate that it was employed to 
purchase merchandise for the ac- 
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count of the 65 Transportation 
Company, the higher court held it 
fully liable, saying: 

“There was no sign of any kind 
showing that the 66 Transportation 
Company was in any way con- 
cerned with the business trans- 
acted there. These firms and the 
nature of their connections with the 
business of Riss and Company 
were wholly unknown to the pub- 
lic. . . Agency rests on the inten- 
tion of the parties, which may be 
express or implied, and may be de- 
termined from the facts and cir- 
cumstances in the particular case.” 

Therefore, this leading higher 
court decision well established this 
law: Either an individual purchas- 
ing agent, or a company which acts 
as a purchasing agent, is liable for 
payment of purchased merchandise 
if its contracts or business dealings 
with the seller fail to clearly im- 
part knowledge to the seller that 
the purchase contract is being made 
not for the benefit of the individual 
purchasing agent, or the company 
purchasing agent, but for the ex- 
clusive benefit of the purchasing 
agent’s named employer. 


Partner Personally Liable 


Various courts have held that an 
official of a corporation or a mem- 
ber of a partnership may be per- 
sonally liable for the full payment 


YOUR SALESMAN 
CHEATED ME 





SELLING 


| DIDN'T EVEN 
KNOW HE WAS 


SHOES 


the seller extended credit to the 
partnership. 

When the partnership failed to 
pay for purchased merchandise, the 
seller sued the partner personally 
for the full amount of the debt. 
During the trial the seller proved 
that the representations made by 
the partner were false. 

In view of this testimony the 
higher court held the partner per- 
sonally liable for full payment of 
the debt. 

Of course, this same relative law 
is applicable to any person who by 
false representations induces an- 
other person to make a contract 
which ultimately results in the lat- 
ter’s financial loss. For example, in 
a recent case the testimony showed 
that a purchaser was induced to buy 
a large quantity of merchandise 
through false representations of a 
manufacturer’s salesman. 

In subsequent litigation, the 
higher court held both the manu- 
facturer and his salesman liable to 
the purchaser for financial losses, 
resulting from the salesman’s fraud- 
ulent promises. This court ex- 
plained that under all ordinary cir- 
cumstances an employer is liable 
for fraudulent statements or prom- 
ises made by its salesman. This is 
so although the employer did not 
authorize or even know that the 
salesman made the fraudulent state- 


JUST A LITTLE 
SIDELINE, 
BOSS 





EMPLOYER IS LIABLE FOR EMPLOYE’'S FRAUD ONLY WITHIN 
THE SCOPE OF HIS ACTUAL EMPLOYMENT 


of debts owed creditors who ex- 
tended credit on false representa- 
tions of such officials or partner. 
For example, in Newark Com- 
pany v. Fauer, 194 Atl. 270, the 
records show that a seller had re- 
fused to extend credit to a partner- 
ship. Later a member of the part- 
nership represented to the seller 
that the partnership owned without 
incumbrances the building in which 
their business was conducted. Then 


ments which caused the purchaser's 
financial loss. This law is applicable 
equally to employers who are indi- 
viduals, partnerships, and corpora- 
tions. In other words, irrespective 
of whether any employer author- 
izes his employe to practice fraud, 
the employer is liable if such fraud 
was practiced by the employe with- 
in the scope of his employment or 
while he was attending to his regu- 
(Please turn to page 322) 
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Just as American Oil Company’s 
Permalube Motor Oil means satisfaction 
“under the hood” to millions of motorists, 
the Union trade mark on a corrugated box is 
assurance of dependable performance in a shipping 
container. There are tangible measures of this performance: 
both the number of major shippers who use Union corrugated 
containers and the total number of units they require 


continue to increase every year. 


NION BAG & PAPER CORPORATION 


CORRUGATED CONTAINER DIVISION * Box Plants: Savannah, Ga., Trenton, N. J., Chicago, Ill. 


Eastern Division Sales Offices: 1400 E. State St., Trenton 9, N. J. ¢ Southern Division Sales Offices: P.O. Box 570, Savannah, Ga. 
Western Division Sales Offices: 4545 West Palmer, Chicago 39, Ill. e Executive Offices: Woolworth Bldg., New York 7, N. Y. 





INTEGRATED 
PLANNING 










INTEGRATED 
PRODUCTION 
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New Products 


Cellular Rubber Floats 
Have Many Applications 





First carburetors 


developed for 
using high octane gas, floats of rigid 
cellular rubber, known as “Spongex 
Cell-Tite,” are said to be suitable 
for many other types of float appli- 


cations. This is because the mate- 
rial’s permanent buoyancy is derived 
from its rigid structure of myriad 
non-intercommunicating cells rather 
than from a hollow form. Its buoy- 
ancy, therefore, cannot be destroyed 
by absorption, puncture or collapse. 
An uninterrupted surface assures 
that none of the float’s volume need 
be sacrificed to external dimensions 
as with the raised seams of conven- 
tional floats. 


Circle No. 40 on Inquiry Card—Page 17 


Flexible Shafting for. 
Remote Control of Valves 


Stow Manufacturing Co., 443 
State St., Binghamton, N.Y., is mak- 
ng available flexible shafting which 
has been in use in the Navy for 
some time for the remote control 
of valves on ships. Therefore, if 
flexible shafting is considered when 
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Ideas 


piping is to be installed it makes it 
possible to locate the valves and 
pipes in places that are inaccessible, 
by hand, to the operator. Also flexi- 
ble shafting may be used to control 
many valves in a plant from one 
central station. This is not only 
safer, but makes valve control a 
quick, one-location operation. 
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New Induction Motors 





A new line of well protected, ver- 
satile squirrel-cage induction mo- 
tors includes protected and enclosed 
motors for all industrial purposes. 
Research in the fields of new in- 
sulating materials, ventilation, heat 
transfer and more efficient electrical 
designs has made possible greater 
horsepower in more compact space. 
The line meets new NEMA stan- 
dards. The first of these motors to 
appear will be those built for 1, 1%, 
and 2 hp applications, in frame sizes 
182 and 184. The balance of the 
line up to and including 30 hp will 
be introduced during 1954 and early 
1955 by Reliance Electric & Mfg. 
Co., 1088 Ivanhoe Rd., Cleveland 10, 
Ohio. 
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Inch-Gram Torque Wrench 





The P. A. Sturtevant Co., Addi- 
son, Ill., has what it believes to be 
the lowest capacity torque wrench 
ever made, the F80-I-G in the 0 to 
80 inch-gram range. The company 
states that this smallest of torque 
wrenches can be made only because 
it is possible for the operator to 
concentrate the load position by 
means of a patented pivoted handle. 
This sturdy little torque wrench can 
be handled as any ordinary small 
tool, and yet is guaranteed to remain 
permanently accurate over its entire 
life. Widely spaced increment mark- 
ings on the scale are in steps of 
5 inch-grams and are easily read 
by an operator from any work posi- 
tion. 
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New Electrode Doubles 
Welding Speed 

Air Reduction Sales Co., 60 E. 
42nd St., New York 17, N.Y., says 
that a new principle not found in 
any commercially available elec- 
trode is responsible for doubling the 
welding speed of its new electrode, 
“Easyarc 12.” A large amount of 

(Please turn to page 132) 
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\ E have two 1 ton hoists that are subject to very heavy loading. 
The motors on these hoists are 220 volt, 60 cycle, 3 phase type with 
a running current of about 3.7 amperes. 


‘ “Whenever the hoists are overloaded an excessive current is drawn 
= by the motor. We have lost as many as six motors a year because of 
4 this. 


“In the fall of 1952 we replaced all fuses protecting the motors 
with 4 ampere, 250 volt type FUSETRON dual-element fuses. 


“Since then we have blown three sets of FUSETRON fuses but have 
not lost a single motor. 


x. 


Ky, “So now instead of rewinding motors we simply replace blown 
; FUSETRON fuses. 


‘They are a lot cheaper than a motor repair job — and we don’t 
have our hoists.shut down but for a few minutes while the fuses are 
replaced.” 





Production Superintendent. 


Hotchkiss Steel Products Co, 
Bradford, III. 


FUSETRON dual-element fuses can save you 


money in more ways than protecting motors 
— they give 10 point protection. 








1 *Protect against short-circuits. 


2 Protect against needless blows caused by 
harmless overloads. 


3 Protect against needless blows caused by excessive 
heating—lesser resistance results in cooler operation. 























4 Provide thermal protection—for panels and switches 
against damage from heating due to poor contact. 

5 Protect motors against burnout from overloading. 

6 Protect motors against burnout due to single phasing. 

7 Give DOUBLE burnout protection to large motors 
— without extra cost. FUSETRON isa 

. , trademark of the 

8 Make protection of small motors simple and Nim te Mfg. Co., TRUSTWORINY HANES 098 
: - user : ELECTRICAL PROTECTION 
inexpensive. Division of McGraw 

: : Electric Co. 

9 Protect against waste of space and money — permit 

use of proper size switches and panels, sm mE mee aes = = vas 
-_ 
> ~ col — , . a " 
10 Protect coils, transformers and solenoids against BUSSMANN Mfg. Co. (Division of McGraw Electric Co.) 
burnout. University at Jefferson, St. Louis 7, Mo. 
*Fusetron Fuses have high interrupting capacity as shown by tests Please send me complete facts about FUSETRON 
of the Electrical Testing Laboratories of New York. dual-element Fuses. 
q Name 
3 Title 
——— 1 Company 
* 
FOR MORE INFORMATION use this Coupon Address 
—————— 
City & Zone State 354 
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This specialized Pitts- 
burgh brush solved 
Wheeling Steel's clean- 
ing problem—saved 
money and boosted 
quality as well as in- 
creased production! 


Problem: 


How to be tough 
and soft at the 
same time! 


That was the problem presented to the Pittsburgh 
Plate Glass Company by the Steelcrete Division of 
Wheeling Steel, Beech Bottom, W.Va.—and it 
required a specialized Pittsburgh brush to solve it! a 


Solved 
Pm iteg 
. Large sheets of expanded metal had to be cleaned Be 


without impairing the surface texture, yet the brush 
had to cut through tough scale and remove burrs. 
A special steel wire was chosen, made up into 
brushes, and applied to the problem. Result? waite ropay for your 


" ee P free copy of our new 
Combining the right amounts of toughness AND booklet that shows. 


or through actual case his- 
softness, the brush completely eliminated burrs tories, how Pittsburgh 


. ‘ . can help cut your brush- 
in a matter of minutes, leaving the face of the metal jing costs. Address: 


° ° : Pittsburgh Plate Glass 
unharmed. Moreover, cleaning is quicker and Co., Brush Div. Dept. 





: 2, 3 Frederick 
costs less than with other brushes! p hoy td hall so.Md. 
PITTSBURGH 
pierre 
ower BRUSHES 





IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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(Continued from page 128) 
powdered metal has been added to 
the electrode coating. The powdered 
metal changes the arc action so that 
welds can be made by dragging the 
electrode in contact with the plate 
Because the metal powder becomes 
part of the weld bead, faster weld- 
ing is achieved. Weld spatter is de- 
creased to less than half that ob. 
tained with regular electrodes. The 
weld beads are exceptionally smooth 
and the weld metal is of high 
strength, good ductibility and X-ray 
soundness. “Easyare 12” is recom- 
mended for the fabrication of mild 
steel. 
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Low Cost Floor Crane 





The Stratton Equipment Co., 2030 
E. 105th St., Cleveland, Ohio, has 
announced a one-half ton portable, 
low-cost crane. It has an overall 
height of 72”, width of 35” and length 
of beam of 42”. The crane is 
equipped with a safety release valve, 
that automatically stops overloading. 
It is especially made to handle the 
loading of freight 1009 lb or under. 
It weighs 186 lbs and is supported 
on four 5-inch casters. 
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New Phosphor Bronze Wire 


A specially processed phosphor 
bronze (Grade A) bare, coiled wire 
for use with the inert-gas consum- 
able electrode process is available 
primarily for overlay applications. 
The fact that it is a good, soft bear- 
ing alloy is what particularly suits 
it for this. However, it can also be 
used for joining brasses, tin bronzes, 
cast iron, etc., and gives exceptional- 
ly sound welds with the inert-gas 
process. The phosphor wire is avail- 
able in .045”, 1/16”, 5/64” and 
3/32” diam sizes, layer wound on 
either spools or rims in 25 lb stand- 
ard packages. It may be used with 
Aircomatic, Linde Sigma and GE. 
fiiler-arc equipment. Made by 
Ampco Metal Inc., 1745 S. 38th St. 
Milwaukee 46, Wis. 
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CURRENT CONTROL by G-E Amplidyne is but one application typi- 
fying flexibility of controls possible with d-c equipment. G-E d-c 
equipment can control speed, position, torque, or tension. Long brush 
life on each device assures dependable performance and low mainte- 
nance costs. 


G-E AMPLIDYNES, like the one shown above, are 
versatile d-c power amplifiers with near-instan- 
taneous response—designed to give fast, accurate 
control of position, current, voltage, speed or 


tension. 


Versatility of d-c equipment gives you more 
effective and economical use of your expensive 
production machinery. For example, wide speed 
range is readily available because of the adjust- 


able-speed characteristics of direct-current 





motors; other G-E d-c products like amplidynes, 
tachometer generators, motor-generator sets, and 
Thy-mo-trol* motors can help you solve even 


more production problems. 


APPLICATION ENGINEERS at G.E. are anxious 
to help you get efficient control systems. For 
more information on this service and on d-c 
equipment, see.your local G-E Apparatus Sales 
Office or Authorized G-E Distributor. General 
Electric Company, Schenectady 5, N. Y. 704-12 
*Reg. Trademark of Genera! Electric Co. 


Gu Clipe foe pow confidence 7 — 


GENERAL 





ELECTRIC 
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Use G-E amplidynes for accurate process control 
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Automatic Die Shop Features 
Quick Fit and Low Cos 





BLUE DEVIL 
SOCKET SCREW PRODUCTS 
The reason why more and 
more users of socket screws 
are turning to Blue Devil is 
that they know they get ex- 
actly what they want... and 
exactly when they want them. 
Better see your Blue Devil dis- 
tributor for the full story! 


CAP SCREWS 
*“Diagonal Knurled’’ heads (for '/2°’ 
diameter and smaller) assure easier 
hand assembly. 





FLAT HEAD 
CAP SCREWS 
Flush counter- PIPE PLUGS STRIPPER 
me os an T sink type. F Precision die BOLTS 
upplied wi amper-proof. 
ground threads Eliminate slot — ——— 
yr th ny — excellent dry diameters, 
length equals seal. undercut to 
or exceeds permit tight- 
diameter. Six ening flush to 
point styles. shoulder. 


SOCKET SCREWS EXCLUSIVELY! 






Actual cross-section diagram 
shows liow cold forming of 
Blue Devil socket head insures 


fiber « ty. 








6502 Avondale Avenue, Chicago 31, Illinois 


SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 
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A new automatic and primary die 
stop, made by Danly Machine Spe- 


cialties, Inc., 2100 S. Laramie Ave, | 
Chicago 50, Ill., is said to be so 7 


economical that it pays for itself 


even on short runs. The automatic — 


and primary stops and the trip 
springs are designed for adaptability 
to any die. 


hardened, if desired, after fitting. 
The stop can be fitted in 10 ‘to 15 
minutes and can be used on strip- 
pers 5/16” thick and up. It is made 
in two sizes: 3/16” x 5” and %4” x 
6”. They are available for right or 
left hand feeding and are adaptable 
to blanking, progressive and com- 
pound dies. 
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New Plastic Clamp For Use 
With Insert Fittings 








A new molded plastic clamp effects 
a tight, permanent seal when sec- 
tions of flexible plastic pipe are con- 
nected by means of insert couplings, 
tees, ells and adapters. It is slipped 
over the pipe ends and tightened 
to force them onto the serrations 
incorporated in inert fittings to cre- 
ate a positively leakproof connec- 
tion. This clamp makes possible 
the installation of completely plastic 
pipe. Prior to its development, a steel 
clamp was used for insert installa- 
tion. The clamp is made by Carlon 
Products Corp.. 10225 Meech Ave., 
Cleveland 5, Ohio in sizes for %”, 
1”, 1%”, 2”, 3”, 4”, and 6” plastic 
pipe. 
Circle No. 48 on Inquiry Card—Page 17 
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MODERN EQUIPMENT and closest attention to every casting detail enable new 
Aloyco foundry to turn out the finest corrosion-resistant valve castings made. 


New Aloyco foundry helps process industries in record expansion 


~ “ 


PATTERN SHOP. In this well-equipped shop 
seasoned craftsmen make extremely accu 
rate wood or metal patterns for valves of 
any size or complexity 


; AS ’ 
SHELL MOLDING. Up-to-date shell molding 
facilities assure users of the greatest contour 


accuracy in castings for small and medium- 
sized Aloyco valves. 


During 1954, almost half the nation’s total investment in new plants and 
equipment will go into the chemical and petroleum industries. 


To meet their unprecedented needs for processing equipment, our new 
specially-equipped foundry will substantially increase the production of Aloyco 


corrosion-resistant valves. 


For 25 years, Aloyco, the world’s largest specialist in high alloy valves, has 
been helping the chemical process industries master valve corrosion problems. 
Alloy Steel Products Co., Inc., 1301 West Elizabeth Avenue, Linden, New Jersey. 
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ALOYGO VAL RY 


\"' in Corrosive Service 


INSPECTION AND HEAT STAMPING. Castings 
are carefully inspected, their “pedigrees” 


stamped in. Any not 100% perfect are 
remelted, never welded or patched. 


Pionts: Linden, N. J, Bloomfield, N. J; Elizabeth, N / 
DistTrRicr OFFfices 

ATLANTA, GEORGIA 

333 Candler Bidg 

ST LOUIS, MISSOURI San PRANC)sCO, CALIF 

— 24 Colifornic & 
PITTSBURGH 22, PA CHICAGO 4, LLINOIS § LOS ANGELES 22. CALIF 
318 Investment Bidg 332 So Michigon Ave 5442 Jilthon S 
BUFFALO 14,N_Y 


3053 Moin St 


NEW YORK 1, N.Y 
350 Fifth Avenve 


WILMINGTON, DEL 
226 West Ninth St 


HOUSTON 6, TEXAS 
K € luger Co 
2716 Danville S 








HEAT TREATING. After cleaning, all Aloyco 
austenitic type castings are heat treated and 
water quenched to insure maximum cor- 
rosion resistance 








how two 
companies 
cut packing 
costs 


Read this if you ship in cor- 
rugated or fibre cartons! 
tells how two well known manu- 
acturers cut packing costs ... by 
wusands of dollars annually .. . 
with International Carton-Stapling 
Machines. Here’s the story: 





°28,000 saved by Harrison 
| Cabinet Co., manufacturers of 
en wall, base and sink cabinets. 
ison improved working condi- 

. doubled production. 





*20,000 saved by Uarco, Inc., 

vanufacturers of business forms. 

sing 2,500 cartons formerly took 

18 man-hours . . . now it takes 12 
an hours. 


40 models...from portable units 
to big multi-head automatic 
models. Write for details. 





) INTERNATIONAL 





INTERNATIONAL STAPLE 
& MACHINE COMPANY 





STAPLING MACHINES 


804 E. Herrin St., Herrin, Ilinois 
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Tool Quadruples Speed 
of Form Pin Driving 

A form pin driver, known as the 
PB-59, has been added by Ingersoll- 
Rand Co., 11 Broadway, New York 
4, N.Y., to its line of paving breakers. 
The tool is equipped with a pin- 
driving fronthead that speeds up the 
driving of form pins on road build- 
ing work by at least four to one, 
as compared with any other method. 
One man with a PB-59 can keep 
up with the pin setters, driving in 
the pins in 5 to 10 seconds each. 
This air-powered tool only weighs 
50 lb and will, according to the 
manufacturers, drive pins straighter 
and tighter than could possibly be 
done by hand. The tool also con- 
verts to a lightweight paving 
breaker. 
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One Piece Screws Locked 
When Stopped 


The Continental Screw Co., New 
Bedford, Mass., employs, in_ its 
“Holtite-Nylok” one-piece _ self- 
locking screws and bolts, a nylon 
insert which conforms to the curva- 
ture of the screw threads. This, it 
is claimed, provides a positive lock- 
ing action when stopped. In addi- 
tion, the locking takes place so 
smoothly and easily that the re- 
usability of the screw is almost 
unlimited. The depth of the hole for 
the nylon plug has been reduced so 
that the screw is not weakened. In 
fact, the tensile strength of these 
screws has shown by test 
to be greater than plain screws of 
the same size and material. No 
special tools are required for in- 
serting. 


been 
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New 1'/2 HP Motor Added 
to Jet-Pump Line 

General Electric Company, 
Schenectady 5, N.Y. has added a 
1% ph unit to its line of jet-pump 
motors. It is 30 to 60% lighter than 
similar motors on the market. Avail- 
able in single and polyphase open 
models, it can be mounted either 
horizontally or vertically. It con- 
forms to NEMA mounting and shaft 
dimensions, and is interchangeable 
with ratings down to %4” hp. Leads 
of color-coded braidless neoprene, 
automotive type grease fittings, and 
locked bearings are among its fea- 
tures. Use of a capacitor helps start 
heavy loads and reduces in-rush 
currents to aid in eliminating light 
flicker on the starting cycle. The 
motor’s insulation system is inert 
to almost all corrosives. 


Circle No. 51 on Inquiry Card—Page 17 
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‘ ~ . Protecting Your 
Product’s Reputation! 


Consumer goodwill, 
which determines the 
reputation of your prod- 
uct, depends on “The 
Vital Link between 
Power and Perform- 
ance”. . . the cord as- 
sembly you use! 





That’s why a cord set 
from Riverside is the 
best investment you can 
make. You save assem- 
bly time with easily 
installed pre-fabricated 
wiring. You avoid the 
upkeep of specialized 
production equipment. 








But most important... 
you install “Reputation 
Insurance” on every as- 
sembly where you use 
a Riverside cord set! 
Take advantage of our 
specialized engineering 
experience and produc- 
tion facilities. Send 
samples or prints for 
prompt recommenda- 
tions and a firm quota- 
tion without obligation. 












C/ 


S2iversidle- 





Vanufacturing 


AND ELECTRICAL SUPPLY COMPANY 
10219 Michigan Ave. + Dearborn, Mich. « Phone Tiffany 6-6800 






WIRING HARNESSES AND ASSEMBLIE e CORT ETS 
HEATER AND EXTENSION CORDS e ELECTRICAL SWITCHE 
® RELAYS © MOLDED RUBBER PRODUCTS 
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BOOT ON THE JOB! 
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U. S. ROYAL WORK SHOES 


Black leather-grain upper... net-lined 
“shockproof” insoles. Heavy-industry fea- 
tures: Steel Toes, steel arch shanks for full 
comfort. Also in plain toes. Tempered Rub- 
ber outsole. 


FLEXON RUBBERS... Neoprene 
or Tempered Rubber. High-cut for 
full on-the-job protection, Anti-slip 


cleated sole. 







slip sole. Maximum resistance to 
grease, oils, gasoline, acids. 
Maroon. Knee length 

only. 


LEGGIN BOOTS... extremely flex- 
ible, pull over the shoe and pants. Net- 
lined, cleated-type sole. Knee or thigh 
lengths. 








Yellow toe caps for identification. 


“U.S.” ENGINEERED FEATURES 


BAR-FLEX SOLES. Sturdy 
arch ridges give full support, 
distribute weight to the 
whole foot. Wavy cleated 
sole guards against 


slip and slide. 


———s ee. STEEL TOES, 2000 

yh i364 POUNDS PRESSURE 
PROVEN. Anti-injury 
protection keeps accidents 
to a minimum, 
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R U B BE R C @°S 2 23s 
ROCKEFELLER CENTER e« NEW YORK 
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SHIPPING 


TRADE 










































































CORRUGATED 


WOODEN 


Just what does the identifying SUPERSTRONG trade 
mark convey to the packaging expert? 

. SSUPERSTRONG means a century of experience 
in packaging design and construction. 

.-SUPERSTRONG means assured service through 
strategically located plants, and of controlled quality 
through ownership of all operations. 

. .SUPERSTRONG means diversity through manv- 
facture of virtually évery type of corrugated, wire- 
bound or wooden container. 

..SUPERSTRONG means sound engineering de- 
sign and construction. 

Be sure—specify SUPERSTRONG. 


RATHBORNE, HAIR and RIDGWAY BOX CO. 


1440 WEST list PLACE » CHICAGO 8, ILLINOIS 
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Hand Dispenser For 
Hard-to-Cut Filament Tape 


An all metal hand dispenser, 
model H-120 for tough tear-resis- 
tant filament tape is announced by 
Minnesota Mining & Manufacturing 
Co., St. Paul, Minn. Main feature 
of the new dispenser is a fixed saw- 
tooth cutting edge that permits the 
tape to be cut with a simple twist, 
This cutting edge, according to the 
company, lasts three times longer 
than the trigger operated razor used 
on earlier dispensers. Handling is 
facilitated by a special ratchet me- 
chanism that permits the roll of 
tape to move forward as the tape 
is being used. 
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Automatic Turret Lathe Uses 
American Standard Spindle Nose 





Potter & Johnston Co., Paw- 
tucket, R. I., has brought out a high 
powered automatic turret lathe, 
model 4U, designed primarily for 
rapid removal of metal with modern 
carbide tools. An 8” type A-1 Amer- 
ican Standard spindle nose has been 
adopted for the rugged spindle to 
take chuck sizes 10, 12, or 15 inches. 
Four automatic instantaneous speed 
changes are provided by powerful 
multi-dise friction clutches electro- 
pneumatically controlled by adjust- 
able dogs on a dog drum. Through 
pick off gears, spindle speeds rang- 
ing from 45.5 to 1177 rpm can be ob- 
tained. A large magnetic clutch and 
brake, designed to give cushioned 
starting and stopping of the spindle, 
allows greater flexibility in opera- 
tion. The lathe assures fast metal 
removal. 
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PASS PROOF meno" always olUl aj mmelsi Geo alilal-iaiiel 
° tor every fastener need! 








Only Continental 
Makes Every Type 
of Tapping Screw! 


»-. f0 save you time and money 





Continental is the only producer making all 14 types of thread- 
forming and thread-cutting screws. True to their tradition “you can 
always count on Continental,’ they have built a reputation of 
repeatedly meeting every fastener need. 

Whether you are interested in specials or standards, Continental’s 
vast stock selection and design know-how are at your service... 
backed by 50 years of experience. 

Call today direct or through your local distributor. Let Continental 
help save time and money in your operation. 
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‘CONTINENTAL SCREW COMPANY /& 


New Bedford, Mass., U. S. A. 
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Electric Resistance 


A) Fe) 


STEEL 
TUBING 




















Ye to 4" O.D. 8 to 22 gauge 


SQUARE-RECTANGULAR 


%" te 2” 0.D. 20 gauge 
1” to 2%”, 14, 16, 18 gauge 


Canton 1010 to 1025 


has uniform strength, weight, duc- 
tility, |. D. and O. D., wall thick- 
ness, machinability, and weld- 
ability. It can be flanged, expanded, 
tapered, swaged, beaded, upset, 
flattened, forged, spun closed, 
fluted, and rolled. Available in a 
wide range of sizes, shapes and 
wall thicknesses, prefabricated by 
Michigan or formed and machined 
in your own plant. 
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Plus Fabricating of our own tubing Michigan is interested ONLY IN THE 
FABRICATION OF Stainless steel, copper, brass and aluminum tubing. 
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Quality 
Product 


Ready for the automobile as- 
sembly line is this vital volume 
produced tubular part of a 
major control unit. 


Lower tube end is reduced to 
2.260” O. D. x 10.525” long, 
held to close tolerance for as- 
sembly in line with body of 
base tube without machining. 
Upper end is reduced to 2.125” 
O. D. x 2.562” long, held on 
center line to extremely close 
decimal dimensions, with two 
perforations at tapered section. 
Michigan workmanship can 
always be depended upon to 
assure the exacting tolerances 
and part uniformity to keep 
customer assembly operations 
moving smoothly. 


Michigan engineers will be 
pleased to work with you on 
an adaptation of welded steel 
tubing to help you make your 
product better at lower cost. 


gio 
_ wey 9 


Consult us for engineering and 
technical help in the selection of 
tubing best suited to your needs. 
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Disc Sanders Work at 
High Speed, Under Heavy Load 


Two new disc sanders, made by 
Skil Corp., Chicago, Ill., are aig 
to have exceptional power whic 
enables them to maintain high speed 
under heavy load. They have a ney 
front handle location which takes 
the weight off the user’s hands ang 
puts it on the work and lighte 
weight, which minimizes worker 
fatigue. A higher speed of 4,500 rpm 
gives peak efficiency and faster re. 
sults. Model 851 is for standard duty 
with a 7” disc and pad; 4” cup 
grinding wheel or wire cup brush; 
7” flexible reinforced < dise, 
The spindle diameter is 5”-]j 
thread. Model 852 is horse “duty 
type, with similar specifications to 
model 851 but longer and heavier, 
Circle No. 54 on Inquiry Card—Page 17 


New Box Stitcher 


Acme Steel Co., 2840 Archer Ave, 
Chicago, Ill., announces the produc- 
tion of a new box stitcher, the N-5 
Acme-Morrison. It is available in 
five different types—the post, arm, 
combination post and arm, side seam 
and top. The complete line makes it 
possible for all types of corrugated 
and solid fiber boxes to be cheaply 
and quickly stitched. Because of its 
rugged construction, the machine 
will handle heavy duty work as well 
as light stitching jobs. By means of 
a small hand lever, it can be im- 
mediately adjusted to handle work 
thicknesses from 1/16” to 34”. This 
versatility makes it possible to use 
the machine in special tacking and 
carding operations also. The new 
arcuate stitching method is used 
in the machine. 


Circle No. 55 on Inquiry Card—Page 17 


Micrometer Caliper Has Built-in 
Friction Control, Direct Feel 


A micrometer caliper made by 
the L. S. Starrett Co., Athol, Mass., 
features both friction control and 
direct feel in a single instrument. 
This makes for easy one-hand use. 
An improved friction control mech- 
anism is built right into the upper 
portion of the thimble comfortably 
within the span of the thumb and 
fingers. With the friction thimble 
feature, the thimble will not advance 
after the correct contact pressure 
is applied. The “direct feel” section 
of the thimble is integral with the 
spindle with convenient location 
for sensitive feel on critical meas- 
urements. 
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Long Distance Rates Are Low. These are the daytime station-to-station rates for the first three minutes and do 
not include federal excise tax. Long Distance rates are even lower after six every evening and all day Sunday. 


You save days and dollars 


when you go Long Distance 





There is hardly any limit to the 
time, money and waste motion 
Long Distance telephone service 
can save in a single business day. 

Here are only a few of many 
things you can do by telephone: 
Make appointments to avoid fruit- 
less visits. Complete sales with 
new contacts or old customers. 


Make purchases at advantageous 
prices or when emergencies arise. 
Satisfy complaints promptly and 
personally. Make collections by 
diplomatic, friendly discussions of 
overdue accounts. 

Many companies have found 
that a small investment in Long 
Distance pays big dividends. 


BELL TELEPHONE SYSTEM 


Long Distance Doesn't Cost—It Pays. 
We have some specific suggestions 
for the profitable use of Long Dis- 
tance in Sales, Purchasing, Ad- 
ministration, Trafic, Production, 
Engineering and Accounting. If 
you would like to discuss them, 
just call your Bell Telephone 
Business Office. 
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WITH ADEQUATE 
PLANT CAPACITIES! 


\ There is a Cleveland Container Plant 


Near to Serve You. 











CLEVELAND CONTAINER FACILITIES 
ENSURE PROMPT SERVICE AND DELIVERIES 
AT LOW CUSTOMER COST 


Our complete line of containers offers the customer a 
wide choice in packaging. Cleveland Containers can be 
used for practically all dry products. They are of sturdy 
construction and can be furnished with special liners, 


colored spiral wraps or labels. 


EFFICIENT ... ECONOMICAL... ATTRACTIVE 


Cleveland Containers enhance a good product through 
better packaging. We offer you our long experience in 


packaging a large variety of products. 


Send for our new descriptive folder. 


WHY PAY MORE? ... for the best, call CLEVELAND! 


eC LEVELAND CONTAINERG! 


6201 BARBERTON AVE. CLEVELAND 2, OHIO 
@ All-Fibre Cans ¢ Combination Metal and Paper Cans 
® Spirally Wound Tubes and Cores for all Purposes 
* * * 
PLANTS AND SALES OFFICES: Cleveland, Chicago, Detroit, Memphis, Plymouth, Wisc., 
° N. Y., Jamesburg, N. J., Los Angeles + ABRASIVE DIVISION at Cleveland. 
SALES OFFICES: Grand Central Terminal Bldg., New York City; Washington 
Ges Light Bldg, Washington, D.C; West Hartford, Conn.; Rochester, N. Y. 


Cleveland Container Canada, Ltd: PLANTS AND SALES OFFICES: Toronto and 
Prescott, Ont. + SALES OFFICE: Montreal. 
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Test-Light, Fuse Puller Holds 
Cartridge Fuses to 100 Amp Size 





A test-light and fuse puller of 
improved design is being marketed 
by Holub Industries, Inc., Sycamore, 
Ill. It is made of transparent red 
Tenite, indestructible, high dielec- 
tric plastic. The jaws are shaped to 
hold all cartridge fuses up to 100 
amp size. Inside surfaces of the jaws 
are serrated to provide an excep- 
tionally firm grip. The device elim- 
inates the danger of inserting or 
removing cartridge fuses by hand; 
prevents the bending of clips 
through improper removal, and may 
be used for handling live electrical 
parts up to 600v, a-c or d-c. When 
testing circuits, the light glows once 
on d-c and twice on a-c. The test 
light is of the neon type with a re- 
sistor which meets rigid Navy spe- 
cifications. 
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Lift Truck Clamp Handles 
Fiberboard Cartons 





A new clamp makes possible 
palletless handling of goods shipped 
in fiberboard cartons. The clamp can 
handle 49 standard cases of bottles— 
a stack seven rows high containing 
seven cases per row. The lifting sur- 
face of the clamp is faced with 
large rubber pads which grip the 
load securely as uniform side pres- 
sure is hydraulically applied. Ade- 
quate clamping pressure is provided 
without danger of crushing or 
breaking the cases or their contents. 
Yale Materials Handling Div., The 
Yale & Towne Mfg. Co., Philadel- 
phia, Pa., makes the clamp. 
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REDUCE 


with Crucible ACCUMET Precision Investment Castings 


Where parts are intricate or machining difficult, 
substantial savings can be made by using Crucible 
Accumet Precision Investment Castings. 


The Type 303 Stainless castings shown above 
(A & B), for example, eliminated practically all 
expensive machining operations for a manufacturer 
of milk bottling machinery. 


In many cases life of component parts can be 
greatly extended by using castings of high-alloy 
grades impractical to machine. The ring illustrated 
(casting C), used in a fine wire feed mill, is an 
investment casting made of Crucible Rexalloy, 

Cc a non-ferrous cobalt-chromium-tungsten alloy steel 
providing exceptional wear and abrasion resistance. 


Crucible engineers and metallurgists are available 
to help you solve design problems or lower 
production costs with Accumet Precision Investment 
Castings. Write now for further information. 








|CRUCIBLE first name in special purpose steels 
5A. years of (Fine steotnabing  NCCUMET PRECISION CASTINGS 


CRUCIBLE STEEL COMPANY OF AMERICA, GENERAL SALES OFFICES, OLIVER BUILDING, PITTSBURGH, PA. 


REX HIGH SPEED * TOOL * REZISTAL STAINLESS * ALLOY * MAX-EL MACHINERY + 





SPECIAL PURPOSE STEELS 
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AVE with STERLINGS 


You profit two ways with easy-wheeling Sterling 
Barrows. (1) You save muscle power because 
Sterlings glide along with a minimum of effort. 
(2) You save dollars because Sterlings are made 
to outlast any barrow on the market . . . give 
you many additional years of service. Compare 
costs with other barrows. You'll find Sterlings 
actually cost less per year. 


STERLING C5W 
Maximum capacity 5 cu. 
ft. 16 gauge tray, all- 
welded, no rivets, double 
lapped at corners. Heovy- 
duty malleable wheel 
guord. 


DEALERS 

Ask about ovr liberal 
dealer selling plan. Write 
for catalog. 





Look for this Mark of 
STERLING Quality 





i 
yy 


For More Information Circle No. 183 on Inquiry Card—Page 17 





Be Ty CAR MOVERS 
AFETY cAR WRENCHES 


WILL SELL... because they are both safe and efficient 





SWACO CAR MOVER 


Special heat-treated spurs securely grip 
the outside edges of the rail. Handle is 
of rugged, selected hickory, 5344” long. 
A big favorite of safety engineers who in- 
sist on top performance as well as safety. 


SWACO CAR WRENCH 


Strong because it is made of high tensile 
alloy castings. Safe because the handle 
remains stationary in the hands of the 
operator as the ball-bearing ratchet head 
revolves with the car spindle. Weight 26 
Ibs., including 3-ft. handle. 


LOWELL 


REO RATCHET 
WRENCHES 





























Improved Mercil-Type Tank for 
Barrel Electroplating 


Barrel electroplating efficiency 
improvement was the aim of Han. 
son-Van Winkle-Munning Co., of 
Matawan, N.J., in developing an ad- 
vanced type of Mercil-type tank. It 
is designed to save space, reduce 
maintenance cost and simplify bar. 
rel positioning. With the exception 
of chrome plating, any type of plat- 
ing may be carried out in this tank, 
Constructed of %4” double electric 
welded steel plate, it comes in two 
sizes: (1) 14” x 30” ID (solution 
capacity 224 gal) and 14” x 36” ID 
(solution capacity 225 gal). For 
acid solution, the tank comes lined 
with 3/16” vulcanized rubber or 
plasticized PVC. For cyanide solu- 
tions, the tank is provided with 
rough wire glass in back of anodes, 
Melamine or Flexiglas cylinders 
may be used with tank. 
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High Temperature Weld Nut 


Is Up to 45% Lighter 


A new lightweight, high tempera- 
ture, two-lug anchor lock nut has 
been developed by the Elastic Stop 
Nut Corp. of America, Union, NJ. 
It is said to be up to 45% lighter 
than previous designs and requires 
up to 75% less scarce material as 
the 347 Columbium stainless steel 
is used only in the nut body. The 
base plates are made of easy-to- 
weld 321 stainless steel. Designed 
for service up to 1200 F, the nut, 
ESNA ZA1W1200, is available in 
8-32, 10-32 and %4-28 thread sizes. 
The lock nut can be had with base 
plates with plain lugs, lugs with 
projections for welding, or lugs with 
holes for riveting. 
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Special Metallic Bellows New 
in Commercial Production 

Titeflex, Inc., 500 Frelinghuysen 
Ave., Newark 5, N.J., has a welded 
diaphragm type of metallic bellows 
which was originally developed for 
atomic energy application where its 
special construction gave it long 
life under severe conditions of cor- 
rosion, vibration and high tempera- 
ture. Titeflex is now starting com- 
mercial production of the bellows 
as these properties are giving it 
wide application as a shaft seal, 
expansion joint and vibration ab- 
sorber in the aviation, ordnance and 
chemical fields. The male-expansion 
type bellows are made in 50 stand- 


ard sizes from 1” ID up to 36” and © 


the nesting in 27 sizes from .687” 
to 7.375 ID. 
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IMPORTANT 





purchased from vendors 


Caterpillar never compromises quality. A Cater- 
pillar-built machine is known the world over for its 
strength, ruggedness, and built-in stamina. . . it 
just doesn’t quit. 


And Caterpillar uses STRESSPROOF for 61 im- 
portant parts. STRESSPROOF has the strength 
Caterpillar wants, the quality they demand, and 
gives them these qualities as machined . . . without 
conventional heat treating for these applications. 


No heat-treatment of STRESSPROOF is required 
by Caterpillar—no distortion and cleanup after 
heat treating—no looking for quench cracks. 









STRESSPROOF 


SEVERELY COLD-WORKED, FURNACE-TREATED 


plus 
many 
more 






STEEL BARS 


In addition, LaSalle STRESSPROOF also provides 
machinability and finish approaching that of screw 
stock, affording opportunities for cost reduction, 


STRESSPROOF must meet Caterpillar’s quality 
specifications—specifications that give Caterpillar 
a better part for these applications. Why don’t you 
try this steel on your quality applications? Call or 
write, today. 


SEND FOR... 


Free Engineering Bulletin 
“New Economies in the Use 
of Steel Bars” 


La Salle Steel Co. 
1432 150th Street 
Hammond, Indiana 





Please send me your STRESSPROOF Bulletin. 
Name 






y a 


Marcu, 


Pes oY 


Manufacturers of the Most Complete 
Line of Carbon and Alloy Cold-Finished 
and Ground and Polished Steel Bars in America. 
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HERES PROOF 
High Precision 


doesnt mean 


High Prices | 


SEND TODAY FOR OUR NEW 
CATALOG AND LATEST PRICE SHEET 









\ 
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BRASS NUTS 
















COST LESS TO BUY! COST LESS TO USE! 
Than Nuts Produced By Other Methods. 


The Catalog and Price List offered will prove our 
High-Precision, Low-Price Promise. The new 16 
page Catalog gives you the details and features that 
make “Fischer Turned” Brass Nuts more eco- 
nomical to use. 


Our Latest Price Schedule will show you that these 
Fischer features don’t cost you an extra cent. In 
fact, ‘Fischer Turned”’ Brass Nuts will probably 
cost less than the nuts you are using now. 


POSITIVE “ON TIME”’ DELIVERY 


You don’t guess! You don’t worry when you order 
“Fischer Turned’ Brass Nuts. Your order ar- 
rives on or before the promised delivery date. So 
Specify and Order “Fischer Turned” Brass Nuts 
... get Precision, Price and Positive Delivery! 


Kemember, ! 


FOR PRECISION MADE SPECIALS 
(hock Fischer, : 


SPECIAL MFG. CO. 


7 446 Morgan St., Cincinnati 6, Ohio Aa 





ci 
No 
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Remote Tank Gage Shows Fug| 
In Tanks to Depth of 9 Ft, 


A remote-reading tank Zage 
shows the depth of fuel in inches jp 
vented fuel oil, gasoline and diese] 
oil tanks to a depth of 9 ft. It is 
designed for use in commercial 
buildings, or institutions, or what- 
ever quick gaging is desired without 
going near the tank. The gage can 
be located near the furnace or at 
any place most convenient. It also 
can be located at any reasonable 
distance from the tank and at any 
desired elevation. The _ etched. 
aluminum scale plate has four dif- 
ferent scales to permit using the 
gage with fuels of a wide range of 
API gravities. Only one scale is 
visible at a time. If the grade of 
fuel is changed, the scale plate is 
readily turned to bring the proper 
scale into reading position. King 
Engineering Corp., Ann Arbor, 
Mich., make it. 
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Hand Model Lift Truck 
Designed for Safety 








One man operates a hand model 
portable lift truck designed for 
maximum safety by Safeway In- 
dustrial Equipment Corp., 184 N. 
Franklin St., Chicago 6, Ill. It will 
lift loads of 1,000 lb to a height of 
53” easily and safely. It will oper- 
ate in narrow aisles and turn eas- 
ily in close quarters. Combination 
“snap-on” plate permits use as plat- 
form truck when forks are not re- 
quired. Foot lever operation, safety 
release pedal and wheel lock, per- 
mit one man operation with maxi- 
mum safety. The units are recom- 
mended for materials handling, 
loading or unloading vehicles, 
transferring dies or stacking drums 
and other bulky objects. 

Circle No. 63 on Inquiry Card—Page 17 


PuRCHASING 











el 
or 
l- 


of 
[- 
5- 
yn 
t- 
C= 
ty 
r- 
ne 
1l- 
g, 
S, 


1G 





ge 





Designed and engineered for more efficient per- 
formance. Smaller in size, lighter in weight and 


quieter in operation. 


Consult our engineers before writing your 
specifications and get the benefit of 68 
years of experience in the design and 
manufacture of general arid special pur- 


pose motors 


Dieh! motors will still be available in old 
NEMA Standard frame sizes for 


interchange and replacement. 


| heres 12 reasons why 


ee de 









“DESIGNED FOR MOUNTING 
IN AVY POSITION” 






: Most Advanced Slot Insulation 

Machine Fitted Stator 

Rotor Keyed to Shaft 

New High Dielectric Insulated 

Stator Windings 

Permanently Numbered Leads 

Conduit Box, An Electrician's Delight 

e Centrifugally Cast, High Density 
Rotor Windings 

e Rugged Stress-Relieved End-Covers 

e New Pre-lubricated Heavy Duty 
Ball Bearings 

e locked-in Ball Bearing 

_ @ Dual Ventilation System 

\ e Extra Strong Cast Iron Frame 


NOTE 








DIEHL MANUFACTURING COMPANY 
Electrical Division of THE SINGER MANUFACTURING COMPANY 
Finderne Piant, SOMERVILLE, N. J. 

Please send me the following bulletins 
[_] New Type “D” Motor Bulletin No. P 3304 
"| Consolidated Catalog & Price List No. P3310 ' 


Name 





Company 
Street 
City. State 
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oo. KEY TO SAVINGS 


~ SHENANGD 





CASTINGS 


IT PAYS to _ 


know the facts 


SEND FOR THIS 
BULLETIN 





SHENANGO 


NSTOC 


Si ugh, High Stre 
Unitorm, Free-Mach 


MEEHANITE 
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ANOTHER SUPER i Og PRODUCT 2 : ; 
: ’ er SHE NANGO 


use SHENANGO BAR STOCK 
for superior quality parts! 


| F you are looking fora superior bar 
stock, Shenango tubular and solid 
stock is for you! Shenango Meehanite 
Metal bars have exceptionally fine 
grain, higher tensile strength, finer, 
more uniform graphite dispersion. 
>O naturally you Can count on supe- 
ior wear-life, and less chance of 
reakage or distortion in service. 


ferred material for bearings, bush- 
ings, pump parts, liners, sleeves, 
gears, dies, gauges, and many other 
common a special parts. Send for 
the new Shenango Bar Stock Bulle- 
tin No. 152, containing additional 
information and a list of standard, 
conveniently stocked sizes. 


SHENANGO-PENN MOLD COMPANY 


Centrifugal Castings Division 


Dover, Ohio 
Executive Offices: Pittsburgh, Pa. 


Learn more about the money-sav- 
ing qualities that make Shenango 
solid and tubular bar stock a pre- 


ALL RED BRONZES - MANGANESE BRONZES > 
MONEL METAL NI-RESIST MEEHANITE METAL 
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Anti-Foam Spray for Instant 
Control in Lab, Plant, ete, 


An anti-foam spray combines split 
second speed with maximum effec. 
tiveness. It is used for instant foam) 
control in laboratory, pilot plant of” 
other small scale processing. A dis." 
persion of silicone compound, Anti-<” 
foam A, in Freon is released as an” 
aerosol packaged mist at the touch” 
of a valve. It is useful in remark-” 
ably small concentrations on ma- | 
terials ranging from adhesives tg © 
zeins. Effective concentrations of 
silicone usually range from 0.01 to | 
1.0 ppm, or far less than the 10 ppm 
permitted in foods by the Food and 
Drug Administration. In most cases, 
no trace can be detected in the 
finished batch after defoaming. The 
volatile Freon propellant vaporizes 
immediately on discharge. Dow 
Corning Corp., Midland, Mich., make” 
it. 
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Semi-Automatic Multi-Wheel 
Grinder for Transmissions, Ete, 

























A semi-automatic multi-wheel 
grinder has been designed for sub- 
stantial savings in grinding parts 
having multiple diameters. Such 
parts would include transmission 
and motor shafts and the line bear- 
ings of crank and camshafts, which 
could be subjected simultaneously 
to a single automatic plunge grind 
cycle. This cycle, in addition to the 
advantages of minimizing operating ~ 
duties, assures consistency in the © 
high output rate by performing all ~ 
grinding operations within a pre- 
determined period. The wide span, ~ 
multiple cutting capacity of the™ 
machine comes from the design of 
the wheel spindle unit. The heavy 
wheel spindle is 12” diam and is 
supported at each end in cartridge’ 
type bearings. For further data 
write: Norton Co., Worcester 6, 
Mass. 
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THERE’S ONLY ONE TAPER-LOCK, 
THE BUSHING THAT MOUNTS FLUSHI 


CALL THE TRANSMISSIONEER, your local 
Dodge Distributor, for valuable assistance 
on new, cost-saving methods. Look for 
his name under “Power Transmission Ma- 
chinery” in your classified phone book, 
or write us. 
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Theres @ big difference 


Mm floor absorbents 





~~ J] 
s proof in a report 
He pice Mast Mechanic 
in a leading 
rubber and tire company. 


| from 0 


in stnessing YOu" 
porative demonstration, 
co ad decided to use 
Eagle-Picher 
Industrial gud “ae 
The results have ” 
highly satisfactory: 


You, too, can witness the difference in floor absorbents! With his 
portable laboratory, your Eagle-Picher man will analyze your floor 
absorbent right in your office. You may actually conduct the test 
yourself! Without obligation, of course. 


Here’s what the test shows— 


@ The amount of oil and water absorbed for given bulk. 
@ The cost of your absorbent in terms of absorption and coverage. 
@ The amount of coverage you're getting. 


@ The benefits of your absorbent in terms 
of safety and reflective ability. 










You'll see that Eagle-Picher Floor-Dry is 
insoluble, chemically inert and non-com- 
bustible . . . that it combines light weight 
for exceptional coverage with light color 
for brighter, safer working areas. Write 
today for the full story. 





REF 


EAGLE-PICHER INDUSTRIAL 
x FLOOR-DRY No. 85 


EAGLE 





2 ERNE oo RE 
Sate metabo 


THE EAGLE-PICHER COMPAN 


General offices: Cincinnati (1), Ohio 


PICHER 
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High Volume Quick Air 
Coupler Weighs Only 41/2 67, 


; 


ae aS aaa ke 





A light weight, quick detachable 
air coupler is said to offer 35% 
greater air flow, yet weighs only 
4% oz. Extra large air passage per- 
mits air flow of 70 cfm at 150 psi. 
Instant coupling action eliminates 
twisting or turning. The coupler 
couples or uncouples with one push 
or pull. Automatic air check valve 
shuts off air flow the moment the 
coupler is detached from the nipple, 
but the coupler cannot be detached 
accidentally. The free swiveling of 
coupler on the nipple prevents 
kinking of air hose. Made by Lin- 
coln Engineering Co., 5701 Natural 
Bridge Ave., St. Louis 20, Mo. 
Circle No. 66 on Inquiry Card—Page 17 


Grinding Wheel Dressers 
Speed Cutter Changing 





Quicker cutter change is effected 
in a new line of grinding wheel 
dressers through a patented side 
washer construction. The heavy har- 
dened steel side washers are pressed 
into the handle casting and protect 
the handle from wear of the revolv- 
ing cutters. Hex head screws, fitted 
with non-removable lock washers, 
securely lock the side washers in 
place and retain the cutter pin. 
Either a wrench or screw driver 
can be used to remove only one 
screw for quick cutter change. A hole 
in the end of the dresser handle 

(Please turn to page 160) 
For More Information Circle No. 193 
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Flush mounting 


General Purpose 
with Pull Box 


gvoiloble up to 
8 units 





Write for Pushbutton 


Bulletins which give 
complete details. Address 
Square D Company, 

4041 N. Richards Street, 
Milwaukee 12, Wisconsin. 
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| Water-tight and 
Dust-tight 


a) 
; 2 


eee 


~“ 
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Palm-operated Button 


General Purpose 


General Purpose with Pilot Light 


Explosion-f esisting 
Flush Mounting 


Selector Switch 


Two Unit Station 


OIL-TIGHT 
HEAVY DUTY 


One Unit Station 





in 1 to 16 unit 
hinged cove 


Available 
stations have 


ASK YOUR ELECT 


sizes. 6-9-12-16 unit 
rs for easier wiring 


RICAL pISTRIBUTO 


Explos jon-resisting 






General Purpose 
with Lockout 


Oil-immersed 


Dust-tight 


Flush Mounting 


Name your pushbutton require- 
re D unit to 


ment—there’s a Squa 

do the job, exactly. Three complete 
standard duty, heavy duty, 
heavy duty --- each 
rangeot operators, 
it combinations. 


lines . - 
and oil-tight 
providing 4 wide 
stations, and circu 


Nine Unit Station 


Three Unit Station 


Four Unit Sta f 
orronged f 
horizontal moun 


RODUCTS 






R FOR SQUARE D P 


Water-tight ond 
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140 Sidney St, Cambridge 39, Mass. 































OVER ONE HUNDRED YEARS OF CONTINUOUS SERVICE. ROUNDS, SQUARES, FLATS, HEXAGONS, OCTAGONS 


it’s the right time 


to Investigate the 
Qualities of 


ALLOY STEEL 


America’s largest clock was recently 
rebuilt for a spectacular illuminated 
sign in Chicago. It measures 50 ft. in 
diameter —— hands and movement 
weigh 3000 lbs. The new driveshaft 
was made from 6 ft. of 34-inch 
round ‘“B” No. 3X heat-treated bar, 
chosen for its machinability as well 
as its high physical properties. 


“B”’ No. 3X heat-treated bars ma- 
chine more readily and finish more 
smoothly than standard alloys be- 
cause of their particular analysis 
and method of manufacture. They 
cut costs by eliminating distortion, 
scaling, straightening — and often 
grinding — as well as the cost of 
heat-treating finished parts. 


HY-TEN “‘B” No. 3X bars are used 
for a wide range of applications. A 
trial order will convince you of their 
true economy. Just call your nearest 


representative. 


fe 


Write today for your FREE COPIES of 
Wheelock, Lovejoy Data Sheets, indicating your 
title and company identification. It contains com- 
plete technical information on grades, applica- 
tions, physical properties, tests, heat treating, etc. 


ALL is 


al 


— ; 
i ()\ I. ()} Warehouse Service 
A | Bd * 


CAMBRIDGE « ¢ 
CHICAGO «+ 
DETROIT 


LEVELAND 
HILLSIDE, N-J. 
« BUFFALO 
CINCINNATI 


& COMPANY, INC. 


In Canada 
SANDERSON-NEWBOULD, LTD., MONTREAI 


and AISI 
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Hillside, N.j. ¢ Bullale ¢ Cincinnall 





(Continued from page 158) 


is provided for fastening dresser to 
grinder. The dresser is made in 
sizes No’s. 1, 2, 21, 22 to hold cut- 
ters of those sizes. It is made by 
the Desmond-Stephan Mfg. Co., Ur. 
bana, Ohio. 
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Electric Portable Lift Truck 
Designed as 4-in-1 Unit 


et eth ce 





Safeway Industrial Equipment 
Corp., 184 N. Franklin St., Chicago 
6, Ill., is marketing a new portable 
electric lift truck, model El-20, de- 
signed as a “4 in 1” unit. It operates 
as a fork-lift, straddle-lift, plat- 
form-lift, and a drum-stacker with 
a lifting capacity of 1250 lb. While 
the model has been designed as an 
all around lift truck, the unit in- 
cludes, for maximum economy, many 
other popular features found in the 
company’s other models such as: 
snap-on platform, powerful hydrau- 
lic cylinder, built-in charger with 
automatic cut-off, keylocked igni- 
tion switch and electronic cut-off 
switch. 
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Casters Virtually Eliminate 
Need for Lubrication 


The Bassick Co., Bridgeport 2, 
Conn., has a new line of casters, 
the “3D” series “H99.” New design 
features are said to have virtually 
ended the need for caster lubrica- 
tion. A main swivel bearing baffle 
ring prevents the entrance of dirt 
and water; a grease retainer pre- 
vents loss of swivel lubricant due 
to vertical drainage, and a wheel 
bearing seal effectively excludes 
foreign matter and retains lubri- 
cant. Both the swivel and wheel 
bearings are free of drag, since they 
have no preloaded frictional con- 
tact with moving parts. 
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Uftider deed: SINE VP T0 S65 A DAY WITH G.E3 


That’s cooling-water saving only! Add these economies: 
* FEWER TUBE REPLACEMENTS. G.E.’s new ignitrons 
are safeguarded from overheating, overloading. 


ie “DRIP”’ COSTS ELIMINATED. No moisture will col- 
lect on tube surfaces to rust or damage the other 





New, built-in economy panel components. 


and safety! Biggest 





Marcu, 1954 





in 20 years! 





NEW GL-6347 


This is size C. Will replace 
GL-5552/FG-235-A 


= 
Also available are: 


NEW GL-6346 


This is size B. Will replace 
GL-5551/FG-271 


NEW GL-6348 


This is size D. Will replace 
GL-5553/FG-258-A 


ignitron advancement (x: 1/20 as much cooling water required! Consump- 


tion will drop 95% once you replace with G-E 
temperature-controlled ignitrons. If you are a large user 
of resistance welders, you can save up to 300,000 gallons 
—or more—per 8-hour day. This is $65 at national- 
average water cost. 


Also ... water shortages will be less of a plant hazard. 
You will be protected against a shutdown in case wells 
run low, or if the authorities announce local water- 
conservation measures in an emergency. 


Note two important economies in control-panel main- 
tenance which these tubes bring about! (1) Built into the 
ignitron are automatic safeguards against overheating and 
overloading. They banish burnouts—cut tube replace- 
ments ’way down. (2) Surfaces of the tubes now are free 
from any moisture “drip” to corrode or otherwise damage 
circuit components. 


Get all the facts ... today... from your nearby G-E tube 
distributor! Tube Department, General Electric Company, 
Schenectady 5, New York. 


GENERAL @@ ELECTR 
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Remember that quality 
alone can put safety into 
safety apparel... quality 
that results from proper 
design, selected materi- 
als, and careful work- 
manship. 


The Simplest Way 
to make sure of safety 
In Safety Apparel 


OUR choice must then be Steel-Grip 

by Industrial for this company’s prod- 
ucts are nationally known, nationally 
proved and nationally used in every in- 
dustry by every industrial leader. This 
company has been solely in the safety 
apparel business for 43 years which is a 
whale of a resource of experience for 
you to draw upon. And you pay no more 
for this proven through and through 
quality. Insist on the genuine labeled 
Steel-Grip by Industrial at your indus- 
trial or safety supply dealer, and get 
real safety. 


Remember that partial 
protection can be worse 
than no protection atall. 
Apparel that has only 
the appearance of safety 
can mislead and betray 
the user and prove costly 
to the employer. 





Ask yourself what trade- 
marked line not onl 

enjoys widespread lead- 
ership for quality but has 
been manufactured lon 

enough to have its lead- 
ership checked and chal- 
lenged and proved on 
/ every industrial front, 
* in every industrial risk. 
It is Steel-Grip by 
Industrial. 
























Steel-Grip 


INDUSTRIAL 


Safety Appa rel 


INDUSTRIAL GLOVES COMPANY 


A CORPORATION 
3001 Garfield St., Danville, Ill. 
(In Canada: SAFETY SUPPLY CO., Toronto) 
TRADE-MARK 


To Be Sure of the Genuine 
Demand This Trade Mark 








No. W3-9— 
WOVEN-GARD 


“Woven-Gards” are 
hand protectors, 
mitts, pads, sleeves 
and aprons made 
of a long wearing 
woven cotton safety 
material. Provide flexibility, comfort, resistance 
to abrasion and cutting. Highly oil absorbent. 
Excellent for handling oily, slippery sheets. 
Porous weave makes them the finest protector 
for handling lower temperature jobs. Excellent 
protection at lowest cost. 
ASBESTOS 


GLOVE 4 duck, woo! and 


Asbestos glove, 14° length. Underwriter’s Dynel. 

2Ve |b. per sq. yd. asbestos with tough No. 492 

chrome side split leather reinforcement over 

entire palm, face of all fingers, well around HALF JACKET 

small finger. Thumb seam entirely away Welders’ Coats and Pants. 

from wearing zone. Full line of asbestos Leggings, Spats, Shin- 

gloves and mittens, piain and leather rein- guards, Gloves, 

forced. Your choice of lined or unlined. 11’, Mitts, Hand Pads. Leather, 

14" and 23° standard lengths. Special Asbestos, Flameproofed 
Duck and Wool Clothing. 


lengths on request, 
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No. 14169 


STEEL-GRIP OPEN END 
FINGER GUARDS 


Since Industrial introduced Steel- 
Grip Finger Guards, they have 
been used successfully in every type 
of American industry. Made in open 
and closed end styles, in a choice of 
materials. Ask for literature describ- Practically rip proof. Thumb 
ing the various types. SIZES FOR patched and strapped. 2” 
MEN AND WOMEN, (U.S. Patents or 4” cuff. Many other 
No. 2,351,906, No. 2,461,872). designs, 


No. 633-4— 
GLOVE 


Chrome leather general 
purpose glove. Steel sewn. 


DYNEL 
CLOTHING 


Dynel chemical re- 
sistant clothing. 
Coats, Pants, Shirts, 
Laboratory Coats 
and special designs 
to order. We manvu- 
facture a complete 
line of Industrial 
Safety Apparel in 
your choice of leath- 
er, asbestos, asbes- 
ton, aluminumized 
asbeston and glass 
cloth, flameproofed 
duck, plastic coated 





No. 225-14 








Write for 
INDUSTRIAL’S CATALOG 
of Steel-Grip Safety Apparel 

The Nation's Leader in 
Industrial Safety. 











25-30 Ton Hoists Feature 
70 Deg. Dump Angles 


Gar Wood Industries, Inc., Wayne, 
Mich., is introducing two new arm- 
type hydraulic hoists for on or off 
highway application. Model No. 2825 
hoist has 25 ton capacity and model 
No. 2025 has 30 ton. The hoists 
feature 70 deg dump angles to as- 
sure quick, sure clean-out, even 
with sticky materials in scoop-end 
bodies. The hoists have clevite type 
bushings at all pivot points and 
cylinders that open at both ends for 
maximum serviceability and long, 
trouble-free performance. Sandwich 
construction of the three-piece hy- 
draulic pumps provided with the 
hoists makes for high capacity with- 
out slippage. Parts are interchange- 
able without hand fitting or use of 
shims for simple maintenance in the 
field. The scoop-end bodies sold 
with the hoists are sturdy and 
rugged. 
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Also Noted ... 


A fast-setting glue which bonds 
any combination of porous materials 
is being introduced by U.S. Plywood 
Corp., 55 West 44th St., New York 
36, N.Y. Called Weldwood Presto- 
Set glue, the ready-to-use adhesive 
permanently bonds wood, hard- 
board, cloth, leather and paper in 
any combination. 
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A recoating material for bad 
masonry surfaces solves the problem 
of re-painting masonry buildings 
that have had faulty applications of 
oil paints put over them, says 
Stroub Products Co., Inc., 671 Union 
Blvd., Totowa Borough, N.J. Mixed 
with the company’s Anchor Masonry 
surfacer, it imparts greater hard- 
ness, increased washability, stronger 
bond, and greater resistance to 
weathering. It can be applied over 
glass, glazed tile, asbestos, shingles, 
etc. 
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General Electric Co., Appliance 
Control Dept., Schenectady 5, N.Y., 
describes its manual starting and 
overload switch for fractional hp 
motors as essentially a start-stop 
switch with manual reset overload. 
It is designed to control fhp motors 
where line current overload protec- 
tion is required. 
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li’s big business 
at U.S. Gauge 


where brass belongs 


At Sellersville, Pa., millions of pressure gauges are made 
each year—for every type of industry—to every degree of 
accuracy—and for pressures ranging from a few ounces 
per square inch up to 100,000 pounds. 


With each gauge a precision instrument unto itself, it’s 
quite a job to maintain the high standards of routine fabri- 
cating procedure on each of its many components. Part of 
it depends on having just the right copper alloy in the most 
satisfactory combination of chemical and physical proper- 
ties. That’s where teamwork between U.S. Gauge and 
Anaconda Metals has been clicking day after day, year 
after year. 


nd now—something NEW has been added ... 


U. S. Gauge is now using Formbrite* for many of its “pol- 
ished and lacquered” and chromium plated solid brass 
gauge cases. Formbrite, with its superfine grain, provides 
a surface far superior to ordinary drawing brass. It is 
stronger, harder, more scratch-resistant than ordinary 
brass, yet retains remarkable ductility for forming and 
drawing. Best of all, Formbrite is a real time saver when it 
comes to finishing operations. 


Want to know more about this “premium pfoduct at a non- 
premium price”? Write for Anaconda Publication B-39. 
Address: The American Brass Company, General Offices, 
Waterbury 20, Connecticut. In Canada: Anaconda Ameri- 
can Brass Ltd., New Toronto, Ontario.  *Reg. U. S. Pat. Off. 


S390A 


Gauge and components 
courtesy of 


An ANACON DA Product UNITED STATES G ANGE 
Made by The American Brass Company Jllswill,le, 


For the ultimate in precision, eleven different Anaconda Al- 
loys in the form of rod, tube, sheet and strip are used in pro- 
ducing the components of the U. S. Gauge illustrated above, 








READ STANDARD 


Sek Selo Beamer, 










it will pay you 
to investigate the 
STANDARDAIRE 
Blower. Write 
today for further 
information. 
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BLOWER-STOKER 
DIVISION 


370 Lexington Ave. 
New York 17, N.Y. 


Read Standard also 
manufactures a 
complete line of 
chemical mixers for 
industrial and labo- 


ratory uses. 





A thermostat called the Room- 
Temp thermostat, can be used to 
control air blast heaters, unit 
heaters, radiator heat panels, fur- 
naces, or air conditioners. One of 
the main features of the unit is its 
ability to handle currents as high 
as 30 amps, 125/250 v, without a 
current relay or contactor. Made by 
Westinghouse Electric Corp., P.O, 
Box 2099, Pittsburgh 30, Pa. 
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Opaque silica rod and tubing are 
being supplied with absolutely 
regular shapes, precise tolerances 
and thoroughly glazed surfaces. Ac- 
cording to the suppliers, Quartz 
Products Corp., 25 Crows Mill Rd., 
Keasbey, N.J., the new qualities 
minimize devitrification at high 
temperatures. 
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A permanent thread anchor for 
bolting metal to metal, wood and 
plastic is provided by the Weg steel 
threaded insert developed by Roy- 
lyn, Inc., Glendale, Calif. It consists 
of only one part and is safely and 
quickly locked in position with pins. 
It is slotted for screwdriver installa- 
tion, resulting in a reduction of 
installation time up to 50%. 

Circle No. 76 on Inquiry Card—Page 17 


The Chicago Eye Shield Co., 2300 
W. Warren Blvd., Chicago, Ill., an- 
nounces new symmetrical tip tem- 
ples for Comfort Bridge standard 
and side shield goggles. The new 
temples for each model are inter- 
changeable, right or left, ending the 
need for carrying individual right 
or left temples as spares. 
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Problems of clearly marking lines 
on plant, warehouse and office 
floors are largely solved by new 
traffic markers, called Armo Flex. 
They are made of a tough, long- 
wearing plastic material, 3” x 6” x 
.02” in size and bright yellow in 
color. They are quickly installed 
with a special oil resistant adhesive 
to indicate aisles, clearance lines, 
storage zones, etc. They are made 
by Armor Flex Traffic Products, 
6969 Amherst Ave., St. Louis 5, Mo. 
Circle No. 78 on Inquiry Card—Page 17 
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OFFICE EQUIPMENT 





Increased speed and energy-saving 
features are offered in new models of 
electric typewriters announced by In- 
ternational Business Machines Corpora- 
tion, New York City. 

A new box-frame construction of 
the carriage gives precise letter-to-let- 
ter alignment of typewritten copy while 
an improved paper feed principle 
minimizes paper slippage and carbon 
markings. In addition, several key- 
board innovations, notably typamatic 





or free action keys for repetitive un- 
derscoring, line-spacing and space-bar 
operations, are among the new fea- 
tures. An advance in carriage per- 
formance is a copy guide. A newly- 
designed paper table eliminates the 
possibility of carbon copies refeeding 
around the platen. While the guide 
gives the typist full view of the text 
being typed, and margin scales, it also 
provides a convenient surface for eras- 
ing. 

Color will continue to play an im- 
portant part in the styling of IBM 
electric typewriters. The models are 
available in seven color combinations, 
including the standard Dove and Char- 
coal Gray. Other colors available are 
Larkspur Blue, Midnight Blue, Wood- 
land Green, Cascade Green, Tropic 
Tan, and Opal Gray. 


The Gilbert Paper Co., Menasha, 
Wis., has introduced a new line of 
translucent master papers and is offer- 
ing a free sample kit of these papers 
for trial on direct copy machines. A 
supply of both blank test sheets and 


“dummy” forms are provided with each 
kit. 
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A 16 page booklet, “Executive’s Man- 
ual”, describing photo-offset printing 
and processing procedures used by in- 
ternal printing departments of busi- 
nesses of all sizes, is available from 
Minnesota Mining & Manufacturing 
Co., St. Paul, Minn. It shows how to 
get the most out of internal printing 
departments and what types of office 
and business material are most eco- 
nomically handled by such a depart- 
ment. 


A new accounting machine which 
uses narrow check stubs and reduces 
the overall size of pay statements by 
at least eight inches has been an- 
nounced by Underwood Corp., New 
York City. Adoption of a compact 
column form with room for 20 totals or 
control balances enables preparation of 
an employe’s pay statement, tax records 
and a complete pay journal in a single 





operation. Features include automatic 
voiding of pay checks when deductions 
exceed earnings, automatic consecutive 
numbering of checks, printing of dates, 
form alignment, opening and closing of 
front feed carriage, check protection 
and full visibility of all entries and 
automatic printing of all balances, 
stored column totals or sub-totals. 


Lightweight insulated movable office 
partitions, which consist of aluminum 
faced honeycomb-core panels and ex- 
truded aluminum structural members, 
are being marketed by Building Prod- 
ucts, Reynolds Metals Co., Louisville, 
Ky. Called Reynowall, they are easily 
adaptable to conform to all usual floor, 
wall and ceiling irregularities. The 
panels are embossed in a variety of 
patterns. 


News 


“Hide-A-File”, a new idea in filing 
equipment, which combines beauty and 
utility, has been put in production by 
Cel-U-Dex Corp., Brooklyn, N. Y. It 
can be used in the office or at home. 
Filing and storage arrangements are 
concealed behind what appears to be a 
piece of furniture. It comes in modern 
styled blonde mahogany, traditional 
French renaissance in walnut, ornate 
chinese in mahogany and in Colonial 
style with H-hinges. 


Royal Typewriter Co., Inc., New 
York City, has announced several per- 
sonnel changes. V. A. Hart, formerly 
Great Lakes regional manager, has 
been named to direct operations at 
Royal’s Chicago office. J. O. Wesley, 
formerly district manager at San 
Antonio, moves into the company’s 
Baltimore, Md., office. Mr. Wesley suc- 
ceeds C. D. Sparwasser, who takes over 
the post of Great Lakes divisional sales 
manager. Filling the vacancy at San 
Antonio will be M. A. Curry, pre- 
viously a salesman in the Wichita office. 
Finally, F. O. Schoettinger moves up to 
the managerial post at Youngstown, 
Ohio, to replace the retiring Clem 
Riddle. 


Safeguard Corp., Lansdale, Pa., is 
now producing its Safeguard Check- 
signer to its line of checkwriters. It can 
be set up for either direct or reverse 





imprinting of facsimile signatures. Two 
special locks and a number of counters 
are part of the nine safety points em- 
bodied in its construction. 

(Please turn to page 182) 
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VELVET: ball PEN: cil 


the pencil that writes with ink 

















e lightweight and well-balanced for greater writing ease 
e writes better and faster .. . never grows shorter 


e won’t leak, blot, flood, smear .. . never 


needs refilling 


e filled with permanent, non-fade 
ink that’s banker approved 


VE LVETS ot e nothing to turn, push 
are ‘ N \ \ = a "a 


nationally SS — 
advertised 












every office 


needs BOTH VELVETS 


¢ exclusive 
Velvet 
homogenized 
process produces 
finer, perfectly mixed 
lead... clearer, blacker lines 


e smoother writing with no 


hard spots, no soft spots 


e stronger because exclusive Pressure-Proofing 


clinches wood to lead, ends internal breaking 


efor the money, the finest pencils you can buy 


VELVET pencil 


50th year 


orm the pencil that writes with homogenized lead 
trademar 

of fine American Pencil Co., Hoboken, N. J. 
craftsmanship 

be pencil *Write for free Velvet sample kit 


a 


and pens 


or order from your commercial stationer. 
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Records are your one irreplaceable asset 





Why Be Half Safe? 


By George H. Gutekunst, Jr. 


IRE, one of man’s greatest assets, 

is also one of his most destruc- 
tive enemies. It can strike anywhere, 
anytime. It knows no rules and 
shows no favorites. Each year it 
destroys many hundreds of millions 
of dollars worth of property as well 
as causing much physical suffering 
and death. In industry it leaves 
business failure and unemployment 


in its wake. 
Today, modern construction 
methods as well as efficient sprin- me 


kler systems, fire extinguishers, fire 
walls, etc., are defensive weapons 
that have proven their worth. But, 
they are not enough for they can- 
not be relied on to protect one of 
business’s most vital items—its ir- 
This money chest may have been a problem for a burglar, but it proved no difficulty replaceable records. 


for a fire. Opened after the flames had subsided, it revealed charred and blackened Just how important records are to 
papers and a blistered interior as testimony of its inability to withstand heat. a company can never be over em- 
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TESTS FOR FIRE PROTECTION 


Insulated equipment bearing Underwriters’ Laboratories labels must conform. 
to specifications that will withstand the following tests and conditions. 





























Fire Endurance Explosion Fire Impact Test 
Class Product Hazard invert & 
Time Temp. Test Pre-Heat Temp. Drop Rabest Temp. 
A Safes 4 hours 2000 F Yes 1 hour 1700 F 30 ft. 1 hour 1700 F 
B Safes 2 hours 1850 F Yes % hour 1640 F 30 ft. 1 hour 1700 F 
c —— Lhour |  1700F Yes Yehour | 1550F | 30ft. | ‘hour |  1550F 
D Filing Devices 1 hour 1700 F Yes 
E Filing Devices Y2 hour 1550 F Yes 
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ectrifying 


Announcement! 











For 21 years, IBM has been making the finest 


typewriters in the world! 





And now two new model IBM Electrics are ready for 
you—the new Standard and the new Executive *! 
These new IBM’s have exciting new features 
never before available on any typewriter! 

And the work anyone can turn out is so fine 

that every letter is a masterpiece of typing! 

You can get all the facts about these beautifully- 


designed IBM’s by writing to: 
A IBM INTERNATIONAL BUSINESS MACHINES, DEPT. PR 
¢ , V V 590 Madison Ave., New York 22, N. Y. 














*Trade Marks 


Electric Typewriter 
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phasized. They are the company— 
vithout them a firm can cease to 
exist. That may sound a bit strong. 
But, before you discount it, take 

good look at your company’s fire 
nsurance policy. Part of it will read 
something like this: 

“This policy shall not cover ac- 

vunts, bills, deeds, evidence of 
lebt, money, notes or securities... 
the insured shall, within 60 days 
ifter the fire, unless such time is 
extended in writing by this com- 
pany, render to this company a 
roof of loss.” 

It states further, and this is a very 
important point: 

“You shall produce for examina- 
tion all books of accounts, bills, in- 
voices and other vouchers.” 

In plain English that means that 
should your records be destroyed 

a fire, your company’s chances 

f collecting the full amount of in- 
surance is virtually nil. Proof of 
how much stock you had and proof 
of how much and what types of 
equipment you had is what the in- 
surance company requires. Without 
the records, which are the proof 
demanded, how can you possibly 
prove your losses. Aside from that, 
how can accounts receivable be col- 
lected when no records exist to 
prove who owes you money? How 
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This particular insulated file has 
two drawers using combination 
locks to guard against prying eyes. 
Each drawer is separately insu- 
lated so that should one be left 
open in a fire, the contents of 
the other drawers would still be 
fully protected and safe. 


can you prove that you don’t owe 
money? 

Along these lines, the result of a 
survey conducted by the Safe 
Manufacturers National Association, 
an organization to promote and im- 
prove methods of protection from 
fire and theft, becomes more valid. 
Their analysis showed that 43% of 
the firms involved in fires in which 
records were destroyed did not re- 
sume business, or were out of busi- 
ness within six months after the fire. 
Going a little further, the SMNA 
found out that the chief contributing 
cause to these business failures was 
due to the destruction of vital rec- 
ords. 

It is becoming apparent that pro- 
tection of records is of the utmost 
concern to any company. These 
records can prove loss to replace 
destroyed or damaged equipment. 
But, without the records... 

Let’s get down to some more facts 
and see what can be done about 
this matter. From the standpoint of 
records protection, the fact that a 





Twenty-five pieces of fire appara- 
tus couldn't save the property of 
this company when fire struck. The 
safe and insulated files protected 
their contents though subjected to 
heat and tons of water. Note the 
charred records in the ordinary 
steel file to the left of the safe. 


building is “fire-proof”’ is not the 


answer. Fire-proof buildings do 
have fires even though the struc- 
ture itself does not burn. It’s the 
combustible material inside that can, 
and will, burn. Remember the State 
Office Building in Lansing, Mich., 
which proved a three-days battle 
for firemen? The building didn’t 
actually burn but many priceless 
and irreplaceable records did. 

The greatest danger in such build- 
ings is that they tend to become 
ovens by holding in the heat and 
flames. It is this very heat which 
is the most dangerous factor to un- 
protected records. Paper chars at 
350 F. And the heat generated in 
buildings on fire reaches far beyond 
that stage. . 

For instance, in just 30 minutes, 
the temperature within a burning 
building can, and usually does, reach 
1550 F. That’s enough heat to melt 
lead, zinc and aluminum. It’s enough 
heat to cause steel to lose 70% of 
its structural strength, glass to 

(Please turn to page 178) 
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cq ARE.-.THERE’S AN AB DEALER NEAR YOU! 


| STEEL OFFICE FURNITURE 


LOOKS BETTER... LASTS LONGER... LOWERS COSTS 


Visit your ASE dealer and take a critical look. Convince yourself that 

% . there’s more real dollar-for-dollar value in ASE office furniture. 
‘ | You'll find countless product advantages exclusive with this complete 

high-quality line of desks, chairs, files and office equipment. 
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‘ 
BETTER BUILT FOR BETTER BUSINES 
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. ie” | 
a x gf , | 
tables = » — 
| filing / wardrobe 
chairs cabinets } — cabinets 
- ~ ‘ ee “ + tte 
Write for catalog and 
Rome of nearest dealer. 
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Gets More Attention, Too 


Continuity of design in business 
stationery provides prompt recog- 
nition and the desired impression 
of a well-organized company that 
knows its business. 


















Important, too, is having a 
matching quality in the paper used. 
Paper that is crisp in appearance 
with a sparkling cockle finish. Pa- 
per that is clean, tough, and makes 
possible neat erasures. 


You'll find these requirements 
in a wide range of tub-sized, air- 
dried Gilbert new cotton fibre pa- 
pers. Ask your printing supplier. 





OAH FL ERO, MARTE AN 











Gilbert Bond 
25% new cotton fibre 


GILBERT 


Resource Bond PAPER COMPANY 


50% new cotton fibre 





Radiance Bond 
75% new cotton fibre 


Lancaster Bond 
100% new cotton fibre 
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soften, and brass to reach its melt- 
ing point. In another 30 minutes the 
temperature can reach 1700 F, and 
by the time a fire has blazed for six 
hours, the temperature will have 
soared to 2150 F. 

What about protection then? How 
can it be possible to preserve fragile 
paper from this terrific generation 
of heat? The only answer is with 
insulated equipment—files, point-of- 
use storage devices and safes. Don’t 
misunderstand that word “safe”. In 
office equipment terminology, it is 
an insulated cabinet for the pro- 
tection of stored material from fire, 


Safe Or Money Chest? 


In everyday usage, many people 
refer to a squat metal box with a 
combination lock that’s used to store 
money as a “safe”. It is not a “safe”; 
rather, it is a money chest. A safe 
protects against fire and a money 
chest protects against theft. Don’t 
ever consider a money chest as fire- 
resistive or a safe as burglar-re- 
sistive. They are built for specific 
purposes and answer the needs of 
that purpose only. 

The manufacturers of safes and 
other fire-resistive equipment have 
joined forces and adopted rigid 
specifications for several classes of 
insulated products. These com- 
panies—Art Metal Construction Co., 
Diebold, Inc., Herring-Hall-Marvin 
Safe Co., Le Febure Corp., Meilink 
Steel Safe Co., Mosler Safe Co., Pro- 
tectall Mfg. Co., Remington-Rand 
Inc., Schwab Safe Co., Shaw-Walker 
Co., and Victor Safe & Equipment 
Co.—make it possible to know, be- 
fore a fire, how much abuse their 
equipment will stand. They are sell- 
ing protection. Protection attested 
to by hard-earned fire-resistive 
ratings clearly labeled on their 
products. 


Fire-Resistive Ratings 


“Hard-earned” is, perhaps, & 
slight understatement, for samples of 
their products are subjected to 
gruelling tests by the Underwriters’ 
Laboratories before certification of 
their fire-resistive qualities is auth- 
orized. 

There are five fire-resistive rat- 
ings for insulated products—A,’ B, 
C, D and E. Classes A, B and C 
cover safes and record containers. 
Classes D and E are insulated filing 
devices. 

The tests, themselves, are the 
most convincing proof of the pro- 


(Please turn to page 180) 
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Before you buy any 
map licator... 
check this list! 


Gestetner Duplicator Corp., Dept. 25 
50 Mclean Ave., Yonkers 5, N. Y. 


Gentlemen: Please send me a copy of your new booklet “30 Ways 
DUPLICATING AT ITS FINEST . . . SINCE 1881 to Get the Most from Your Duplicating Equipment.” 


Address 


SALES AND SERVICE FROM COAST TO COAST Cie: sel 


a 
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tection potential of the equipment, 
All tests are conducted under con- 
ditions developed by the American 
Standards Association to duplicate 
potential hazards occurring in a fire, 
First of all there is the fire en- 
durance test—a trial that al. labeled 
insulated equipment must pass. 
Here, a sample is placed in a cold 
furnace so that all exterior sur- 
faces, except the bottom, will be 
exposed to the flames. Thermocou- 
ples are placed at various points 
inside the equipment and loose pa- 
pers are distributed contacting all 
interior surfaces. The heat of the 
furnace is increased to the set 
standards of time and temperature 
of the ASA. (See chart) After cool- 
ing, the sample is opened and the 
contents and interior are checked. 
All papers must be “usable” in that 
they must not break when handled 
and can be read by ordinary means. 
Also, all thermocouple readings are 
checked to show that at no time 
during the test did the interior of 
the sample indicate a rise in tem- 
perature exceeding 350 F. 
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Explosion Hazard Test 


Od ee ae ol i ee aS, 
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: The explosion hazard test is the 
Cc next step. An empty furnace is pre- 
R heated to 2000 F and then the 
2 sample is inserted. It is left in the 
E furnace for 30 minutes (20 minutes 
T for Class E) with the temperature y 
; maintained at 2000 F. Upon remov- . 
Cc ing and cooling, the equipment is get 
carefully examined for ruptures in res 
its insulation. mé 
2 aR A final test, the fire-imvact test, sw 
: is saved for Class A, B and C Re 
labeled equipment. Initially it is the | 
same as the fire endurance test. un 
“ However, instead of being removed by 
F and cooled, the equipment is taken “i 
s from the hot furnace and hoisted fo 
W so that its bottom is 30 feet above “a 
a pile of bricks on a heavy concrete 
> B base. Then the sample is dropped re 
~ and left to cool. This drop must be fo 
E accomplished within two minutes EI 
sR after the fire is extinguished in the sv 
c furnace. After cooling, the sample ty 
“he 40 .is inverted and reheated in the fur- ty 
mee a nace. (See chart for conditions) As Ti 
— with the fire endurance test, the 
aes eo sample is opened when cool and the 
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Ss. WEBSTER COMPANY contents and interior are examined. 


Only after samples have been 
7 AMH ERST STRE ET tested in this manner, are the fire- 


USETTS resistive labels authorized. That 
42 MASSACH 
CAMBRIDGE 42, 


label is your indication that the 
equipment has been built to rigid 
specifications developed on the basis 


J hn Fnac 


(Please turn to page 182) 
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514 reasons why every typist should have 
a Remington Electric Typewriter! 


You're looking at 514 (count ‘em) 
genuine U.S. Silver Dollars. They rep- 
resent the average yearly savings you 
make, per typing station, when you 
switch from manual to high-speed 
Remington Electric Typewriters. 
Doubtful? So were a lot of people 
until they read a recent survey made 
by one of our best customers. This 
large and impartial organization tested 
forty-four typists for forty hours on 
manual machines; then, after a brief 
transition period, tested the same girls 
for forty hours on new Remington 
Electrics. The results were amazing! By 
switching to Remington Electrics these 
typists stepped up production (lines 
typed per day) an average of 21.3” 
This added up to a dollar-and-cents 


THE FIRST NAME 


Marcu, 1954 


IN TYPEWRITERS 


savings of $514, per typing station, per 
year. A healthy savings, you'll agree. 

How can the Remington Electric give 
you such savings? Very simply because 
it is as automatic as a typewriter can be. 
Electricity takes the work off the typists’ 
hands. Electricity shifts, capitalizes, tab- 
ulates, produces fifteen carbons, even 
flicks back the carriage at the touch of 
a key. When you consider it takes the 
same effort to return a manual carriage 
as it does to type a complete line; and, 
when you consider a typist returns the 
carriage about 1,200 times daily, you'll 
see how this one automatic feature 
alone speeds up production. 

And the Remington Electric offers 
another important dividend. Since elec- 
tricity, not the typist's finger tips, con- 


trols the impressions, absolute evenness 
and uniformity are assured. This means 
that letters—all typing, in fact—will be 
as sharp, clean and consistently uni- 
form as fine printing. 

Let us show you a copy of this com- 
plete typewriter study; or send you a 
free copy of “The Dividends of Rem- 
ington Electric Ty ping” (RE8&612). Sim- 
ply write Remington Rand, Room 1920, 
315 Fourth Ave., New York 10, N.Y. 
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Letterhead and Envelope 


paper COSTS 
LESS than the 


POSTAGE 


Even if your correspondence is entrusted to the 














highest quality, most impressive paper obtain- 
able, the paper cost of your letterhead and 


envelope is but 4 of the postage. 


You could easily reduce this fraction. You 
could substitute inferior papers, cheapen your 


correspondence. But could you afford to? 


Fortunately, you don't have to take the risk. 
Without appreciably affecting costs, you can 
use L. L. BROWN rag-content papers. They 
will insure permanence in your important 
documents —— utmost durability in your records 
outstanding appeorance for your corre- 
| spondence. 
| 


Your regular supplier knows L. L. BROWN 
popers thoroughly. He will gladly help you 
| select the ones best suited to your particular 


FREE 


booklet, “How to Get 
Greater Service and 
Value from Your Rec- 
ords and Letters”. It is 
a reliable and help- 
ful guide to selecting 
the right paper for 
each of your needs— 
recording or corre- 
spondence. 


L. L. BROWN 


\z 


PAPERS 


“SO MUCH EXTRA VALUE FOR 
SO LITTLE EXTRA COST” 
Since 1849 


needs. 









































IL. L. Brown Paper Co. E2 
! Adams, Mass. 


| Please send me FREE copy of “How to Get Greater 
Service and Value from Your Records and Letters” 


| Name 


| 
| Title * ain 


— 














! Beg 
j; Company at 4 
At? 
Sreet__paPrt) _ 
City State 
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One thing you can be sure of and 
that is that any equipment you have 
in your office for fire protective pur- 
poses should bear UL labels for 
maximum protection. If it does not 
have this label, then it probably 
has never been subjected to such 
rigid tests. If it is a pre-1917 prod- 
uct, it is probably as fire-resistive 
as a snowball in the middle of a 
bonfire. 

Testing techniques and the scien- 
tific approach to insulation did not 
begin to take place until after 1917. 
Then, it was discovered that many 
of the theories of insulation against 
fire were false. Insulation was of a 
type that deteriorated with time or 
was of a form that offered little or 
no protection from prolonged ex- 
posure to heat. 

Oddly enough, modern insulation 
methods are based on the forma- 
tion of a “blanket” of steam. Com- 
mon insulating items like asbestos, 
glass wool and foils cannot with- 
stand the prolonged exposure to the 
terrific heat generated in a build- 
ing on fire. 

Modern insulation uses a material 
that holds water, permanently, in a 
crystalline form until acted upon by 
high temperatures. As the heat in- 
creases, the crystals turn to water 
and eventually to steam. It is this 
“blanket” which forms the insula- 


tion barrier to keep the interior of 
the equipment to a maximum tem- 
perature of 350 F. 

However, it is not only the de- 
velopments in insulation material 
techniques that tel the whole story, 
Construction methods of the equip- 
ment also contribute to is fire- 
resistive properties. Improved meth- 
ods of attaching handles and hinges, 
for instance, have eliminated the 
danger of transmitting the heat into 
the container through these metallic 
heat conductors. Tongue and 
grooved doors, plus other engineer- 
ing developments, contribute their 
part to the equipment’s effective- 
ness. 

These, then, are some of the facts. 
Insulated equipment is not expen- 
sive. No, protective, fire-resistive 
products are not near!y as expensive 
as the many thousands of dollars 
that can be lost to the flames in 
just a few hours. We think nothing 
of spending two or three hundred 
dollars at home for a refrigerator 
to “protect” $25 or $30 worth of 
food. How, then, can we possibly 
justify risking business security by 
housing records, representing thou- 
sands of dollars, in adequate con- 
tainers. 

There’s a line of advertising used 
by a product far removed from in- 
sulated equipment and records pro- 
tection that fits the bill perfectly. 
It goes, “Why be half safe?” 





(Continued from page 172) 

Eberhard Faber Pencil Co., Brooklyn, 
N. Y., has published a new general 
catalog featuring their complete line of 
wood cased pencils, erasers, crayons, 
Nupastels, rubber bands and_ type 
cleaners. 


Diebold, Inc., Canton, Ohio, has ap- 
pointed J. J. Gutheinz as product sales 
manager for Systems Division products. 
Mr. Gutheinz joined Diebold in Cleve- 
land in 1945 and later saw service in 
Dallas, Ft. Worth and Seattle. He joined 
the Home Office staff in August, 1950, 
as assistant sales manager of the Sys- 
tems Division. 


A continuous, daylight-type proc- 
essor for photographic paper in rolls 
has been announced by Remington 
Rand Inc., New York City. It can 
handle any width paper up to 5”, from 
100 gram to 210 gram, baryta coated or 
non-baryta coated stock, up to a length 
of approximately 350 ft. Operating 
speed is 10 ft per minute but can be 
adjusted. The processor takes a floor 
space of 16” x 47” and stands 52” high. 


It weighs 94 Ibs. Processing cycle is 2% 
minutes and total current consumption 
in 16% amps, at 115 v., a-c. 


“Qick-Quest”, a filing device manu- 
factured by Woodall Industries of Cali- 
fornia, San Francisco, will remain open 
at any desired point of reference until 
manually closed. Key unit in the device 
is an adjustable position, two-way 
throw plate. This plate forms a “V” 
opening that gives complete visibility 
or permits withdrawal of the desired 
material and re-filing without a search 
for the correct place. Changing file 
loads are accommodated by a channel 
extending the entire length of the base 
in which throw plates can be adjusted 
at %” intervals. It is available for desk 
tops, desk drawers (4” and 10”) and 
filing cabinets. 


Eastman Kodak Co., Rochester, N. Y. 
has a booklet, “Modern Drawing and 
Document Reproduction”, which pro- 
vides basic information of Kodak re- 
production materials for use in engi- 
neering, industrial and other fields. The 
booklet can be obtained, free-of-charge, 
from Kodak’s Industrial Sales Division. 
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A newly designed standard type- 
writer for office use has been released 
by Underwood Corp, New York City. 
Known as the Underwood 150, the 
machine has a low, compact, modern 
look. A newly designed front scale, 
mounted on the carriage frame, makes 
margin ‘setting easier. In addition, the 
scale is marked off for automatic set- 
tings for short, medium or long letter 
Touch control is highly sensitive giving 





a variation of nearly 4 oz. The machine 
uses the same reversible ribbon mech- 
anism of the company’s electric ma- 
chine. Top of the main frame has been 
lowered 34” for added typing visibility 
The Underwood 150 has a full 10 inch 
writing line. A 43rd key, “plus” sign 
over “equals”, has been added as stand- 
ard equipment. Up to 46 keys can be 
installed at additional cost. A wide 
choice of type styles is offered. 


The Graphostat Co., East Orange, N.J., 
has a portable drawing board molded 
of clear polystyrene plastic. The board 
measures 934 x 12% inches and weighs 
8 oz. It has four corner clamps for 
holding 8% x 11 inch paper. 


A collator that is fully automatic and 
suction-fed has been announced by 
J. Curry Mendes Corp., Canton, Mass., 
and Chicago, Ill. Known as the J. C. M. 
Vertical Collator, the 4-station machines 
handles 12 Ib stock to 100 lb stock and 
sheet sizes 6 x 74%” to 11 x 14”. Its 
variable speed device produces up to 
20,000 pickups per hour. Each station 
holds a 4” stack of sheets which are 
automatically kept at proper feeding 
height. A light signals station affected 
when machine stops due to missed 
pickup or pickup of more than one 
sheet per station. It requires a floor 
Space of 24 x 26”, is 66” high, weighs 
300 Ibs and is powered by two 110 v 
single phase motors—one % hp and one 


1 hp. 


The use of silent signal and delayed 
control combination locks is described 
in a new piece of literature published 
by Diebold, Inc., Canton, Ohio. 


A four-page, illustrated booklet, “The 
Executive Direct-Line Telephone”, tells 
how executives can improve their own 
efficiency through direct inter-office 
communications. The booklet can be 
obtained from Automatic Electric Co., 
Chicago, Il. 
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This PEERLESS FEATURE 


Assures 
EASY 


FILING 





One of the outstanding features of the famed 
Peerless 6600 Series Filing Cabinets is the design 
and construction of the drawers. All of the drawers 
for these units are completely welded to assure 
rigidity throughout their full 262°" filing capacity. 
In addition the follower blocks are guided along 
three sides—not just one—to eliminate binding 
and permit papers in the back to be easily filed 
without jamming. 


All Peerless Filing Cabinets are attractively finished 
in baked enamel and fitted with distinctive hard- 
ware which will harmonize with any office. 


For further information, see your regular Peerless 
dealer, or write us for the name of a dealer 
near you. 


All Peerless Drawers are so constructed that the fol- 
lower blocks may be readily removed and frames 
for suspended guides substituted if preferred. 


PEERLESS STEEL EQUIPMENT CO. 


6624 Hasbrook Avenue, Philadelphia 11, Pa. 


New York Chicago Dallas Los Angeles 
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MODEL 444 


The PERFECT desk set for busy 
desks. Pen always ready to write— 
automatically fills itself from giant 
ink fountain every time pen is 
returned to socket. Fountain-base 
needs ink only 4 times a year in 
normal use. 








a Finger grip never touches ink. No chance 
for ink to touch you. 





ea) Fountain-base “ink-locked" against acci- 
dental spillage. Only the pen unlocks the ink. 





(3) Fountain-base holds 40 times more ink 
than ordinary fountain pen. Won't leak. 
Won't flood. Easy to clean as a, saucer. 









_ Ask your stationer for a demonstration. 


TO SELECT OR REPLACE... HERE’S ALL YOU DO. \ 4 


More than 28 interchangeable point styles 
for personal use or for public counters. 





DESK PEN SETS 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
The Esterbrook Pen Company of Canada, Ltd., 92 Fleet St., East; Toronto, Ontario 


COPYRIGHT 1954, THE ESTERBROOK PEN COMPANY 
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A portable, magnetic dictating and 
transcribing machine is being marketed 
by Dupli-Voice Co., Inc., Algonquin, 
Ill. Using magnetic recording on its 
Erase-o-matic belt, the machine pro- 
duces hi-fidelity performance. It weighs 
only 12 lbs and measures 5% x 10”. 


A semi-automatic junior version of 
Facit’s NEA 10-key calculator is now 
available from Facit, Inc.. New York 
City. Called the Facit NE, it is elec- 





trified enough to eliminate hand crank- 
ing. It provides touch performance in 
addition, subtraction, multiplication 
and division. 


Two new filing cabinets for housing 
Tra-Dex Vertical-Visible record sys- 
tems have been announced by Diebold, 
Inc., Canton, Ohio. The larger of the 
two units is a two-tier cabinet storing 
twice aS many records as earlier one- 
tier models. The new one-tier unit rep- 
resents a reduction in price over pre- 
vious models. Both incorporate new 
design and functional improvements. 


Lansdale Products Corp., Lansdale, 
Pa., is marketing the Cop-e-Eez copy- 
holder and line spacer. This secretarial 
aid uses a typewriter-like space bar 
and will handle regular size paper, 
legal paper and steno pads. It is as 
easily operated by a left handed person 
as a right handed one. 


An improved 24-hole hand punch for 
making lodse leaf pages for Swing-O- 
Ring binders has been developed by 
the Fred Goat Co., Brooklyn, N. Y. 
Costing half as much as older models, 
the new punch is lighter in weight and 
will handle nine sheets of standard 
office stationery. An adjustable stop 
button permits margins to be set ac- 
curately. 


A disc-type dictating machine known 
as the “77” Voice-Master Dispatcher, 
is being marketed by Magnetic Record- 
ing Industries, New York City. It has 
automatic alignment of the magnetic 
recording needle; 10 minutes recording 
time on each side of the disc; auto- 
matic dictation volume; automatic cor- 
rection; and rapid loading of new discs. 
It weighs 12 lbs and is completely en- 
closed, requiring no extra carrying case 
during transporting from place to place. 
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An Underwood Sundstrand adding 
machine with a multiplication feature 
and increased cycling speed has been 
announced by Underwood Corp., New 
York City. Newest feature of the ma- 
chine is “multiflex control” which re- 
places the repeat key with a multiply 
bar. Long enough to be used with either 
the motor bar or subtract key, the 
multiply key is held down with the 
motor bar for direct multiplication. The 
key and the subtract key are used for 
short cut multiplication. The machine 
cycles at 150 revolutions per minute 
and has been sound conditioned to a 
barely audible, non-irritating pitch. 


Stacor Equipment Co., Brooklyn, 
N. Y., has released a new catalog on 
their drafting room furniture, drawing, 
tracing and x-ray equipment. Every 
production and design feature of each 
unit is detailed to give the reader com- 
plete working knowledge of Stacor 
equipment. 


An addressing machine operated on 
the spirit principle of reproduction and 
using no stencils, metal plates, ribbon or 
ink, has been produced by Weber Ad- 
dressing Co., Mt. Prospect, Ill. Ad- 
dresses are transferred from a type- 





written paper tape that can be used 
to 100 times. It can turn out 2000 pieces 
per hour. An illustrated booklet de- 
scribing the machine is available from 
the manufacturer. 


Clary Multiplier Corporation, San 
Gabriel, Calif., has announced a new 
heavy-duty electric cash register. It is 
a duplex bookkeeping register, item- 
izing and receipt-printing, that incor- 
porates the findings of 18 months of 
field study. 


A circular, featuring office storage 
and wardrobe cabinets, is now avail- 
able from Royal Metal Manufacturing 
Co., Chicago. 
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PLATES PUT ZIP IN 
YOUR PAPERWORK! 


Too many executives who drive a late model, high compression 
factory are trying to run it on low-octane paperwork. When 
paperwork lags, production suffers. 








Time and time again, Colitho representatives have added new 
spark and pick-up to business systems with Colitho Offset 
Duplicating Plates. 


Colitho Plates are easy to use. They’re adaptable to every 
kind of paperwork. Their use does away with needless retyping 
—eliminates costly transcription errors—adds to profits through 
the savings that come with efficiency. 


A folio of Application Ideas has been prepared to illustrate 
how Colitho Plates are being used in many departments of 
modern business. We'd like to send you a copy—without obli- 
gation, of course. You'll find it valuable. 





THE “ONE-WRITE” WAY TO RUN A BUSINESS 


Colitho Division, Cotump1a Rippon anp Carson Mpc. Co., Inc. “— iii: 
703 Herb Hill Road, Glen Cove, L. I. _ 


Send me the Folio of Colitho Application Ideas. 


Name 















City Zone State 
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A dictating machine using an endless 
ugnetic belt as the recording medium 
being marketed by Peirce-Dictating 
Systems, Chicago. Dictated words are 
iznetically recorded on the belt which 

a 15 minute limit and which also 





be mailed or filed for future refer- 
nee. Corrections are made by backing 
ip the belt and dictating over the 
previously used area. A standard line 
of aecessories—earphones, foot pedals, 
etc.—are also available. 


Art Metal Construction Co., James- 
town, N. Y., has released a profusely 
illustrated brochure in their New Cen- 
tury Line of desks. 


Dri-Stat Division, Peerless Photo 
Products, Inc., Shoreham, L. L, N. Y., 
producing a Dri-Stat paper coated 
vith a slow-speed emulsion permitting 


office photocopy work in light four to 
five times brighter than previously 
possible. Known as Dri-Stat No. 1 
(negative) paper, it can be used under 
fluorescent or incandescent light of 
fairly high intensity or in subdued 
daylight. Dri-Stat No. 2 (positive) paper 
is now available in three different 
types: standard 95 gram paper for 
general office use; Duplex paper, the 
same weight as standard but coated on 
both sides; and a lightweight thin 
paper, a 55 gram white rag vellum, 
003” thick. 


Comptometer calculating services on 
inventory, sales analyses, invoicing, 
personnel records, etc., are being of- 
fered to firms in the Chicago area by 
Comptometer Co. in the Merchandise 
Mart. 


Shelf filing, a record housing method 
based on filing active or inactive records 
on shelves instead of in filing cabinets, 
is the subjects of a new booklet pub- 
lished by Remington Rand Inc., New 
York City. 


Nesco, Inc., Milwaukee, Wis., has an- 
nounced a new series. of waste baskets. 
They are available in 26-qt. and 46- 
qt. sizes and are colored charcoal gray 
or olive green to blend with the decor 
of most modern office surroundings. 


A group of Custom model machines 
of the Victor Adding Machine Co, 
Chicago, is now featuring the com- 
pany’s Select-o-matic feature. A lever 
on the machine’s keyboard makes it 
possible to get totals and sub-totals 
with a minimum of hand travel. The 





machine can be set to give automatic 
totals with the occasional sub-total 
obtainable by using the dual total key 
without resetting the Select-o-matic 
feature. This procedure can also be 
done in reverse. 


A new folder has been issued by 
Champion Paper and Fibre Co., Ham- 
ilton, Ohio, showing the qualities of its 
Templar coated offset stock. Referred 
to as a multi-purpose utility sheet, the 
folder shows how color and black and 
white reproduce on both sides of the 
stock. Both sides of the paper carry 
impressions of pictures as well as type 
matter. 
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Nu-Viz 


METAL 
SIGNALS 


for ‘visible’ systems 


Cellugraf <a 


TRANSPARENT 
SIGNALS 


visible 





Exert new control over any type of 
office system with Graffco Signals. ‘They 
never forget. Always there to stop, 
start, check, alert. Your office supply 
dealer will be glad to explain what 
they can do for your particular needs. 


GEORGE B. GRAFF COMPANY 
54 Washburn Ave., Cambridge 40, Mass. 


systems 


SIGNALS 
and MAPTACKS 
Keep BUSINESS Under Control 
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Which File 
of Papers 
Is Yours? 





Banish forever soft folders, loose filing 
and lost and mislaid papers. ACCOBIND 
—using ACCO fasteners of soft, pliable 
steel and ACCO folders and binders of 
fine genuine pressboard. 
Simply punch your papers with a stand- 
ard two hole punch, place them over the 
prongs of an ACCO fastener in an ACCO 
folder and you have filing at its finest. You 
have neatness, accessibility and, first and 
foremost, security. Remember...AN ACCO 
BOUND PAPER IS A SAFE PAPER, 
ACCOBIND folders 
ACCOPRESS binders 
PIN-PRONG binders 
(for marginal multiple punched forms) 


ACCO punches 
and other filing supplies 


ACCO 


PRODUCTS, Ine. 
Ogdensburg, New York 
In Canada: ACCO Canadian Co., Ltd., Toronto 
For More Information Circle No. 216 
on Inquiry Card—Page 17 
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A new 28-page booklet entitled “A 
Visit to Old Colony” has been released 
by Old Colony Envelope Co., Westfield, 
Mass. The booklet shows the intricacies 
of production from incoming raw mate- 
rials to the finished product. Modern 
equipment and methods used to main- 
tain high quality products is shown 
throughout the step-by-step explana- 
tion. 


A 4-drawer mechanized filing cabinet, 
5 to 7 inches lower than conventional 
4-drawer files, yet with 18% more 
capacity, is the product of General 
Fireproofing Co., Youngstown, Ohio. 





Called the Super-Filer Lo-4, it is 
45%" high and has almost the same 
fling capacity as a conventional 5- 
drawer file. 


Bendix Computer Division of Ben- 
dix Aviation Corp., Los Angeles, Calif., 
has announced a high speed, moderate- 
ly priced electronic computer. It is a 
digital differential analyzer and is used 
for the numerical integration of any 
variable with respect to any other 
variable, linear or non-linear, which 
generates a third variable. It may be 
employed to solve integral equations, 
split-boundary value problems, and 
individual or simultaneous sets of linear 
or non-linear algebraic and _ tran- 
cendental equations. It operates at a 
speed of 100 iterations per second. Au- 
tomatic programming is provided by 
punched tape. Manual code can be 
done through the monitor control panel. 


A unit that eliminates the necessity 
of a regular typewriter desk when a 
typewriter is used only occasionally, 
has been announced by General Fire- 
proofing Co., Youngstown, Ohio. Called 
the Stationary Typewriting Shelf, the 
unit is installed by removing a top 
drawer and sliding tray on either side 
of the desk and inserting the unit. It 
is relatively light and made of steel. 
A knee shield, reversible for use on 
either side, is attached beneath the op- 
erating shelf. 
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BUSINESS EXECUTIVES 
find answers to 
many problems in 


to use envelopes to 
improve business 


WHAT 


types and sizes 
of envelopes to use 


WHY 


it pays to use 
U.S.E. Envelopes 





Checking the tensile strength of U.S.E. 
envelope paper. 








bade 


Envelope blanks are precision die-cut. 


Selling envelopes is like driving a car — there are 
three speeds forward: HOW, WHAT and WHY. 
But until customers understand WHY it pays to 
buy good envelopes, the sale may have to rattle 
along in low (price) gear, where nobody makes money! 
How about using an automatic shift? U.S.E. gives you just 
that in the “Handbook,” which helps you move smoothly and 
easily through the HOW and WHAT; and in the book “What's 
in it for me?” which shows WHY it pays to specify U.S.E. 
Envelopes on every job. 





#4 






. you 
with the famous U.S.E. Guarantee . . . and yout envelope supplier, 
who can give you the Handbook and the book “What's i 


and is ready to show you what's in it for you. 








UNITED STATES 
ENVELOPE COMPANY Springfield 2, setts 


15 Divisions from Coast to Coast 
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AMONG THE Associations 





Sabine-Neches Association 
Accepted to Membership in NAPA 


January 19th was a red letter 
day for the members of the Sabine- 
Neches Association of Purchasing 
Agents as it was at this meeting that 
they were informed that their as- 
sociation had been accepted to 
membership in the National Asso- 
ciation of Purchasing Agents. 

Starting off the formal ceremonies, 
Otho Plummer, mayor of Beaumont, 
Texas, welcomed E. F. Andrews, 
president of N.A.P.A., and John 
Reives, vice president, District 2, 
N.A.P.A. 

Mr. Rieves officially informed the 
group of its acceptance and stated 
that he was sure the group would 
successtully pass its one year pro- 
bationary period in view of the 
support of the area’s businessmen 
as evidenced by the number present 


at the meeting. Mr. Reives also in- 
troduced President Andrews who 
addressed the association on “Sell- 
ing Purchasing”. According to Mr. 
Andrews, the opportunity has now 
presented itself as never before to 
prove the competency of purchasing. 

In addition to Mayor Plummer, 
Mr. Andrews and Mr. Rieves, other 
distinguished guests were: Charles 
Meyers, sheriff, Jefferson County, 
Texas; E. Craig Carnathan, chamber 
of commerce, Orange; Howard 
Hicks, chamber of commerce, Beau- 
mont; O. B. Hartzog, chamber of 
commerce; John W. Newton, vice 
president and general manager, 


Magnolia Petroleum Co., Beaumont; 
C. R. Dollinger, president and gen- 
eral manager, John Dollinger, Jr., 
Inc.; 


Curtis G. Booker, assistant 





John Rieves (right), vice president, District 2, N.A.P.A., officially advises L. A. McNeil (left), 
president, Sabine-Neches Association of Purchasing Agents, that his group has been accepted 
to membership in the National Association of Purchasing Agents. N.A.P.A. President E. F. 


Andrews watches the proceedings. 
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treasurer and secretary, Dresser 
Equipment Co.; P. E. Johnson, pres- 
ident and general manager, J & J 
Armature Works; F. S. Carothers, 
president, Norvell-Wilder Supply 
Co.; and H. V. Faber, treasurer, 
Gulf States Utilities Co. 


a a 


Florida Association Elects 
Officers for 1954 Terms 

Members of the Purchasing 
Agents Association of Florida met 
at Jacksonville for their annual 
meeting and election of officers on 
Jan. 15 and 16. 

General Chairman Truman Bean 
got the two-day program underway 
with a discussion by C. T. Parsons 
on “How to Buy Lumber”. Other 
subjects presented and discussed 
during the course of the meeting 
were: “Purchasing’s Contribution to 


Southern Economy”, “Plexiglas 
and Its Application” and “Savings 
on Your Printing”. The officers 


elected for the coming year were; 
Howard B. Letzring, Florida Power 
Corp., St. Petersburg, president; 
Frank Myers, Wometco Theatres, 
Miami, 1st vice president; Truman 
C. Bean, Jacksonville Yacht Storage 
Co., Jacksonville, 2nd vice presi- 
dent; Harry C. Hughes, Hughes 
Supply Co., Inc., Orlando, secre- 
tary-treasurer; and J. S. Reaves, 
University of Florida, Gainesville, 
national director. 


Rint...f 


Purchasing Institute at 
Milwaukee 

The Purchasing Agents Associa- 
tion of Milwaukee was co-sponsor 
of a 3-day institute on purchasing 
techniques, held at the Plankinton 
House in that city, January 19-21. 
Also participating in the project 
were the Wisconsin Manufacturers 
Association and the School of Com- 
merce and Extension Division of 
the University of Wisconsin. 
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Rugged and 
raring fo gO--e- 


THANKS TO BATTERY POWER: 


4 


That in a nutshell describes battery-powered 
industrial trucks. With a minimum of moving parts 
and a vast reservoir of smooth-flowing energy, 
battery trucks are always ready . . . always raring 
to go at full capacity all day long. Silent, safe and 
fume-free, there’s no power like battery power... 


and there’s no battery power like Gould power. 


THE GOULD “THIRTY” 
with New Diamond "Z” Grids— 
America's Finest 
Industrial Truck Battery 


GOULD (vousteac BATTERIES 


GOULD-NATIONAL BATTERIES, INC., TRENTON 7, N. J. 
Always Use Gould-National Automobile and Truck Batteries ©1954 Gould-National Batteries, Inc. 
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History of N.A.P.A. Completed; 
Covers Fifty Exciting Years 


The long-awaited history of the 
National Association. of Purchasing 
Agents has been completed and is 

yw in the process of publication. 
Copies are expected to be available 

the next several weeks. 

Titled “Fifty Years of Purchasing 

The Story of N.A.P.A.,” the book 

a lively, readable account of how 
the national organization grew from 
the seeds of two small buyers’ groups 

1904 to one of the outstanding 
business associations in the country 
by 1954. The book is sponsored by 
the Shipman Medalists of the 
N.A.P.A., the group of men who 
iave been awarded purchasing’s 
honor for their contribu- 
tions to the profession. 


highest 


Turbulent Early Years 


“Fifty Years of Purchasing” covers 
the turbulent early years of N.A.P.A. 
and describes the dynamic and often 
fiery personalities who forged it into 

strong national group. Stories of 
the hard fought election campaigns, 
of the intense but sincere struggles 
ff various groups to shape the as- 
sociation to their ideas, are excit- 
ngly described. Events that almost 
crushed the N.A.P.A. in its early 
years are retold with all the flavor 

»f the eventful times in which they 
took place. 

The dreams and accomplishments 
of the men who made—and continue 
to make— the N.A.P.A. what it is 
are described fully and apprecia- 
tively. Throughout the whole enjoy- 
able story runs the theme of how 
purchasing has advanced to an 
economic science and how the pur- 
chasing agent has emerged as a 
skilled professional. The book covers 
the whole development—from the 
days when purchasing and purchas- 
ing agents were ridiculed or ignored 
to the present, when they are recog- 
nized and respected at the highest 
levels of management. 


Two Years In Writing 


Paul V. Farrell, associate editor 
of PuRcHASING, spent more than 
two years in accumulating material 
for the story—the story many be- 
lieved could not be written because 
of the great mass of detail that had 
to be collected and condensed be- 
fore a coherent narrative could be 
developed. Mr. Farrell traveled to 
many parts of the country to inter- 
view prominent purchasing leaders, 
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past and present. He sifted thou- 
sands of pages of records to get the 
fascinating story. In addition to the 
running history, the book contains 
complete listings of all top officers 
of the national, outstanding leaders, 
convention dates and program and 
general chairmen, chairmen of 
groups and committees, etc. 

Top purchasing men who have 
read the advance proofs are en- 
thusiastic about the book. Among 
these are George Renard, Thomas 
D. Joliy, Prof. Howard T. Lewis, 
Stuart Heinritz, T. W. Harris, Jr. 
and H. F. “Hack” Jones. Several 
have suggested that the book would 
be an excellent memento for new 
cr prospective N.A.P.A., members— 
to give them a true picture of the 
traditions and achievements of the 
association. As one reader put it, 
“this book will be a source of pride 
to the ‘old-timer’ and a source of 
inspiration to the newcomer.” 

First edition of the important new 
book will be limited. Orders are 
now being taken at $3.50 per copy, 
with special generous discounts for 
quantity orders. Because the book 
is being offered on a _ non-profit 
basis at relatively low cost, orders 
must be accompanied by payment. 
Checks should be made payable to 
“Shipman Medalists—N.A.P.A.”, and 
mailed to that group, c/o Conover- 
Mast Publications, 205 East 42nd 
Street, New York 17, N.Y. 





Eastern New York Agents Hold 
Forum on Purchasing Problems 


The Purchasing Agents Associa. 
tion of Eastern New York met at 


Wolfert’s Roost Country Club, 
Loudonville, on January 21st. The 
program consisted of an open forum 
discussion of purchasing problems. 
Stuart F. Heinritz, editor of Pur- 
CHASING Magazine, served ag 
moderator for this part of the meet- 
ing, assisted by a panel of experts 
including George Tod, Giles Ben- 
nett, Harry Lieberman, and George 
Brown. The work of the panel was 
considerably lightened by active 
participation from the floor, and 
the discussion was still proceeding 
in high gear when the President's 
gavel signalled that time had run 
out. 
 * me 


Lehigh Valley Association Gets 
Charter of Incorporation 


The January meeting of the 
Lehigh Valley Purchasing Agents 
Association was held at the Hotel 
Easton, Pa., on the 25th. A feature 
of the meeting was the presentation 
of the charter of incorporation for 
the organization, recently granted 
by the Northampton County Court. 
Judge Carleton R. Woodring, who 
signed the charter, made the pres- 
entation. It was accepted by Asso- 
ciation President Carl B. Reichard. 
The principal address of the eve- 
ning was by Stuart F. Heinritz, 
Editor of PurcHasinc Magazine, 


who spoke on “What the Purchasing 
Agent Can Learn from the Sales- 


Judge Carleton T. Woodring (right) presents charter of incorporation of Lehigh Valley 
Purchasing Agents Association to Carl Reichard (left), president of the organization. Stuart 
F. Heinritz, editor of PURCHASING and speaker at the meeting, looks on. 
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feseur Forming 


ASSURES A BETTER FIT, 
GREATER STRENGTH, LONGER LIFE 


—— ss OO 


































ALLEN’S specialized and perfected method of cold forg- 
ing Allenoy steel produces the tremendous strength, 
fatigue resistance and precision that made Allen the 
Number One name in socket screws. Full “pressur-form- 


ing” preserves the tough Allenoy fibers continuous, un- 





; cut and concentrated where strength is needed most 
. . . conforming to the contours of screw head, socket 

and threads. 

ALLEN PRESSUR-FORMING pays off in precision screws 

n that you can count on to speed assembly, stand up 

F better under continued hard usage. To be sure you get 

t. the advantage of “pressur-forming’—just remember to 

. get genuine Allens, the easy name to remember because 

a Allen stands for socket screws. The leading 

d. Industrial Distributor in your area stocks 

‘ a complete line. m', 

e, 

ng 





NUF ACTURING 
- 42, Connecticut, U.S.A. 

















Allen ‘pressur-formd’ cap screws 

are standard stock items in sizes from 

No. 4 thru 1 in. Flat head cap screws, No. 4 
thru % in. Both N. C. threads. Many sizes are also 
standard in stainless steel, or in Allenoy 

steel with N. F. threads. 
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SLecl 
WASHERS 


for all your 


EQUIREMENTS 








Standards 
... Specials 


When you get an ear ring for washers, 
ynswer the lads with standards and specials 
from Joliet. Thousands of special dies 
in many shapes and forms to meet your 
needs — 9/32" to 8" O.D., gauges No. 28 
to 3/8". A variety of finishes available 
including: Electro-plating, Galvaniz- 
ing, Parkerizing and Cyanide hardening. 


Your emergency 
requirements are 


our special concern 








After All! There's no substitute for quality and service. 
JOLIET WROUGHT WASHER CO. 
203 CONNELL AVENUE, JOLIET, ILLINOIS 


For More Information Circle No. 220 on Inquiry Card—Page 17 





HARRISBURG CYLINDERS 


FOR HIGH-PRESSURE GASES 





Buy with 
CONFIDENCE! 


Yes, buy with confidence when you 
need cylinders for the storage or 
transportation of fixed, liquid, and 
medical gases in your plant... and 
buy from Harrisburg Steel, pioneer 
and world's largest manufacturer of 
seamless steel high-pressure gas 
cylinders made to I.C.C. Specifications. 


Harrisburg Steel offers you the choice 
of a complete line, a complete range 
of sizes and capacities, in both 
domestic and export types... from 
14 to 400 cubic feet. Orders from a 
few dozen to several thousand 
cylinders all receive prompt atten- 
tion. Write for our Cylinder Catalog 
and current prices. 


HSC-PA-1/54 
- 


( 101 Years in Pennsylvania's Capital / 


arrisburg Steel 


COoOrPORATION MARRISSURG 19 
PENNSYLVANIA 
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Outlook for 1954 Discussed 
at New Castle Meeting 


The regular monthly meeting of 
the Purchasing Agents Association 
of New Castle was held on January 
20th at the Castleton Hotel in New 
Castle, Pa. The speaker for the 
evening was A, C. Farmer, economic 
consultant, Westinghouse Electric 
Corp., Sharon, Pa. Mr. Farmer 
spoke on “The Business Outlook for 
1954”. Two new members were in- 
troduced to the association; Leland 
Baker, Johns Manville Corporation, 
and Richard D. Hartsig, Westing- 
house Electric Corporation. 


, - FF 


Industrial Expansion of 
British Columbia Outlined 


Lt. Col. Alex Manson, industrial 
and commercial sales manager, 
British Columbia Electric Co., was 
the featured speaker at the January 
meeting of Purchasing Agents As- 
sociation of B. C. His subject, “In- 
dustrial Expansion”, outlined the 
rapid industrial growth of British 
Columbia during the past five years. 
The association also conducted its 
first plant visitation for 1954 with 
an examination of the facilities of 
the Western Insulation Co., manu- 
facturers of rock wool insulation. 


it. F 
Twin City Elects Officers 


The following officers were elected 
to head the Twin City Association 
of Purchasing Agents at a recent 
meeting held in the Radisson Hotel, 
Minneapolis, Minn.; N. A. Westhoff, 
B. F. Nelson Mfg. Co., president; 
Fred J. Morlock, Donaldson Co. 
Inc., vice president; Frank S. Ryan, 
St. Paul Brass Foundry Co., secre- 
tary-treasurer; and R. J. Malone, 
Ford Motor Co., national director. 


ee oe 
Buffalo Welcomes New Members 


The Purchasing Agents Associa- 
tion of Buffalo started off the New 
Year right with a rousing welcome 
for four new members. They are; 
Rev. Cyril I. Trevett, Institutional 
Procurement Services Inc.; Leland 
H. Kirk, American Brass Co; 
Charles E. Schiffler, Caton-Hendler 
Paint Co., Inc.; and Louis E. Lane, 
Bacon & Vincent Co., Inc. Following 
the initiation of mew members, 
Robert Johnson of the University 
of Buffalo presented a brief review 
of the economic outlook for 1954. 
This was followed by a discussion 
by J. T. Grady, eastern sales direc- 
tor, Chase Bag Co., Philadelphia, 
on “Commodity Packaging”. 
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EFFICIENCY 


a 





\ 







pe with 


SSS 


~~ 





BUSDUCT 


WITH EITHER COPPER OR ALUMINUM CONDUCTORS 
Put this safe, dependable system of power dis- 
tribution to work in your plant. You'll find it 
one of the most practical investments you could 


regrouped without disrupting production, thus 
facilitating plant operation. 


make in greater plant efficiency and economy of Another feature is that it can be arranged to 
operation. fit almost any electrical requirement. Sections 
can be run horizontal or vertical, at floor level 

@ Powerplugin Busduct makes power avail- or overhead. 


able when and where you want it. It is the 
shortest distance from service entrance to 
machine or lights. It reduces voltage loss to a 
minimum by eliminating long lead-ins, cuts 
maintenance costs and provides other savings. 
Too, it is 100 per cent salvageable. : 


Capacities of @ Powerplugin are 250 to 
1,000 amps (1,200 and 1,500 amps also avail- 
able), 600 volts AC or less with Klampswitch- 
fuz, Shutlbrak or Circuit Breaker plugin units 
for 200 amps or less. 


For further information on this more efficient, 


Approved by the Underwriters’ Laboratories, flexible system of power distribution, consult 
Inc., for label service,  Powerplugin is made your nearest @& representative, listed in Sweet's, 
in standard 10 foot lengths with a plug-in or your @ distributor. He'll be glad to explain 


outlet every foot of the way or alternately on two how you can put this system to work in your 
sides. It enables machines to be re-located or plant. 


Features of @® Powerplugin | 
@ Powerplugin is made of 16 gauge steel for plug-in units; two sliding type mounting | 


with attractive pearl gray enamel finish. In- brackets per section for hanging as desired, 
sulators are one piece glazed porcelain with steel electro-silver plated contact surfaces at joints 
channel supports riveted into position. with two or four brass jam bolts with phosphor 


bronze cup washers in elongated fastening holes 
Flush type, hinged cover plug-in openings, are other features. Either Copper or Aluminum 
simplified, adjustable, two screw type fasteners Conductors available. 4 


Srank Adam 
Electric Co. 


SWITCHBOARDS @ SERVICE EQUIPMENT e@ SAFETY SWITCHES @ LOAD CENTERS ¢ QUIKHETER 


BOX 357, MAIN P. O. 
ST. LOUIS, MISSOURI 





Mokers of; BUSDUCT e PANELBOARDS e 
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PAGE 


Manufacturers’ Wire 






HAI 





TRESS | 






makes 
them all 


YOU draw the Shape... 
PAGE will draw the Wire 


Cross-sectional areas up to .250” square; 
widths up to %”"; width-to-thickness ratio 
not to exceed 6 to 1. 


Tell us the way you want it. We’ll follow 
your specifications. 





Write or wire today 


plus 
Welding 


cco Page Steel and Wire Division 
3 AMERICAN CHAIN & CABLE 


Monessen, Pa., Atlanta, Chicago, Denver, Detroit, 
Los Angeles, New York, Philadelphia, Portland, 
San Francisco, Bridgeport, Conn. 
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American Brake Shoe VP Is 
Speaker at Rochester Ass’n 


The Purchasing Agents Associa- 7 


tion of Rochester held a pre-meet- 


ing forum on “Traffic”, conducted — 
by Francis Ryan, Eastman Kodak 7 
Co., and Clarence Buff, Bausch & ~ 


Lomb Co., prior to their regularly 
scheduled January meeting. The 
feature speaker for the evening 
was W. T. Kelly, Jr., vice president, 
Kellogg Division, American Brake 
Shoe Co. 


a 


Better Business Bureau Manager 
Tells Denver of ‘Wholesale 
Hokum’ 


W. Dan Bell, area manager for 
the Better Business Bureau, was 
guest speaker at a recent meeting 
of the Purchasing Agents Associa- 
tion of Denver. Using “Wholesale 
Hokum” as the title of his address, 
Mr. Bell told how fraudulent pro- 
motion schemes that effect the or- 
dinary housewife have repercussions 
on business in general. He also ex- 
hibited samples of merchandise 
which had been turned into his 
agency and outlined the frauds 
connected with them. 


7 .F < 


Washington PA’s Visit Glass Co. 


The Northwestern Glass Company 
was the target for a recent plant 
visitation of the Purchasing Agents 
Association of Washington. The tour 
included a detailed study of all the 
steps of glass manufacturing from 
the initial components to the press- 
ing of gobs of molten glass into 
bottles, jars, etc. 


a 


New England Hears About 

Present-Future of Electronics 

James J. Sutherland, division 
general manager, Woburn Elec- 
tronics Division, Sylvania Electric 
Products Inc., was the main speaker 
at the February meeting of the New 
England Purchasing Agents Asso- 
ciation. He spoke on, “Present and 
Possible Future Applications of 
Electronic Controls in Industry”. In 
the afternoon, Bernard A. Torri, 
Boston and Old Colony Insurance 
Companies, led a discussion on 
“Purchasing and Office Management 
in the Insurance, Banking and Gen- 
eral Office Fields of Endeavor”. It 
was reported that a vote by mail in- 
dicated that the majority of the 
membership is willing to accept 
eligible women purchasing agents 
to membership in the association. 
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IF You Use “TEFLON”... 















ETHYLENE 


a 


y 


‘YA 


PRICE — Specializing in Teflon 
has produced operating econo- 
mies permitting Ethylene to pio- 
neer in lower prices. 


DELIVERY —Ethylene keeps a 
large stock of most items, others 
are usually available in a week 
or two. 


QUALITY —up to date on in- 


strumentation and process control 
insures maximum quality. 


VARIETY — Ethylene stocks di- 


mensions close to your finished size 
—saving material. 


MMM ba tt 





ACCURACY — Close tolerances 


are available as standard practice 
in large or small quantities. 


DEVELOPMENT—Ethylene 


offers engineering experience to 
help solve your problems. 


illustrated 
Catalog 56, 


Pioneers and Specialists in TEFLON products 


ETHYLENE CHEMICAL CORPORATION 


249 Broad St. - Summit, New Jersey 
r 


- 
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Chicago Ass’n Scores With 
20th Annual Products Show 


The Purchasing Agents Associa- 
tion of Chicago held its 20th An- 
nual Products Show at the Hotel 
Sherman on February 16, 17 and 
18th. The show, one of the most 
popular industrial exhibits in Chi- 
cago, drew more than 26,000 visi- 
tors to its 186 booths. While the 
show is primarily a local endeavor, 
many national organizations had 
booths in which to exhibit their 
products to the many interested 
purchasing agents and _ assistants 
that toured the display area. Dr, 
W. H. Alexander was the main 
speaker at the banquet which was 
held on the final night of the show. 


: + F 


Color Film on Brass 

“The Science of Making Brass”, a 
16 mm color film produced for 
Chase Brass & Copper Co., a sub- 
sidiary of Kennecott Copper Corp., 
is being offered for loan to metal- 
working industries, trade schools 
and state and local technical groups. 
It runs for 29 minutes and makes 
extensive use of animation, dia- 
grams, and extreme close-ups of 
the casting, extrusion, drawing and 
rolling processes used in the manu- 
facture of sheet, rod, wire and tube. 
Requests for loan should be ad- 
dressed to Chase Executive Offices, 
Waterbury 29, Conn., or to local 
Chase warehouses or sales offices. 


ae 


Toledo Visits Republic Steel 
During All-Day Outing 

An all-day excursion to the high 
speed steel plant of the Republic 
Steel Corporation, was the main 
event for January for the Purchas- 
ing Agents Association of Toledo. 
Leaving Toledo at 7 a.m., the group 
enjoyed the trip through the plant, 
luncheon, cocktail party and a visit 
with the members of the Cleveland 


Association before returning to 
‘Toledo at midnight. 

e+ FF F 
Economics Professor Addresses 


Agents in Syracuse 

A. M. MclIsaac, professor of eco- 
nomics and chairman of the Depart- 
ment of Economics in the College of 
Liberal Arts, Syracuse University, 
was the featured speaker at a recent 
meeting of the Purchasing Agents 
Association of Syracuse and Central 
New York. Professor McIsaac ana- 
lyzed current business trends and 
their far-reaching effects on busi- 
ness operations such as buying, in- 
ventory, etc. 
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ANNOUNCING 
THE GAl PST; A VF nein 


a handsome package with the strength of steel 


REDUCES SHIPPING HAZARDS 


Reinforced with strips of cold rolled steel at the 
corners, the GAIRSTAY carton easily absorbs the 
punishment of both internal and external shocks. 


EYE-CATCHING 
GAIRSTAY cartons can be attractively printed 
in any combination of colors—on white or col- 
ored boxboard. In addition, the steel stays come 


in ten standard colors to harmonize or contrast 
with the printed design. > 
SPACE SAVING 

Blanks forGAIRSTAY cartons, die-cutand scored 

to your specifications, are shipped flat. You can 

store the blanks in only one-fifth of the space 

required for pre-formed boxes. Then you form 


the cartons as you need them, right in your own 
plant, with a GAIRSTAY machine. 


yi 
NIA 
t 
$ 
. 
2 
@ SIMPLE, EFFICIENT PRODUCTION 
“ An operator can be quickly trained to use the 
GAIRSTAY machine, which cuts off a strip of 
& stay material, folds it around a corner of the 
carton, drives the prongs into the boxboard and 
é clinches those prongs in place—all automatically. 
4 Write for a folder on GAIRSTAY CARTONS. 
Please address your request to Department 21. 


FOLDING CARTONS 
GA I rR SHIPPING CONTAINERS 
© 


PAPERBOARD 


ROBERT GAIR COMPANY, INC., 155 EAST 44th ST., NEW YORK 17 
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How G2k-!INTER! Helps 
Benton Harbor Engineering Works 


ef? 


Put the-/7/7 J in Lift Trucks 


game ee 


Three G&K-INTERNATIONAL packings are installed in the Hydraulic 
Hoist Cylinder . .-. the heart of the lifting mechanism. A special im- 
pregnated leather U packing with synthetic rubber filler ring is installed 
on a backing plate in the piston head. This insures smooth operation 
and positive sealing at all pressures for load positioning and holding. 
Two O-Ring static seals prevent leakage at mechanical joints. 

The tilting mechanism uses double-acting hydraulic cylinders with 
G&K-INTERNATIONAL leather U packings installed opposed in 
the piston heads. 

G&K-INTERNATIONAL is ready to supply your needs in leather 
U’s, V’s, Flanges and Cups impregnated and/or coated to meet the 
requirements of fluid and service — also synthetic rubber packings 
of all types, including O-Rings. 


Write for G&K-INTERNATIONAL Catalog and Manual 201A . . . con- 
taining 60 pages of up-to-date data. See latest JIC and recommended 


sizes for cups, flanges, U’s, V's, O-Rings — also facts on oil seals and 
specialties. 


KK = INTERNATIONAL /4ckizgs 


i) LEATHER — SYNTHETIC RUBBER 


GRATON & KNIGHT COMPANY, Worcester, Massachusetts 
INTERNATIONAL PACKINGS CORPORATION, Bristol, N. H- 
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Tri-City Joint Meeting Hears 
General Discuss Europe 

The Dayton Association was the 
host for the annual Tri-City Joint 
Meeting comprising the member. 
ships of the Cincinnati, Dayton and 
Springfield Associations in January, 
Major General Phillip W. Smith, 
controller of Air Materiel Com- 
mand, Wright-Patterson Air Force 
Base, spoke on the subject, “Condi- 
tions in Europe”. General Smith 
told of his first hand observations 
of business and procurement condi- 
tions during his recent visit to 
Europe. He said that he felt that 
Western Germany is the “king pin” 
of Europe today. This is the first 
time in history, he declared, that a 
military alliance has a hard periph- 
ery and a soft core. Western Ger- 
many and the low countries are 
the hard periphery—France “doesn’t 
care” and Italy “isn’t interested.” 


eT FoF 


Purchasing College Course 


A course, jointly sponsored by 
the Purchasing Agents Association 
of Cleveland and the Cleveland 
College of Western Reserve Uni- 
versity, is being offered on the 
“Fundamentals of Industrial Pur- 
chasing”. Arnold Roterus of Na- 
tional Carbon Co., a division of 
Union Carbide & Carbon Corp., is 
the instructor. 


T CEs 


Forum and Lubricants at 


Pittsburgh January Meeting 

A forum meeting of particular 
interest to purchasing men started 
off the regular January activities 
for the members of the Purchasing 
Agents Association of Pittsburgh. 
Gus Wadsworth was moderator of 
this session on “Inventory Control”. 
Highlight of the evening meeting 
was a discussion on “Lubricants— 
Lubrication” by David B. Moor, 
senior industrial engineering buyer, 
Aluminum Co. of America, and Dr. 

. M. Kipp, chief, lubricants divi- 


sion, Aluminum Research Labora- 
tories. 


7, Fos 


Montreal Holds Curling Bonspiel 


A curling bonspiel was the fea- 
ture event for February of the Pur- 
chasing Agents Association of Mon- 
treal. Using the five sheets of ice 
at the Heather Curling Club, the 
association had a substantial turn- 
out to enjoy the fun. For the “non- 
curlers” there were cards and bil- 
liards. 
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For LOW-COST DEPENDABLE steam, 
UPJOHN burns COAL the modern way! 
















Upjohn’s new 
pharmaceutical plant 
which includes units 
for production of 
penicillin and 
cortisone, as well 

as some 700 other 
pharmaceutical products, 
relies on coal for 
dependable steam! 











The firing aisle of Upjohn’s no dust or smoke nuisances, thanks to the dust- 


ultramodern steam plant. collecting and cinder re-injection system. Ash han- 
This plant supplies steam, cleanly and efficiently, dling is fully automatic. These 3 boilers, plus a 
at only 40¢ to 42¢ per 1,000 lbs. for the Portage fourth recently installed (not illustrated), deliver 


Road Plant near Kalamazoo, Michigan. There are up to 115,000 Ibs. steam per hour at peak load. 


Whether you're building a new plant or modernizing If you operate a steam plant, you can’t 


an older one, you can count on coal for dependability efford to ignore these facts! 
d low-cost operation. 
ee ee : COAL in most places is today’s lowest-cost fuel. 


COAL resources in America are adequate for all 
needs—for hundreds of years to come. 


production in the U.S.A. is highly mechanized 


Here’s why: Up-to-date coal-burning equipment 
can give you 10% to 40% more steam per dollar. Auto- 
matic coal- and ash-handling systems can cut your COAL 


labor cost to a minimum. Let a consulting engineer and by far the most efficient in the world. 
‘ : aT . , COAL prices will therefore remain the most stable of 
show you how a modern coal installation, tailored for all fuels 


your specific needs, can save you real money. COAL. lo the eufest Suck to chen and wn: 


Here's something else, too—of all fuels, coal alone COAL is the fuel that industry counts on more and 


has virtually inexhaustible resources. This, plus the more—for with modern combustion and han- 
f. h: Ar dens's Ietebiies ROY ea dling equipment, the inherent advantages of 
act that Americas highly mechanized coal industry well-prepared coal net even bigger savings. 

is the most efficient in the world, assures you of a 


dependable supply of coal at relatively stable prices BITUMINOUS COAL INSTITUTE 


now and for years to come. A Department of National Coal Association, Washington, D. C. 


FOR HIGH EFFICIENCY Xi FOR LOW COST 





YOU CAN COUNT ON COAL! 
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SPECIALISTS ON 


SHORT RUN 





INDUSTRIAL RUBBER 





SEND TODAY FOR THIS PICTORIAL 
STORY OF THE DESIGN . . . DEVELOP- 
MENT . . . SHORT AND PRODUCTION 


RUN FACILITIES AVAILABLE FROM 





Exclusive new engineering data form 
and specification chart speeds, simpli- 
fies proper rubber specification! 


Discover how one reliable source 
with design, development and: re- 
search laboratories . . . mold shop 
and milling department .. . bat- 
teries of molding presses .. . spe- 
cial vulcanizers can result in better 
industrial rubber products, broader 
rubber applications like this— 


Lawn mower tires, plating 
masks, automotive parts— 
whatever the application, 
Spencer can mold a com- 
ponent to every specifica- 
tion of size and perform- 
ance—even on short runs! 


"°"e® 


Custom blended rubber to give bushings . . . 
gaskets . . . and an infinite variety of rub- 
ber products every desired physical property. 


Get the complete story of Spencer 
facilities — and how they'll im- 
prove product quality, lower 
product cost, eliminate produc- 
tion bottlenecks — send now for 
catalog 4-A. 


spencer 


Rubber Products Co. 


10 Chapel Street 
Manchester 
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Conn. 


K-2 Expedition Member Talks 


to Washington Association 

Pete Schoening, a member of the 
dramatic K-2 expedition that at- 
tempted to scale the second highest 
mountain in the world, was a big 
drawing card for the January meet- 
ing of the Purchasing Agents As- 
sociation of Washington. Describing 
the thrilling adventure in words 
and pictures, Mr. Schoening pre- 
sented one of the most interesting 
lectures the association had ever 


scheduled. 
TF ¥¢ 


Atomic Energy in Ohio 


Discussed at Canton Meeting 

The general manager of the 
Goodyear Atomic Corp., Ports- 
mouth, Ohio, was the main speaker 
at the January meeting of the Can- 
ton and Eastern Ohio Association 
of Purchasing Agents. Mr. A. J. 
Garcia, a head of the Pike County 
Atomic Energy plant outlined the 
effects of his plant’s work on the 
State of Ohio. 


Fo «Ft 8 


Youngstown Hears About 


Steel at January Meet 

The Youngstown District Pur- 
chasing Agents Association heard 
George McCuskey, assistant to the 
president, Youngstown Sheet & 
Tube Co., discuss the “Action Taken 
By the Steel Industry in Providing 
For Their Future Requirements of 
Raw Materials” at the Association’s 
January meeting. Preceding the 
main speaker was a forum on 
“Commercial Bribery” handled by 
Roy Mills and Carl Blumenschein. 


a oe 


New Orleans Host to NAPA 


President E. F. Andrews 

National President E. F. Andrews 
was the guest of the Purchasing 
Agents Association of New Orleans 
at the association’s January meeting. 
He spoke to the group on “Selling 
Purchasing”. In addition to hearing 
Mr. Andrews, the association wel- 
comed into membership A. E. Har- 
old of the C. V. Harold Rubber Co., 
and Harvey T. Johnson of the Elec- 
tric Appliance Co. Two new applica- 
tions were also approved. 


e*  F 


Buffalo Holds Dinner-Dance 
The Purchasing Agents Associa- 
tion of Buffalo held its annual din- 
ner dance at the Buffalo Trap & 
Field Club. A good turnout and fine 
music and food made the affair an 
outstanding success. 















VICTOR 








Here’s the newest 
Victor Power Blade 
—a blade that is 
break-resistant for 
safety and economy. 
A blade that offers 
moly high speed 
performance at no 
premium cost. 


Victor heat 

treating know 

g how producing 
graduated hardness. 

No matter what your metal-cut- 

ting problem, there’s a VICTOR 
Blade for the job. Competitively 
priced. 

Call your nearby Industrial Dis- 
tributor for VICTOR Blades—and 
for hundreds of the other items you 
need to keep production running. 
Sold Only Through Recognized Distributors 









<a 


VICTOR” 


SAW WORKS, INC, + MIDDLETOWN, N.Y., U.S.A. 


Makers of Hand and Power Hack Saw Blades; 
Frames; Metal & Wood Cutting Band Saw Blades. 
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Only Midwest ‘‘Long-Tangent”’ 
Elbows have these longer tan- 
gents (dotted lines indicate their 
length beyond ends of ASA 
Elbows). Tangents are Ye of 
nominal diameter: a 12” elbow 
has tangents 3” long. 


This young man’s dad also saves money. But he 
does it by specifying Midwest LONG-TANGENT 
Elbows whenever he needs welded piping. These 
elbows (see above) can be lined up with pipe 


more quickly and accurately. Less pipe is re- 








quired and a short nipple (with its extra cir- 
cumferential weld) is frequently eliminated, 
Slip-on welding flanges are easily used with 
minimum change in either flange or fitting. And 
then . . . Midwest “Long-Tangent” Elbows cost 
no more than ASA Elbows. You, too, can save 
money by specifying them on your next weld- 


ing fittings order. 


MIDWEST PIPING COMPANY, INC. 


Main Office: 1450 South Second Street, St. Lovis 4, Mo. 
Plants: St. Lovis, Passaic, Los Angeles and Boston 
Sales Offices: 

New York 7—50 Church St. « Chicago 3—79 West Monroe Si. 
Los Angeles 33—520 Anderson St. « Houston 2— 1213 Capitol Ave. 
Tulsa 3—224 Wright Bidg. © Boston 27—426 First St. 
STOCKING DISTRIBUTORS IN PRINCIPAL CITIES 











eas 


MOWesPHEONGTITING 


IMPROVE PIPING DESIGN AND REDUCE costs 
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FRIGIDAIRE 

















More and more men who buy for 
industry are making Frigidaire 
their first source for cooling equip- 
ment of every kind. They’ve found 
it pays real returns in higher per- 
formance, lower operating and 
maintenance costs, as well as in 
real dependability. 

Call the Frigidaire distributor or 
Factory Branch that serves your 
area. Or write: Frigidaire Division, 
Dayton 1, Ohio. 


wow FRIGIDAIRE 


Water Coolers 





Air Conditioning 
Refrigeration 


BUILT AND BACKED BY GENERAL MOTORS 
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Providence Newspaper Man 


Speaks to Rhode Island PA’s 

Sevellon Brown, editor of the 
Providence Journal, was the main 
speaker at the January meeting of 
the Rhode Island Purchasing Agents 
Association. Mr. Brown’s topic was, 
“The Conduct of Foreign Policy in? 
the Eisenhower Administration”, 


yr r77 a 


Andrews Visits Dallas 
E. F. Andrews, president of ~ 
N.A.P.A., was the featured speaker ~ 
at the January meeting of the Pur. 
chasing Agents Association of Dal- 
las. Mr. Andrews spoke on “Selling 
Purchasing”. 


¢ -F: Ft 


Governmental Purchasing 
Making Rapid Progress 


Centralized purchasing for state, ~ 
county, and municipal governments 
is making rapid strides, with the 
growing consciousness of the mone- 
tary savings and greater operating 
efficiency that can be achieved with 
the adoption of this type of organi- 
zation in public business. 

Among the cities with new cen- 
tralized purchasing departments this 
year are Bethlehem, Pa., Las Vegas, 
Nev., and Riverside, Cal. 

Due for a major overhaul of ex- 
isting purchasing procedures, all 
with a view to increasing the 
authority and effectiveness of pres- 
ent centralized purchasing systems ~ 
are the state of Minnesota, the City 
of Chicago, and Dallas County, 
Texas. 

Active studies are in process for 
the establishment of centralized 
purchasing in the State of Delaware 
and the cities of Springfield, Ill, 
and Malden, Mass. 


7. FF. # 
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Industrial Purchasing-Marketing 
Conference At Detroit 


A two-day conference, sponsored 
by the Division of Business Services, 
Wayne University, will be held at 
the Sheraton Cadillac Hotel, De- 
troit, on Thursday and Friday, 
March 25 and 26. Theme of the 
meeting is announced as “Better 
Coordination for Improved Indus- 
trial Marketing in a Competitive 
Economy.” In line with the coopera- 
tive approach to find answers for 
today’s problems, industrial buyers, 
sales management, market research, 
and advertising men are invited to 
meet with general management for 
these discussions. The program in- 
cludes: 

(Please turn to page 206) 
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Verascope Stereo Viewe? 
Molded for 
Busch Camera Corp., 


c hic aZ0 








= 


views a true-to-life picture ! 


Look at this viewer and you will see much more 
than a skillfully molded housing for a superb 
stereo optics system. You will see another 
reason why we are especially well equipped 

to mold your camera and photographic 
products—or any thermoplastic products 

for that matter. We can tell you a long story 


of product molding and engineering ac- 


i 


: j 4 & complishments. There's plenty of variety 


in this story for we have molded low 
cost mass production items, as well as outstanding 


sellers in the luxury price class. 


Thus we know how to strike the proper balance of quality 


and economy that results in a top grade job within 














your production budget. We'd like to show you how we can do 


Write on your letterhead for the neu A the best custom molding job for you. Let us know today 
Injection Molded and Extruded wibidiel waldo As i 2s 
Plastics Catalog. Or, for detailed ee ee ee ee ae ae 
information about <ie-RasTe* piping, 

tubing and fittings, write for circulars 


containing data and illustrations ELMER E. MILL S CORPORATION 


*Trademark Registered o subsidiory of CONTINENTAL EC CAN COMPANY 





TION MOLDERS ond EXTRUDERS of: Tenite, Lumarith, Plastacele, Fibestos Jylon, Plexiglas, Polystyrene, Styron, 


- > 
te. Geon. Plexene, Polyethylene, Cerex, Fortice!|, GRMOPQAGWO ” . Soran, and other Thermoplastic Materials 


2930 NORTH ASHLAND AVENUE © CHICAGO 13, ILLINOIS 

















LIFTS viet From FLoors... HOLDS 11 ofr... 








100% ACTIVE — 100% SAFE! 


‘ NEW LIQUID SYNTHETIC DETERGENT 


Whether your water supply is HARD or SOFT, clean- 
ing with CINDET means no curds, no dingy film! 
CINDET is surface-active — it works on the principle 
of LIFTING floor dirt, grease and old water-emulsion 
wax from floors and HOLDING it in suspension in a 
fluffy mass of energetically-cleaning SUDS. Dirt is 
4 not re-deposited — rinses off easily. 

, Dilute a little CINDET in HARD or SOFT water... 
apply with clean mop...let foamy, clean-looking 
suds stand 5 or 10 minutes... scrub only if neces- 
sary, and rinse thoroughly. The result: AMAZINGLY 
BRIGHT, CLEAN FLOORING. 

Safe for all flooring — and wonderful for removing 
stubborn rubber marks. Also excellent for walls, for 
. shampooing rugs and upholstery, for washing dishes 
\ by hand. 

DOLGE backs up CINDET with a complete-satisfac- 
tion-or-deal-is-off GUARANTEE! Write for literature; 
have your DOLGE SERVICE MAN demonstrate 
CINDET on your dirtiest, greasiest flooring. 











THE subs ’ epontahle 
= H work : 
FOR yey pot J a ° 
itary SUR , 
FREE bay ~ abe 





MAN 
see YOUR poise service 


~ 


a WESTPORT, CONNECTICUT 
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AMERICAN 
Tubular and Split 
RIVETS 


In all metals, all styles, 


for all industrial applications. 


Write for price list 


AMERICAN RIVET COMPANY 
849 N. Kedzie Ave., Chicago 51, III 


‘\ 
BUY AMERICAN...Tubular and Split Rivets... 
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(Continued from page 204) 

Thursday Morning 

Registration. 

Presiding, Dr. Ferdinand RF 
Mauser, Chairman of the Depart- 
ment of Marketing, Wayne Univer- 
sity School of Business Administra- 
tion. 

Welcome by William Stirton, Vice 
President of Wayne University and 
President, Engineering Society of 
Detroit. 

Address—“Industrial Marketing 
and Things to Come” by M. Joseph 
Meehan, Director, Office of Business 
Economics, Department of Com- 
merce, Washington, D. C. 

Address—“The Industrial Editor 
Looks at How Better Coordination 
Can Be Achieved for Improved 
Industrial Marketing.” 


Thursday Luncheon 

Presiding, William Sproul, Ad- 
vertising Director, The Burroughs 
Corp., and President, National In- 
dustrial Advertisers Association. 

Address—“How Supplier Organi- 
zations Can Contribute to Fulfill- 
ment of Objectives of Design 
Engineering’ by Walter Burwell, 
Director of Specialized Design, En- 
gineering Dept., Chevrolet Div., 
General Motors Co. 


Thursday Afternoon 

Panel session — “Coordination 
Within Your Company for Better 
Industrial Marketing.” 

(a) Industrial Marketing Re- 
search 

Management Viewpoint—Frank 
Juraschek, Assistant Director, Dis- 
tribution and Availability, United 
States Steel Corp. 

Departmental Viewpoint—Jerry 
Fitzsimmons, Manager of Commer- 
cial Research, Allis-Chalmers Mfg. 
Co. 

(b) Industrial Sales 

Departmental Viewpoint—E. W. 
Ervasti, Manager of Industrial Sales, 
Wolverine Tube Division. 

(c) Industrial Advertising 

Management Viewpoint—Robert 
P. Wagner, Manager of Industrial 
Advertising and Sales Promotion, 
Westinghouse Electric Co. 

Departmental Viewpoint—Robert 
C. Trees, Advertising Manager, 
Udylite Corp. 


Dinner Meeting 
Presiding, Harvey Campbell, De- 
troit Chamber of Commerce. 
Address—“How Supplier Organi- 
zations Can Contribute to Fulfill- 
ment of Management’s Objectives” 
by Ray Powers, Vice President, 
Manufacturing, Packard Motor Car. 
(Please turn to page 210) 
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JUS’ LIKE 
BAKIN’ A 
CAKE 













UH 
GOTTA HAVE 
GOOD 
MATERIALS ! 
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A GOOD 
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Making files of high Smoothing involves straightening the annealed blank, grind- 


( wero and lasting quality, and of ing to remove scale, and drawfiling to assure uniform teeth 

: correct design for use on and even filing surface (3). 
various kinds of materials and Cutting is done by Nicholson-perfected chisel-operating ma- 
products, is a science. Nicholson chines considered the most precise and efficient of their kind 
manufacture goes far beyond the in the world. First operation (4) produces the overcut 

factory walls. It extends to the metal- (single) ; second (5) the upceut. 

lurgical laboratory, to the steel mills, to Hardening is achieved under highly scientific processes and 
industrial plants where files are in constant controls to assure teeth that are strong and hard yet not brittle. 


or diversified use. Briefly, the steps embrace 


Finishing (6) includes such important details as: cleaning 
these important factors: 


and sandblasting for extra sharpness of teeth; softening the 


Steels are usually made to exacting specifications; come in tang; oiling to prevent rust; final-testing and checking to 
bars of various cross-sections; are analyzed and tested; cut orn the most efficient, uniform and long-lasting files human 
to working length (1) skill and earnestness can produce.* That’s why— 

g ' 


Forging, with trip hammers, rollers and punches, shapes the Industrial Distributors are proud to offer you 
body, point and tang into a “blank” (2). Nicholson or Black Diamond files 


Annealing, by heating that is laboratory-controlled for both *FREE 48-PAGE BOOK, “File Filosophy,” tells lots more 
degree and length, “conditions” the steel for uniform texture about the manufacture, kinds, use and care of files. 


and for cutting. Send for it. => 








2 U.S.A (in Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 
. . e 


NSLSg NICHOLSON FILE CO. * 28 ACORN STREET * PROVIDENCE 1, RHODE ISLAND =a 
“acy . 
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These hands are priceless 


Keep them working with 


JOMAC HAND-GUARDS 


Hand injuries can cost you plenty—in lost time, 
decreased production, soaring insurance premiums. 
But you can prevent them with low-cost Jomac 
Hand-Guards. 

Used on bare hands, over gloves, or in place of 
leather hand pads, Jomac Hand-Guards give sure 
protection and keep workers on the job. Industrial 
plants throughout the country report that Jomacs 
decrease hand injuries. 

Reason: Jomac Hand-Guards are made from 
job-tested twisted loop Jomac Cloth, which cush- 
ions the hands against rough surfaces, sharp edges, 
and bruising shocks. You can order Jomacs in a 
number of different styles and with or without a 
grease and oil-resistant rubber lining. Write for our 
catalog and be sure to ask about a trial order. 
C. WALKER JongEs Co., Dept. F, Philadelphia 38, Pa. 
Plants in Philadelphia, Pa., and Warsaw, Ind. 


JOMAC 


INDUSTRIAL GLOVES 
outwear ordinary gloves by 700% 
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(Continued from page 206) 


Friday Morning 

Purchasing Agents Shirt Sleeve 
Panel 

Theme—“What the Purchasing 
Agent Expects from the Supplier.” 

Moderator—Willis Morgan, Vice 
President, Marketing, The Bur- 
roughs Corp. 


Friday Luncheon 

Presiding, A. A. Togesen, Vice 
President, Sales, Bulldog Electric 
Co. 

Address—“How Supplier Organi- 
zations Can Contribute to Fulfill- 
ment of Production Management” 
by Del Harder, Vice President, 
Manufacturing, Ford Motor Co. 


Tw, # 


Metropolitan Assistants Club 

Holds Forum, Hears Speaker 

The Metropolitan Purchasers’ As- 
sistants Club had Stanley W. Mac- 
Kenzie, purchasing agent, U. §. 
Rubber Co., head up their Febru- 
ary forum on “Relationships with 
Vendors”. Later, at the regular 
meeting, the members heard G. Z, 
Wollam, assistant to the vice presi- 
dent, Westinghouse Electric Corp., 
discuss “Financial Responsibilities 
of the Purchasing Department”, 
The meeting closed out on a light 
note with the showing of the color 
movie, “Fishing In Alaska”. 


7. #t fF 


‘Avoiding World War III’ Is 


Theme of New Orleans Meeting 

“Avoiding World War Three” was 
the subject of a talk by Rev. Louis 
J. Twomey, S.J., director of the in- 
dustrial relations and dean of the 
Law School, Loyola University, at 
the February meeting of the Pur- 
chasing Agents Association of New 
Orleans. Father Twomey showed 
how labor problems and labor poli- 
cies in the United States effect in- 
ternational peace. 


, ¢:,F 


Dallas Hears Safety Engineer 


and Sheriff in February 

Two regular meetings in Febru- 
ary provided the members of the 
Purchasing Agents Association of 
Dallas with a variety of information 
and activity. At one meeting, they 
heard about “The Safety Program 
and Its Part In Industry” from C. B. 
Swanner, safety engineer, Magnolia 
Petroleum Co, Later in the month, 
the members were faced with the 
“Problems of the County Sheriff's 
Office”, when James E. “Bill” 
Decker, sheriff of Dallas County ad- 
dressed the group. 
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MAINTENANCE MEN PREFER 
O-B GATE VALVES FOR..- 





— 


ee 


*n close quarters 


@ O-B gate valves “break” conven- 
iently and easily at the center joint. 


per ORDO THs 


Stem, handwheel, packing nut and stuff- 
ing box come off as a unit. The Flexi- 
tite Disc® remains in the body. It stays 
in position for the stem to be re-inserted. 

This easy take-down feature of non- 
rising stem gates simplifies installation 
in locations where space is limited. With 
most of the trimmings removed, there's 
more room for threading the valve body 
to pipe ends. Then when the body is in 
position, the valve can be re-assembled 
in a few seconds. 

It’s features like the easy take-down 
that make O-B gates preferred for in- 
i dustrial maintenance. They re available 
in sizes up to three inches, and for up 
to 200 pounds working steam pressure. 

O-B bronze valves have been serving 
in industry for more than 60 years. Call 
your local Ohio Brass distributor for 
valves convenient to install and depend- 
able in service. 


Ohio Brass Company 
Mansfield, Ohio 


> — BRONZE GLOBES, ANGLES, GATES AND CHECKS 
aa See FOR INDUSTRIAL SERVICE 
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A variety of pneumatic tools to provide effortiess 
power for hundreds of production line and main- 
tenance jobs. 








featherweight 
PNEUMATIC TOOLS 


Industrial plants everywhere are 
switching to MALL PNEUMATIC 
TOOLS and the results are fantastic. 
Production zooms overnight and costs 
are cut way down. Send for the free 
catalog that gives you all the facts 
showing how the many 
different MALL 
pneumatic 
tools will 

help 

YOU. 












Model PD-103L 

drill weighs less 
than a pound yet it 
does a man-sized job. 


40 Factor y-Owned Service Warehouses, Coast to Coast, 
To Give You Fast, Dependable Service. 


MALL TOOL COMPANY Chitay iste” 


Send me the MALL Pneumatic Tool Catalog. 


Name 





Company 





Address 





Peonwenansonnatinaawa 
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Carrier Corp. Official 


at Rochester Meeting 

Worth Probst, assistant comp- 
troller, Carrier Corporation, was 
the featured speaker at the Febru- 
ary meeting of the Purchasing 
Agents Association of Rochester. 
Mr. Probst spoke to an exceptionally 
large group as Rochester members 
had been invited to bring the comp- 
trollers of their companies to hear 
Mr. Probst. 

27. 


Twin City Mid-Winter Party 

An informal Mid-Winter Party 
was a highlight of the February 
activities of the Twin City Associa- 
tion of Purchasing Agents. There 
was dancing, both old and new, 
and door prizes to liven up the 
affair. 

‘re? 


Akron Forum Discusses 
Transportation 
The Akron Association of Pur- 
chasing Agents conducted their first 
forum meeting at a recent meeting. 
This discussion was under the di- 
rection of Charles Culp, chairman 
of the Educational Committee and 
was on “Transportation: Its im- 
portance in buying.” Moderator for 
the panel was N. C. Foster as- 
sisted by G. J. Heidish, C. Davis, 
Ray Kershner and R. C. Staudt. 
The question of loading and un- 
loading of trucks was dicussed very 
thoroughly and it was learned that 
this function of loading and un- 
loading is a part of the truck driv- 
er’s job and therefore it is not 
necessary for the purchaser to have 
personnel available to perform these 
operations. This, however, is a point 
that must be cleared through the 
different trucking companies or 
railroads that might be used. 
The forum discussed at great 
length the need for greater effi- 
ciency in both the Purchasing and 
Traffic Departments that will even- 
tually create savings in their trans- 
portation costs. 
» + FF 


Starts Production of DIDP 


Monsanto Chemical Co., St. Louis, 
Mo., has begun commercial produc- 
tion of di-isodecyl phthalate (DI- 
DP), a general purpose low volatile 
plasticizer for polyvinyl chloride. A 
clear, oily liquid, DIDP is similar 
to di-2-ethylhexyl phthalate (DOP) 
but with lower volatility charac- 
teristics. DIDP is priced competi- 
tively with DOP and will augment 
Monsanto’s production and sales of 
DOP and other vinyl] plasticizers. 











cause a reject. 


SCREW MACHINE 
PRODUCTS 
METAL STAMPING 
U and J BOLTS 
THREADED RODS 


FREE! 

‘ s 

: A dependable purchasing guide to 
all your fastening requirements, 


designed to save you time and 


450 BROOME STREET 


DEPT.P NEW YORK 13, N.Y. 
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YES, we handle 


short runs, too 
—As Well As Long Ones 


And just as carefully, Whether you order one 
gross or a million you can be sure that ATLAS 
Fastenings—Bolts, Nuts, Screws and Washers, in 
all types of metals—in your product will never 


SCREW & SPECIALTY CO. 
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SAN FRANCISCO 





WAREHOUSE LOCATIONS 


SALT LAKE CITY 


DENVER 





DALLAS 


PLANTS 


Get immediate local service 
for all your wiring needs 


Got a wiring problem? Here’s how you 
can solve it quickly. 

Simply pick up your phone and call 
your nearby Rome CABLE sales office 
(chances are there is one within a few 
miles of you. ) 

A competent Rome CABLE salesman 
will be glad to assist you in planning 
your requirements. He may well be 
able to give you ideas and modifica- 
tions that will save you time and 
money. 

Perhaps your conveniently located 
Rome CaBLE warehouse has exactly 
the type of wire or cable you are look- 
ing for, in stock. 


Or perhaps you have something 
special in mind. If so your RoME CABLE 
sales engineer will expedite your or- 
der to the factory. There it will be care- 
fully engineered to specifications .. . 
the cable will be thoroughly tested to 
be sure it will give you the utmost in 
service and satisfaction. Then rushed 
to you for installation. 

When you deal with Rome, you 
eliminate headaches and red tape— 
you get helpful, friendly service—and 
you get quality you can depend on. 

Send for your free copy of the "Story 
of Rome Cable” today. 


CHICAGO 






SALES OFFICES: 


Atlanta, Georgia 

Bcston, Massachusetts 
Chicago, Illinois 
Cleveland, Ohio 

Dallas, Texas 

Denver, Colorado 
Detroit, Michigan 

Los Angeles, California 
Houston, Texas 

Kansas City. Missouri 
Minneapolis, Minnesota 
New York, New York 
Philadelphia. Pennsylvania 
Pittsburgh, Pennsylvania 
St. Louis, Missouri 

St. Paul, Minnesota 

Salt Lake City, Utah 
San Francisco, California 
Seattle, Washington 
Tulsa, Oklahoma 














It Costs Less to Buy the Best 
ROME CABLE CORPORATION, P-3, Rome, N.Y. 


ad Oo M E C A BR L E Please send me a copy of the “Story of Rome Cable.” 
a 
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TORRANCE CALIFORNIS 
SAD i icovcnstrnninentnidentingeivieaieninntenscnci ae State 


‘ For More Information Circle No. 249 on Inquiry Card—Page 17 
Marcu, 1954 217 

















Safer than Slippery Flooring 


























This aerialist spinning high over the center 
ring knows she’s taking a risk—but training 
warns her to be careful. However, every day 
workmen are killed or hurt falling on slippery 
floors that look safe but are treacherous 
underfoot. Best inexpensive insurance against 
these accidents is A.W. Super-D1amonp— 
the floor plate with 40 slip-stopping traction 
points in every step. SupER-D1AMonpD is 
tough, rolled steel, with an exclusive raised- 
diamond surface that takes rugged wear and 
gives maximum foot safety in return. Specify 
SuPER-DIAMOND when you want the best buy 
in low-cost accident prevention. Easy to in- 
stall. Simple to maintain. Write today for the 
new, free Super-Diamonpd Booklet SD-2 


AW SUPER- -DIAMOND 


q Economy Rolled Steel Floor Plate 
ws ALAN WOOD STEEL COMPANY 


CONSHOHOCKEN, PA. 





Other Products: A.W. ALGRIP Abrasive Rolled Steel Floor Plate 
Plates « Sheet « Strip « (Alloy and Special Grades) 


Fo 


+7 >7 > 





For More Information Circle No. 250 on Inquiry Card—Page 17 





international Machine Tool 
Exposition Set Up in Brooklyn 


The world’s first permanent inter. 
national machine too! exposition has 
now been operating for five months, 
During that time many thousands 
of purchasing agents, engineers and 
plant officials have visited the loca- 
tion at 132 54th Street, Brooklyn, 
N. Y. 

Nearly 1000 machine tools from 
seven different countries highlight 
the display. Under power and avail- 
able for actual demonstration are 
precision machines from Italy, 
France, Germany, Japan, Sweden, 
Switzerland and Great Britain as 
well as many items of U. S. manu- 
facturers. 

One item on display is the Polygon 
Grinder which was developed in 
Germany during the war. It pro- 
duces polygon shapes that can elim- 
inate splines or keyways in many 
applications. It is used in making 
one part of jet engine that is re- 
ported to have saved quite a bit of 
production time. 

There is also huge Italian boring 
mills, new American contour grind- 
ers, Swiss automatic screw machines 
and a modern punch press from 


Chicago. An automatic electrocycle . 


turret lathe from Bologna, a Ger- 
man hydraulic grinder and some 
English rotary gang slitters also are 
on exhibit. 

The exhibit is open to plant, pur- 
chasing, maintenance and engineer- 
ing personnel as well as top man- 
agement. 


T Fi 8 


GE Installs First Electronic 
Computer For Industrial Use 


UNIVAC—an electronic data- 
processing system — which adds, 
multiplies, divides, compares, and 
reports results with lightning-like 
speed, will be given its first indus- 
trial use by the General Electric 
Company’s Major Appliance Divi- 
sion, Louisville, Ky. 

G. E. has leased the computer 
for two years from Remington Rand 
Inc., with an option to purchase. 

Several UNIVACS are in govern- 
ment use, two of them with the 
Atomic Energy Commission. An- 
other was used to forecast returns 
of the 1952 Presidential election. 
The Appliance Park Installation, 
however, will be UNIVAC’s first use 
in industry. 

It is anticipated that installation 
of the computers at Appliance Park 
will be completed shortly and that 


(Please turn to page 222) 
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sources to serve you 


when you buy SEMS, make sure 
they have SHAKEPROOF® Lock Washers. 


The only lock washers with tapered-twisted 
teeth and especially designed for SEMS, 
SHAKEPROOF Lock Washers provide high- 
est locking efficiency. 














BRAINARD 
eTRAPPING 
SERVICE 


STEEL DIVISI( 








Photo courtesy Liquid Carbonic Corporation 


Wraps up 
an insulation problem 


@ Here’s a vital step in Brainard service—showing 
how it’s done. 


Sydney White, one of Brainard’s Chicago 
salesmen, was called in to help work out a better 
method of securing insulation on these liquefied 
gas containers. After analyzing the problem, he 
recommended Brainard galvanized strapping— 
to resist moisture from condensation. He demon- 
strated special tools—that permit strapping tight- 
ly on a curved surface. Result—a satisfactory 
solution that saves labor and materials in the 
bargain. 


Call your nearby Brainard salesman for this 
kind of service on your packaging and matcrials- 
handling. Brainard offices located throughout the 
U. S. and in Canada. For booklet on Brainard 
Strapping System write Brainard Steel Division, 
Dept. FF-3, Griswold Street, Warren, Ohio. 


For booklet on Brainard Strapping 
System write Brainard Steel Division, 
Dept. FF-3, Griswold St., Warren, Ohio. 


STEEL STRAPPING 


SHARON STEEL CORPORATION 
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electronic system is expected to be 
in operation in March. 

One of its most important event- 
ual uses at Appliance Park is ex. 
pected to be in the compilation of 
sales statistics and preparation of 
market forecasts for the use of divi- 
sion and product department man- 
agement. 

First applications of the system, 
however, will be in the performance 
of more routine clerical functions 
such as the preparation of payroll 
and cost distribution records and for 
material scheduling and inventory 
control. Later in the year, the sys- 
tem will take over some order ser- 
vice and billing functions. By the 
end of the year or early in 1955, 
UNIVAC also is expected to be used 
to process general accounting and 
cost accounting data. 

When Appliance Park, now under 
construction and in partial produc- 
tion, is in full operation, UNIVAC 
use is expected to provide a cost 
savings of approximately $500,000 
annually from the expense of per- 
forming these operations by con- 
ventional methods. 

As examples, payroll computa- 
tions processed in seven days by 
conventional procedures will be 
done by UNIVAC in less than four 
hours, and that production sched- 
ules now requiring three weeks 
preparation time will be completed 
by UNIVAC within 20 minutes, 
once the information is fed into the 
system. 


. F.9¥ 


U.S. Steel Sets Up Foundation 


United States Steel Corporation 
has formed a foundation for the sup- 
port of exclusively charitable, edu- 
cational and scientific activities and 
projects. The non-profit corpora- 
tion will be known as United States 
Steel Foundation, Inc., with head- 
quarters at 71 Broadway, New York, 
N.Y. The foundation’s work will be 
carried out primarily by means of 
grants received by it from United 
States Steel Corporation. 

Benjamin F. Fairless is chairman 
of the board of trustees of the new 
organization. The other trustees are 
members of the board of U.S. Steel. 





FOR FURTHER INFORMATION 
ON PRODUCTS IN THIS ISSUE 
PLEASE USE INQUIRY CARD 
ON PAGE 17 
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1. THE NUMBER 25877 ON THE BEAR- 
ING CONE, coupled with 25821 on the 
cup, tells P.A.’s that this is a certain-size 
tapered roller bearing. However, it doesn’t 
tell you anything about the quality of the 
bearing and the services that go with it. 
But the trade-mark “Timken®” stamped on 
the bearing does. 





What a bearing number 
doesn’t tell you 











2. WE’RE SO FUSSY ABOUT THE STEEL that goes 
into Timken bearings that we make our own. This 
grinding operation removes surface defects. It’s one 
of the many quality steps that make Timken steel the 
finest bearing steel ever made. 





3 WE WATCH OUR BEARING STEEL WITH 4. WE PUT OUR ENGINEERS TO WORK FOR YOU 
TELEVISION EYES to prevent it from jamming up in —One example: this machine tests automobile rear axle 
the furnace during the important slow-cooling process. bearings under abnormal load conditions. It helps car 
We use Riggs. Bo machines and methods like this— makers get better performance from their Timken bear- 
in research and production—to make Timken the No. 1 ings. Quality and service make Timken bearings your 
value in bearings. number 1 value. And their public acceptance helps you 


sell your Timken bearing equipped products. Always 
specify “Timken” when you specify a bearing number. 
The Timken Roller Bearing Company, Canton 6, Ohio. 


Tike , . canoe «(i J 4 eB B = , . 4 + , 5 , E > » are ToC 
Quality, service and public ac eptance make TIMKEN number 1 for VALUI 
i RA MARKR A 
i 
NOT JUST A BALL © NOT JUST A ROLLER (> THE TIMKEN TAPERED ROLLER (> BEARING TAKES RADIAL ® AND THRUST ~(§~ LOADS OR ANY COMBINATION 


For More Information Circle No. 255 on Inquiry Card—Page 17 
Marcu, 1954 223 « 

















MUELLER BRASS CO. 
6O00 series BEARING ALLOYS 


FORGINGS ¢ ROD ¢ SCREW MACHINE PRODUCTS 


proving their quality throughout 





American industry 





six members 
of “600” series 
» + » One for every purpose 


There are six members in the “600” series group, 
and they possess fundamentally similar charac- 
teristics. But slight differences in the properties 
of each are produced through variations in the 
basic formula. Thus, each metal is best suited to 
perform a specific set of functions. And as a 
group, they are suitable for a wide range of 
applications. 


MUELLER BRASS CO. 








Mueller Brass Co. “600” series 
bearing bronzes are lightweight, high 
strength copper-zinc base alloys with 
excellent bearing and mechanical 
properties, non-galling and non-seiz- 
ing characteristics and good resist- 
ance to corrosion. They have a dense, 
homogeneous structure that reduces 
machining time and metal waste and 
increases tool life. As bearings, gears, 
connecting rods, cams and other 
parts, they will generally save you 
considerable money and outperform 


and outlast the cast phosphor 


bronzes. Write today for complete in- 


formation about the MUELLER BRASS 
CO. “600” series alloys for forgings, 
rod or screw machine products. 
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PORT HURON 21, MICHIGAN 


Fuses Designed to Protect 
Industrial Electric Circuits 


Completely coordinated protectig, 
of low voltage electrical distriby. 
tion systems in industrial plants by 
use of two new types of fuses ha 
been reported. Meeting of th 
American Institute of Electrical Ep. 
gineers in the Hotel Statler. Th 
fuses known as the Fusetron dual. 
element fuse and the Hi-Cap fuse 
were described by J. C. Lebens oi 
the Bussmann Manufacturing Com. 
pany, St. Louis at a recent meeting 
of the American Institute of Eee. 
trical Engineers. 

Prior to the development of the 
dual-element fuse, Mr. Lebens said 
coordinated fuse protection for loy 





voltage distribution systems wa 
“virtually impossible because of the 
time-current characteristics of the 
non-renewable and renewable fug 
did not match the safe time-curren} 
characteristics of the circuit”. 

The fuses are designed not only 
for protection against fault current 
but to prevent interruptions on the 
circuit by high but harmless tran- 
sient current, and differentiate he- 
tween safe and harmful overloads 

“The dual-element fuse overcomes 
the limitations of the non-renew- 
able and renewable fuses”, Mr. 
Lebens said. 


. #9 


U. S. Statistical Abstract Ready 


Social, political, industrial, and 
economic conditions in the United 
States are statistically reflected in 
a 1041-page volume just issued by 
the Bureau of the Census, U. §. De- 
partment of Commerce. This volume 
is the well-known “Statistical Ab- 
stract of the United States,” the 
1953 edition of which is now avail- 
able at the Superintendent of Docu- 
ments, U. S. Government Printing 
Office, Washington 25, D. C., or @ 
the various Department of Com- 
merce Field Offices at $3.50 pet 
copy. The 1953 edition is the 74th 0 
an annual series. 

A comprehensive, easy-to-use 
reference volume, the “Statistica 
Abstract” has been, for many years, 
standard equipment in business of 
fices; on research and_ editorial 
desks; for consultants in trade and 
labor organizations; in public, pr 
vate, and school libraries; in Com 
gressional offices and in offices af 
state and local government officials 
and elsewhere. Students of socid 
and economic trends and writes 
and experts in almost every 
are at the head of its long list 
individual users. 
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Sulphuric acid tamed... 


when it flows through low-cost 


U. S. Rubber Linings and Pipe 


Sulphuric acid has been known to 
eat the bottom right out of produc- 
tion economies. But this large Mid- 
western plant is one of many that 
has found the economic way of 
handling this highly corrosive acid. 
They use United States Rubber 
Company Linings and Uscolite® 
plastic pipe and fittings. 

The pickling machine in this 
plant handles a 10% to 15% solu- 
tion of sulphuric acid. The process 
tank, pipe and pipe headers, and 
internal surfaces of housings and 
plates are lined with U.S. Permo- 
bond®. Pipe, street ells and nozzles 
are made of U.S. Uscolite, the 


“U.S.” Research perfects it 





thermoplastic that resists corrosive 
acids. 

Both Permobond and Uscolite 
are extremely versatile. Permobond 
can be bonded or applied to any 
fabricated metal section, no matter 
how big or complex. Uscolite pip- 
ing is amazingly strong, yet light- 
weight and easy to handle. Both of 
these “U.S.” products provide sav- 
ings not only in operating costs, but 
in maintenance as well. Call on any 
of the 25 “U.S.” District Sales 
Offices, or write to address below. 











“U.S.” Production builds it «U.S. Industry depends on it 





UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose + Belting + Expansion Joints * Rubber-to-metal Products « Oil Field Specialties « Plastic Pipe and Fittings *« Grinding Wheels + Packings + Tapes 
Molded and Extruded Rubber and Plastic Products « Protective Linings and Coatings « Conductive Rubber « Adhesives « Roli Coverings *« Mats and Matting 
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Just as jet pilots are specialists in precision flying at super speeds, so 
is the Vinco gearing personnel specialists in analyzing, inspecting 
and producing aircraft gears and gears having more liberal tolerances. 

YOU PROFIT. Gears from 24 up to 12 pitch are ground with 
amazing speed and accuracy on machines designed, made and used 
only by Vinco; and TIME SAVED is MONEY SAVED. Additional 
grinding equipment will accommodate gears up to 24” dia., 1 pitch. 

VINCO MASTER GEARS are recommended as a means of 
accurately determining the composite error in production gears. 
They are the standard for inspection from coast to coast. 


VINCO CORP., 9119 Schaefer Hwy., Detroit 28, Mich. 


Gear Pumps e Master Gears « Commercial Gears 
B-1 Formed Wheel Dressers « Spline Gages 
Optical Master Inspection Dividing Heads 
Camshaft Comparators e« Involute Checkers 


Precisiondex « Gear Rolling Inspection Fixtures 








MILLIONTH‘ 


ie. TRADEMARK OF DEPENDABILITY 
Sy OR 
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International Nickel Makes 
First Shipment Under Contraet 


From the vast Port Colborne re. 
finery, The International Nicke] 
Company of Canada, Limited, has 
just made the first shipment of 
metallic nickel under a_ contract 
calling for quick delivery of 120,- 
000,000 pounds of the metal to the 
United States Government over a 
five-year period ending in 1958, 
Deliveries will be made at a monthly 
rate of 2,000,000 pounds until the 
contract is completed. 

With an additional output of 24- 
000,000 pounds annually, Interna- 
tional Nickel’s rate of nickel pro- 
duction is now approximately 
275,000,000 pounds per year. 

When signing of the contract with 
the Defense Materials Procurement 
Agency of the U. S. Government 
was announced on June 1, 1953, 
Edmund F. Mansure, then Adminis- 
trator of the Agency, noted that 
“from the standpoint of the quan- 
tities (of nickel) firmly committed 
and the rate of delivery the Inco 
contract is by far the largest of 
those signed” by the Government. 

The additional 2,000,000 pounds 
per month production was made 
possible by the completion by Inco 
in 1953 of certain mining and metal- 
lurgical developments, the result of 
years of planning and research. 


.. 29 


The Road Ahead 


(The following is an editorial by 
Wilfred L. Hanford, president of the 
Purchasing Agents Association of 
Connecticut, which appeared in a 
recent issue of the Connecticut 
Purchasor.) 


A salesman dropped into our of- 
fice the other day and announced 
that he was finding business good! 
Here, I thought, is an ultra optimist 
just trying to buoy his own spirits, 
but as we chatted I realized that he 
meant it. We both agreed that al- 
though backlogs have been consid- 
erably reduced there still is a 
healthy business pattern which will 
keep the alert plants busy in spite 
of the lack of long-term orders. I 
had to agree that there is much 
room for optimism. 

Today’s business, however, is re- 
quiring that salesmen really sell and 
purchasing agents really purchase. 
Some buyers are apt to feel that 
now they are back in the driver's 
seat they will seek revenge on the 
lowly salesman who couldn’t deliver 
when materials were tough to get. 
An attitude like this will discourage 


(Please turn to page 228) 
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A Mundred 


or a MILLIW pieces 


... always UNIRORM 





Cut to Your Precision Demands! 





When Western Felt cuts a component part 
to your specifications, piece after piece is a 
precision-cut part. You want that kind of 
uniform precision because the performance 
of your product depends upon it. And be- 
cause of the peculiar properties of wool felt 
fibres, especially where the more dense 
types are specified, it can be processed 
with amazingly close tolerances. Toler- 
ances as close as a few-thousandths of an 
inch can be supplied when required. 
Western Felts are manufactured to the 
density you require—cut and supplied 


WESTERN 


4035-4117 Ogden Ave., Chicago 23, Illinois 
Branch Offices in Principal Cities 





exactly to your specifications. They resist 
wear, age and weather...never ravel nor 
fray. They seal, insulate, absorb sound and 
vibration, or lubricate...as you wish! 
Chemically treated, they can be moth- 
proof, mildew-proof, flame or water 
resistant. 

You name it...specify it...we put the 
benefits of 54 years of experience back of 
making a felt component that will meet 
your specifications. Write today—your 
inquiry will receive prompt attention. 





a 
es yi 


Manufacturers and Cutters of Wool Felt 
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BUSINESS IN MOTION 





Like other companies whose people do 
outstanding work, Revere receives many 
letters of appreciation. They are a source 
of great gratification, first because we 
want to render service, and second be- 
cause good work shows that the way we 
select, train, and promote men to posi- 
tions of responsibility is the right way. 
Let us quote from a recent letter. 

“Thank you for bringing your welding 
engineer to assist us in solving our 
problems. 

“On his visit to our plant last month, 
he helped us to establish sound proce- 
dures and in’se doing, 
eliminated several ex- 
pensive errors we 
were unknowingly 
making. We are espe- 
cially grateful to him 
for the energetic way 
in which he went 
about his work, in 
spite of physical difficulties encountered 
due to our plant being in full operation. 
We appreciate his patience in answering 
all questions with which he was bom- 
barded by operators, supervisors, and 
management alike. 

“It was a real pleasure to have your 
welding specialist and a technical ad- 
visor with us, and we hope it will be pos- 
sible for you to visit us again soon under 
less strenuous circumstances.” 

Our interest in welding stemmed orig- 
inally from the fact that years ago it be- 
came evident that the market for Revere 
Metals would be expanded considerably 





if customers could be shown how to make 
perfect welds, quickly and at minimum 
expense. A Welding Section was set up 
within the Research and Development 
Department, where it was given full lab- 
oratory facilities. The activity was or- 
ganized on both scientific and practical 
lines, with capable personnel who have 
solved many problems. In one case, two 
men were flown to a customer’s plant, 
where they worked 20 hours a day over 
a weekend, and by Monday afternoon 
had the satisfaction of seeing the cus- 
tomer’s operators turning out perfect 
welds, saving a sub- 


Wj, 


stantial sum in penal- 


|).f\j ties for delayed de- 


The normal proce- 
dure whereby the 





Welding Section is 
a” called into action is 
simple. Usually a 
Revere Salesman uncovers a welding 
problem, and calls in the Technical Ad- 
visory Service. Often a Technical Ad- 
visor can provide the needed know-how. 
If additional help is needed, he can get 
it from the Welding Section people. 
You may not be at all concerned about 
welding metals, and never expect to be. 
That does not matter. Whatever you 
make, or how you make it, you may have 
problems. Our suggestion is that you look 
around among your suppliers and see if 
one or more of them may not have just 
the special skills that you can use to 
good advantage. 


REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 


Executive Offices: 230 Park Avenue, New York 17, N.Y. 
SEE “MEET THE PRESS’’ ON NBC TELEVISION, SUNDAYS 





For More Information Circle No. 260 on Inquiry Card—Page 17 


228 





(Continued from page 226) 


salesmen from your door and you 
might find you’ve lost a good source 
of valuable assistance. For there is 
much more to buying and selling 
than the actual purchase order. 


Salesman Can Help You 


A competent salesman can help 
you immeasureably in developing 
new products, giving technical ad- 
vice or suggesting new, substitute 
materials. The buyer, though, must 
now be more alert to cost savings 
for his product, keeping abreast of 
all market and policy changes which 
will enable him to reduce his over- 
all costs. 

So, fellows, let’s not look to the 
future as a dark road of lost busi- 
ness, but a quieter road which will 
enable us to spend more time de- 
veloping new ideas and new econo- 
mies which will keep our company’s 
product ahead in its field. I’m sure 
you'll find, as this energetic sales- 
man has found, that there is good 
business ahead for the alert P.A.’s 
and “Peddlers” who continue to 
work together to find it. 


e. . £ 


Important Standard On Steel 
Pipe Flanges Is Revised 


One of the most widely-used 
American Standards — Steel Pipe 
Flanges and Flanged Fittings, B16.5 
—has just been revised and supple- 
mented because of new materials 
recently developed in this field. The 
revision provides for fifteen differ- 
ent types of stee!. It covers nominal 
pressures of 150, 300, 400, 600, 900, 
1500 and 2500 psi, and includes re- 
ferences to valves. 

Vice Admiral George F. Hussey, 
Jr., managing director of the Amer- 
ican Standards Association, an- 
nounced that the new edition of 
the standard is now available. He 
pointed out the importance of the 
changes and additions made in the 
standard to all users and manufac- 
turers of steel-pipe flanges, fittings 
and valves. 

“This standard now provides a 
method for rating materials so re- 
corded that it will be possible to 
give all new materials developed in 
the future the proper pressure-tem- 
perature ratings. This will solve 
many of industry’s headaches before 
they occur”, Admiral Hussey stated. 

Other new data in the standard 
are the designation of drain loca- 
tions on valves and specifications for 
threaded, socket-welded, and butt- 
welded drain connections, and for 
the diameter of bosses for drains. 
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VACUL/M 
PUMP LINES 


SERPENTINE COILS 
/N CONDENSER UNIT 


» 


REMARKS Is that cost- 


saving idea wasting away in 

a notebook? Then why not 

let expert Bundy engineers help 
bridge the gap between idea and 
finished product. They offer 
you specialized engineering 
skills, unmatched fabrication 
facilities, plus the priceless 
extra of Bundyweld, the only 
tubing double-walled from a 4 TV TRAY 


Single strip (see below). TABLE 
WRITE today for catalog for help 


in developing your tubing ideas. 
BUNDY TUBING COMPANY, DETROIT 14, MICH. 


4 








WHY SUNS TwWEte 1S 


BETTER 


ty 


Bundyweld starts 
asa single strip _ 
of copper-coated 
steel. Then it’s . . 


continuously rolled 
twice around |ater- 
ally into a tube of 
uniform thickness, 


and passed through 
a furnace. Copper 
coating fuses with 
steel. Result . 





















TUBING 


Bundyweld, double- 
walled and brozed 
through 360° of wall 
contact. 





BUNDYWELD TUBING. 


Bundy Tubing Distributors and Representatives: Bridgeport, Conn.: Korhumel Stee! & Aluminum Co., 117 E. Washington St. @ Cambr 

a 2, Tenn.: Peirson-Deakins Co., 823-824 Chattanooga Bank Bidg. 
Inc, Post Office Box 476 ° 
Metals Co., Ltd., 3100 19th St. ° 





Leakproof 
High thermal conductivity 
High bursting point 
High endurance limit 
Extra-strong 
Shock-resistant 

DOUBLE-WALLED FROM A SINGLE STRIP Ductile 
© Chicago 32, Ill: Lapham-Hickey Co., 3333 W. 47th Piace © Elizabeth, N 
Los Angeles 58, Calif, Tubesales, 5400 Alcoa Ave. ° Philadelphia 3, He Rutan & Co., 1717 Sansom St. . 
Seattle 4, Wash.: Eagle Metals Co., 4755 First Ave., South Toronto 5, 

Bundyweld nickel! and Monel tubing are sold by distributors of nickel and nickel alloys in principal cities. 
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Lightweight 
Machines easily 
Takes plastic coating 
Takes plating 

Bright and clean 

No inside bead 
Uniform 1.D., O.D. 


idge 42, Mass.: eg Co., inc., 226 Binney St. 

lew Jersey: A.B. Murray Co. 
San Francisco 10, Calif: Pacific 
Ontario, Canada: Alloy Metal Soles, itd. 181 Fleet St. N. 
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An Important 
Wire Cloth 
Check Point 
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ACCURATE 
MESH 
COUNT 


0. follows that when you are 


screening material to get solids of a definite size, the accuracy of 
your end product depends on the accuracy of the mesh you use. If you 
think you are using a screen with 0.012” openings, when in reality 
you are using a screen with openings measuring 0.0185” (both of 
these openings are possible in 40 x 40 mesh cloth), the size of your 
product may not meet your process specifications. 


Newark Wire Cloth is consistently accurate. Our slogan ‘‘Newark 
for Accuracy”’ is not just words—it’s a true description proved again 


and again over our more than 75 years of experience in making 
wire cloth. 


We make wire cloth accurately woven from all commercially used 
metals in sizes ranging from 4 inches (space cloth) to 400 mesh. 


We catalog some 5,400 different combinations of wire gage and 


mesh. Let us quote on your requirements. When writing, please give 
us details on your process. 


Send for our New Catalog E. 





ewark 
Hire Gloth 


COMPANY 
351 VERONA AVENUE * NEWARK 4, NEW JERSEY 
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Tiny Plastic Balloons May 
Save Oil Industry Millions 


The U.S. oil industry can save as 
much as $60 million every year by 
use of tiny plastic balloons reports 
Bakelite Company. The microscopic 
balloons of Bakelite resin float in 
a thin layer on top of crude oil and 
cut evaporation loss from oil stor- 
age tanks by 80% to 90%. 

Large-scale production and mar- 
keting of the tiny balloons by Bake- 
lite, a Division of Union Carbide 
and Carbon Corporation, is an- 
nounced by J. L. Rodgers, Man- 
ager, Bonding Materials Depart- 
ment. “Bakelite will market the 
balloon foam at a price of 85 cents 
per pound,” Mr. Rodgers stated. 








“It is estimated that about four 
out of every hundred barrels of 
crude oil in storage evaporate into 
the air annually and simply blow 
away,” Mr. Rodgers said. “Field 
tests of the new floating blanket of 
plastic balloons have reduced this 
loss to about one-half barrel per 
hundred. A one-inch layer of tight- 
ly packed balloons floats on the 
surface of crude oil, rising and 
falling as the level goes up and 
down in the storage tank. This 
floating roof forms a tight seal to 
reduce the escape of the more vola- 
tile fractions of the oil into the air.” 

The tiny hollow particles have 
been trade-marked Microballoons 
by Standard Oil Company of Ohio, 
who developed them as an evapora- 
tion barrier for crude oil storage. 
Resembling particles of a finely 
ground, dark flour in bulk consis- 
tency, the Microballoons look like 
brown ping-pong balls under the 
microscope. Each Microballoon is 
filled with inert nitrogen gas sealed 
in by thin walls of Bakelite phenolic 
plastic. The balloons vary from 
.0002” to .0036” in diameter, and 
have a bulk density of approxi- 
mately 8.7 lbs. per cubic foot. 

For More Information Circle No. 265 
on Inquiry Card—Page 17> 
PURCHASING 




















Which of these is your pumping problem ? 








Name just about any fluid you consider 
“hard to handle” and we will show you a 
De Laval pump that will do the job effi- 
ciently and at low cost. 

De Laval IMO and CPO pumps have 
solved problems on a wide range of prod- 
ucts—hot or cold, acidic or alkaline, vis- 
cous or corrosive, clear or filled with sus- 
pended solids. IMO and CPO models are 
available for early delivery. 

Your De Laval representative is an ex- 
perienced application engineer. Consult 
him on your pumping problems or write to- 
day for literature. 


DE LAVAL 
IMO PUMPS 
capacities to 
750 gpm 


pressures to 
1500 psig 


DE LAVAL 
CPO PUMPS 
capacities to 
2000 gpm 
heads to 
200 feet 











Fy: DEEN Pumps 


DE LAVAL STEAM TURBINE COMPANY 





wa ane 807 Nottingham Way, Trenton 2, New lersey 
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THERE ONCE WAS A P.A. 
NAMED MURRAY 





WHO NEEDED SOME 
PARTS IN A HURRY — 








SPOT 





LOT 





AND NATIONAL SAVED 
MURRAY FROM WORRY 





For fast and complete service on all of 

your shipments, mark your purchase 
__ orders... Ship via National” 
\wanonat7/ = Domestic L.C.t. 

y © Import-Export 
/@ Used Household Goods, Autos 







b 
FMB) 
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Greenewalt Sees Long Term 
Industrial Progress In U. S. 


“Amazing and dynamic industrial 
progress” is the long-term forecast 
for the United States, Crawford H. 
Greenewalt, president of the Du 
Pont Company, recently said. 

He characterized as “nonsense” 
the viewpoint that the economy is 
reaching an industrial plateau from 
which progress will be made only 
as population increases. “It is tan- 
tamount to saying that the last 
scientific barrier has been crossed 
—that there is no fruitful objective 
for further research—and that man’s 
appetite for a more abundant life 
has been fulfilled.” 

“The progress of genius and in- 
ventiveness is something that is 
always underrated,” he declared, 
pointing out that ours is an economy 
of abundance which is shaped “by 
human courage, desires, and incen- 
tive” and not by inventories, gov- 
ernment spending, or “the host of 
business indicators.” 


Human Decisions the Key 


Addressing the Commonwealth 
Club of California on “Let’s Take 
the Long View,” Mr. Greenewalt 
said he could not predict what will 
happen to business this year be- 
cause it depends on human decision 
in the home and in the office. 

Since we have an economy of 
abundance rather than necessity, 
“most of the things people buy 
are deferable,” he pointed out. So 
whether or not there will be a 
recession “will depend largely upon 
the direction of the national psy- 
chology and on decisions that are 
influenced less by rational economic 
reasoning than by simple confidence 
and optimism.” 

If people as a whole “feel that 
they wish to defer a large percent- 
age of their normal purchases, we 
will surely have a recession. If they 
are confident, willing, and able to 
satisfy their desires, we will have 
a boom,” he asserted. However, as 
to what it will be, “No one has yet 
learned how to measure or how to 
influence people’s confidence.” 

Business must maintain its own 
confidence high and “its own eco- 
nomic temperature as near normal 
as possible,” he said. “In this at- 
mosphere, the corrections that will 
be applied will be small and not 
in themselves frightening.” 

“We must remember that Amer- 
ica was built by people who wore 
rose-colored glasses,” he declared. 
“It is essential as we make our way 


through the squalls and alarms of 
(Please turn to page 240) 









waterproof glue. The dif- hid 
ference in plywoods lies in “J, 
the construction. Ordinary ply- (j 
wood manufacture permits open 
defects and knotholes in inner plys—resulting 
in troublesome “core gaps.” 

SUPER-Harbord fir plywood and Harborite 
plastic-faced plywood are made with extreme 
care. Only Harbor's special waterproof, boil- 
proof, freezeproof glue is used. In addition: 


1. Only prime heartwood used, no sapwood. 
2. Inner plys machine-edged and butted. 

3. All solid wood core—no gops. 

4. Rehumidified for dimensional stability. 


w= SUPER Harbord ona Harbouls 

ore manutactured only by 77 
HARBOR PLYWOOD CORPORATION 
ABERDEEN WASHINGTON 
Soles Offices and Warehouses in Aberdeen, Atlanta, 


Chicago, Cincinnati, Indianapolis, Jacksonville, Los 
Angeles, Oakland, San Francisco and Tampa. 
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ONLY FENCE 
MADE OF 
KONIK STEEL 


Konik metal is a 
special analysis steel containing 
copper, nickel and chromium for 
greater strength and rust resist- 
ance. Galvanizing after weaving 
adds still more protection. Re- 
member, only Continental is 
made of Konik Steel. 














CONTINENTAL STEEL CORPORATION 
Kokomo, Indiana 


Please send FREE copy of ‘Planned 
Protection’’—complete manual on property 
protection. 

Name 
Address 


City. State 














CONTINENTAL 
STEEL CORPORATION ® KOKOMO, INDIANA 
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BRISTOL’S HEX SOCKET SCREWS 


Meet every requirement of ee 7 se a 
DESIGN, PRODUCTION, 3 
and MAINTENANCE 


Bristol makes a complete line of socket screw products in 
sizes from 0 wire to 1 in. in diameter. Standard and listed 
sizes are stocked in heat-treated alloy steel. Brass, bronze, 
monel, stainless steel, etc.; are furnished on special order. 
All Bristol screws are carefully designed to close tolerances 
(A.S.A. approved, Class 3 fit) and precision-threaded either 
National Coarse or National Fine. 


HERE’S WHAT BRISTOL’S HEX SOCKET SCREW DOES FOR 


THE DESIGN ENGINEER 
EC withstands shock 


gives neater, more streamlined appearance 
provides stronger fastening 


permits more compact design 


te &. 


withstands vibration 











THE PRODUCTION ENGINEER 


all of the above, plus... 
saves time 
provides faster and easier assembly 


makes for less rejects 


5 34% 


prevents wrenches from slipping and marring surfaces 








THE MAINTENANCE MAN 


all of the above, plus... 






provides easy disassembly 


C< 


makes for greater safety 














Write for free bulletins showing 
applications. Only Bristol makes 
both Multiple-Spline and Hex... 


for severe and regular service. 


SET SCREW PIPE PLUG 
FLAT HEAD CAP SCREW CAP SCREW SHOULDER SCREW 


BRISTOL'S SOCKET SCREWS sates 


THE BRISTOL COMPANY, Socket Screw Division, Waterbury 20, Connecticut 
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... the preferred 


Ames 
Long Range 
Dial Indicator 
No. 262 


.. not because they cost more (in the long run they’re 
more economical ) but because they’re completely impersonal. They do their 
measuring jobs absolutely independent of the human hand. 

For more than 50 years, Ames Micrometer Dial Gauges and Indi- 
cators have kept pace with increasingly critical precision requirements. 
Today, each part of every Ames product is carefully built by exclu- 
sive Ames methods and machines from the materials best suited 
to its function — and 100% checked for accuracy. As a result, 
all Ames products are extremely accurate and sensitive, yet 


rugged and tough —to give you /onger service with Jess 
down -time. 














Ames Dial 
Micrometer 
Ames Dial oO 
Comparator No. 13 yy No. 5 


=“ 





Ames Caliper ~ 
Gauge No. 12B 






Ames 


Send today for your 
Trutest Indicator Sets 


free copy of Catalog No. 58 


Re; 


Dreventatives in p . 31 Ames Street 
"BC. AMES CO. fame 
© Mfgr. of Micrometer Dial Gauges e Micrometer Dial Indicators 
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(Continued from page 236) 


1954 that we keep our eye on the 
main goal, which is the continuation 7 
of our progress to greater produc- 7 
tivity, to greater abundance, to new 
products for the betterment — 
simplification of our lives.” 

“Our economy does not ride along | i 
in a straight line,” but “like any” 
countryside it has its hills and” 
dales,” he said. “It would be far 
more constructive if, instead of try- 
ing to predict the precise shape of 
the hill or valley in the year ahead, 
business people would find ways to 
minimize these inevitable ups and 
downs so as to remove from the 
horizon both the high peaks of 1929 
or the deep canyons of the early ’30s, 

“I think also that stability in the 
business cycle and industrial prog- 
ress are completely incompatible. 
Stability by definition means level- 
ing out, or . . . stagnation, and I 
doubt that there is any thoughtful 
businessman who would trade prog- 
ress for stability, either for himself 
or for the American economy,” 
Mr. Greenewalt said. 

Above all else, “industry must 7 
keep its eye firmly fixed upon the © 
long-term upward trend—the amaz- ~ 
ing and dynamic industrial progress 
shown in this country over many 
years. For in the last analysis it is 
that upward thrust in inventiveness 
and productivity that is the sure and 
tested tool that puts an end to 
depression whether it is major or 


minor.” 
a, *s  e Th 
New Scroll Shear Announced 
By Baldwin-Lima-Hamilton 


cu’ 
Baldwin-Lima-Hamilton Corp. 
Hamilton, Ohio, recently announced 
a new, rugged scroll shear to pro- The 
duce accurate trimming of plain or evel 
lithographed stock and precise regis- part 
try on the die for blanking or single the 
or double-edge scrolling. tior 
Revealed at the recent Canners’ f 
Convention in Atlantic City, N. J., Al 
the machine is individually driven 
by a gear head type of motor sur’ 
mounted on the main base. The 
drive is transferred to the side drive Th 
shaft through V-belts running on int 
the outside of the flywheel. An inter- me 
mediate drive shaft, driven by spur do 
gears from the slide drive shaft, hel 
which drives the sheet feed bars, If. 
gauges, trimming cutters, etc., has | 


a ball-type clutch mounted on it to 
protect against excessive overloads. 
A micro switch, operated by the 
clutch plate, breaks the circuit and 
stops the machine. 
A push back gauge, mounted in 
(Please turn to page 242) 3 
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Thermoid 
Industrial 
Rubber Products 


Thermoid Conveyor Belting 


cuts your handling costs 


There’s a Thermoid Conveyor Belt designed to lower your costs on 
every type of materials handling job. Each is best suited for the 
particular type of service recommended. Here are 3 selected from 
the complete Thermoid line: NEOPRENE —built especially for condi- 
tions where heat and oil are encountered; THERMOGLAS —designed 
for use where belt is exposed to temperatures of 275° to 350° F.; 
RUFFTOP Thousands of irregular gripper points guide smooth 
surfaced articles up inclines to 35°. 


Thermoid’s exclusive impregnation process welds carcass and cover 
into an exceptionally strong, durable belt. Finest quality reinforce- 
ment and specially compounded rubber stocks assure long life, less 
down time, lower handling costs. Your Thermoid Distributor can 
help you select the Conveyor Belt best suited to your requirements. 
If you prefer, write direct for Catalog 3679. 


or & Elevator Belting » Transmission Belting hermol 
Multiple V-Belts « Wrapped & Molded Hose 








“ee, 
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NEOPRENE 


THERMOGLAS 


RUFFTOP 


| Rubber Sheet Packings * Molded Products 
Industrial Brake Linings and Friction Materials 


Thermoid Company « Offices & Factories: Trenton, N. J., Nephi, Utah 








ATTENTION | 











Bustle Pipe and Hot Blast Outlet being 
bonded with strong ADAMANT Fire 
Brick Cement. 


BLAST FURNACE 
SUPERINTENDENTS 


A 





= .§ ‘ 
FIRE BRICK CEMENT 
- = = 





T 


MAKES YOUR BRICK 
JOINTS GAS - TIGHT, 
ABRASION AND 
VIBRATION PROOF... 


ADAMANT has exceptionally 
high bonding strength at room 
temperature, which increases as 
the temperature rises. Impartial 
laboratory tests show that ADA- 
MANT has a bonding strength 
of 800 LBS. at room tempera- 
ture: 1,270 LBS. at 2,600° F. 


This greater bonding strength 
protects the structure at the 
joints, where failure usually be- 
gins . . . therefore, linings last 
longer; production is main- 
tained, repair costs and) pro- 
duction materials saved: less 
“outage”. 


ADAMANT — Ready-Mixed and 
Easy to Use—available in air- 
tight drums of 100, 250 and 500 
Ibs. capacity. Write for useful 
literature about ADAMANT. 


There is an ADAMANT Dis- 
tributcr near you—write us for 
his address. 





REFRACTORIES CO. 


789 S. Swanson St., Philadelphia 47, Pa. 
In Canada, Canadian Botfield Refractor- 
ies Co., Ltd., 171 Eastern Ave., Toronto 
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front of the machine’s slide, registers 
the sheets in position for all cuts 
except the last cut of the sheet. A 
gauge mounted in the rear of the 
slide handles this. Scrap ejectors 
are mounted on the right and left 
sides of the upper slide housings. 





The machine will handle sheets 
from a minimum of 25 inches to a 
maximum of 36 inches in width. 
Dimensions for length capacities are 
the same. It produces a minimum of 
60 strokes per minute and a maxi- 
mum of 100. The minimum scrolled 
strip width, double row, is 44% inches 
and the maximum is 9% inches. 
The maximum in single row is 6% 
inches. The machine measures 6 feet 
by 10% feet and weighs 8500 lbs. 


¥. F235 


Steel Capacity Increase Took 
Place In 14 States 


The 1953 increase of about 6.8 
million tons in the steel capacity 
of the United States took place in 
14 states, according to American | 
Iron and Steel Institute. The capac- 





lion tons of ingots and steel for 
castings annually. This is the high- 
est level ever achieved. 

The largest gain occurred in Ohio, 
where the combined capacity of 
steel plants in that state rose 1,744,- 
800 tons. Indiana had the second 
largest increase last year, 1,276,500 | 
tons. Other major increases in- 
cluded: Illinois, 1,079,600 tons; 
Michigan, 744,880 tons; Pennsyl- 
vania, 685,900; Texas, 520,180; Ala- 
bama, 376,000; Maryland, 350,000; 
New York, 254,830; and Utah, 204,- 
000. 

The largest increase in capacity 
since 1939 has been in Pennsylvania, 
with over 7.7 million tons. Follow- | 
ing in order were Ohio, over 68 | 
million tons; Indiana, over 4.7 mil- ; 
lion; Illinois, over 3.9 million; Mich- 
igan, over 3.0 million; Maryland, 
over 2.5 million; New York, almost 
2.4 million; California, over 2.3 mil- 
lion; Alabama, over 2.1 million; 
Utah, almost 1.9 million; Texas, 
nearly 1.8 million. 








(Please turn to page 246) 


Now get 


CERTIFIED 
quality in 
TEFLON’ 


with 
Fluoroflex -[ 














Resistoflex will certify each 
shipment of “electrical grade” 
Fluoroflex-T products on six 
vital physical and electrical 
properties. Qualification tests are 
performed on all incoming Tefion 
powder to determine whether it 
will yield rods, tubes and sheets 
which are in conformance with 
specification AMS-3651 “Poly- 
tetrafluoroethylene.” 


So don’t guess about Teflon 
quality. Make sure of optimum 
performance in Teflon by speci- 
fying electrical grade Fluoroflex- 
T. Contact us for more details. 


*DuPont trade mark for its tetra- 
fluoroethylene resin, 

’ Resistoflex trade mark for prod- 
ucts from fluorocarbon resins. 


RESISTOFLEX 


CORPORATION 
Belleville 9, N. J. 
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WHAT YOU DO RIGHT IS MIGHTY IMPORTANT 
That moment when he hits . . . if you don’t set the hook hard and firm, you'll never see him 
in the boat. And th/s moment in business . . . now’s the time to give yourself the competitive 


edge that means so much when the going is tough. @ Allegheny Metal can reduce costs, add 
strength, increase service life, improve appearance, cut weight, overcome rust. How many of 
these properties of stainless steel can you use to advantage, and how can we help you to do so? 
Allegheny Ludlum Steel Corporation, Oliver Building, Pittsburgh 22, Pennsylvania. 


You can make it BETTER with 


Allegheny Metal °---. 


TAintess sTeE 





Wad 47198 Warehouse stocks carried by all Ryerson Steel plants 
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@ It’s easy to turn out tough jobs faster and 
better with the right “Supersockets”’®. Your 


7 Williams Williams Distributor offers you a complete 
a selection of patterns and sets in 44, 3, 1, 
3% and 1” sizes. Also a full line of drivers, 
handles, ratchets, speeders, adapters, attachments 


4 Supersockets and extensions. All are expertly designed and 


made from selected alloy steel, heat-treated and 
chrome-plated. See them in Catalog 201. 


?LUS local service from a Williams Distributor 


J. H. WILLIAMS & CO. 402 Vulcan Street Buffalo 7, N. Y. 
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Kentucky’s increase since 1939 was 
about 723,000 tons; Minnesota, 637,- 
000; West Virginia, 635,000; Colo- 
rado, 376,200; Washington, 216,000; 
Georgia, 146,000; Oregon, 110,000; 
Massachusetts, 74,000; Delaware, 71,- 
000; Missouri, 60,000; Tennessee, 38,- 
000; Connecticut, 26,000; Rhode Isl- 
and, 25,800; Oklahoma, nearly 15,- 
000; New Jersey, 11,000; and Vir- 
ginia, 8,700. 

Michigan has become the fifth 
largest steel state. It was the sev- 
enth largest steel producing state 
in 1951. Pennsylvania, Ohio, Indi- 
ana and Illinois remain the four larg- 
est steel producers in that order. 


oY T° 


Offers Quality Check-List 
for Diamond Abrasive Users 


A “quality check-list” for dia- 
mond abrasives was recently given 
in a talk by C. R. Myer, manager 
of the abrasives division of Elgin 
National Watch Company. 

Mr. Myer said *all diamond used 
for finishing and polishing close 
tolerance tools and dies should be 
carefully checked. The three quali- 
ties to look for are purity, accuracy 
of grading, and particle shape. 

“All these points can be checked 
quickly and accurately with a 
polarizing microscope of 100-200 
magnification,” said Myer. “It is the 
best investment a user of diamond 
abrasives can make. Remember, 
there are no bargains in diamond. 
And, as is true of everything else, 
we should see what we are getting.” 

Crushed diamond is superior to 
other, man-made abrasives, Myer 
said, because of its hardness and its 
retention of this characteristic. The 
full benefits cannot be derived from 
its use unless it is absolutely pure. 
For example, if a “diamond abra- 
sive” actually contains only 80 per 
cent diamond and 20 per cent alumi- 
num oxide, the abrasive is doing 
only an 80 per cent job. 

Accuracy of grading, Myer’s sec- 
ond point, has to do with particle 
size. If there is wide variance in 
the particle size in an abrasive, only 
the larger particles are working, the 
smaller ones “going along for the 
ride”. This tremendously reduces 
the efficiency of the abrasive. 

Particle shape is the third check- 
point named by Myer. He said that 
for the best possible results, diamond 
particles should be blocky or cubi- 
cle rather than splinter-like. Splin- 
ters of diamond are far less effective 
and often will scratch the surface 
of a die rather than polish it. 
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red wagon presented 





a big 








drawing 





problem! 




















A Standard 


engineer’s advice 





helped cut rejects 
by over 90%! 


@ The Steger Products Manufacturing Company (Steger, 
Illinois) manufactures children’s wagons. Of the 8-hour 
shift capacity of 1600 to 1800 wagon bodies, up to 20% 
formerly wound up as rejects, and the dies had to be 
cleaned after every 10 to 15,bodies. 

Six years ago,a!Standard Cutting Oil Engineer sug- 
gested STANIcOoL HD, Today it’s still on the job—the reject 
| | pe rate reduced to less than 10 a day. Die breakage is down 
bhi . 3 ae ae: to almost nothing;‘dies are cleaned only once or twice daily. 
Again, Standard Oil’s metalworking products prove they 
can do the hard jobs better! 





At Steger, die cleaning is of major im- 
portance because a single scratch can 


Sak tes Sea: Ge deal Weal Borin Stanicoot HD Soluble Oik+for cutting and grinding 
the processing. STaNnicoot HD safely operations and for certain forming operations. Mixes readily, 
reduces the time-consuming die clean- non-irritating, anti-rust. Callijon the services of your 
ing operation to an effective minimum. Standard Oil Cutting Oil Engineer. Write Standard Oil 


Company (Indiana), 910 S. Michigan Avenue, Chicago 80, 
Illinois, to secure the services of the Standard Cutting Oil 
Engineer nearest you. 


\) 


STANDARD OIL COMPANY 
(Indiana ) 


A complete line of metalworking products including: StTanicut 
Cutting Oils—STanostamp Compounds—SuvupPerta Quenching Oil, 


STANDARD 























Personalities 





Jesse C. Davis, Director of Pur- 
chases of the Reliance Electric and 
Engineering Co., Cleveland, since 1948, 
has retired after 38 years in the pur- 
chasing field. C. C. Tippit, who joined 
Reliance in 1945, and was appointed 
General Purchasing Agent in 1950, 
has taken over the administration of 
the company’s purchasing systems and 
procedures. 


Col. E, W. Hess is now Director of 
Purchases for United States Hoffman 


Machinery Corp.’s plants in Syracuse, 
N. Y. 


The Ford Division of Ford Motor 
Co., Dearborn, Mich., has appointed 
Charles E. Bosworth a Special Pur- 
chasing Agent. Mr. Bosworth, who 
joined Ford in 1946, has been manager 
of the organization department. 


George H. Barlow has been appointed 
Purchasing Agent by Jefferson Chemi- 
eal Co., New York City. Mr. Barlow 





IN THE NEWS 


has been associated with Jefferson 
since March, 1945. He moves to his new 
post from that of chief job engineer, 
in which capacity he was in close 
liaison with purchasing department ac- 
tivities. 


Earl G. Roberts has become General 
Purchasing Agent of the Rock Island 
Lines, Chicago, succeeding James C. 
Kirk, retired after 49 years of service. 


Two promotions in the purchasing 
department have been announced by 
Victor Adding Machine Co., Chicago. 
Lester Covey has been made Assistant 
Director of Purchasing and Produc- 
tion Control, and John Jasch has been 
named Purchasing Agent. 


Edwin R. Bartlett has been named 
Personnel Director and Purchasing 
Agent for the new Hooker Electro- 
chemical Co. caustic soda-chlorine 
plant now under construction at Mon- 
tague, Mich. 








Maurice J. Hayes (right) Director of Purchases for the Magnavox Co., Ft. Wayne, Ind., 
was guest of honor at a recent testimonial dinner honoring his 20 years of service to the 
company. He received a 20-year service pin and watch in recognition of his work. Shown in 
photo, also, are J. S. Sturgeon (left), vice president and treasurer, and R. A. O'Connor, 


chairman of the board. 


PAR 


F. S. Perkins, Purchasing Agent for 
Globe Steel Tubes Co., Milwaukee, 
Wis., has taken over full responsibility 
of the Purchasing Department with 





F. S. Perkins 


the retirement of A. Korsan. Mr. 
Perkins, who joined Globe in 1928, 
was made Assistant Purchasing Agent 
in 1942, and Purchasing Agent in 1948. 
He is a member of the Milwaukee As- 
sociation of Purchasing Agents and 
served as president of the organiza- 
tion during 1952-53. 


Charles V. Grimm has been named 
Assistant Purchasing Agent of the Pol- 
lak Steel Co., Cincinnati, Ohio. Mr. 
Grimm will headquarter in the com- 
pany’s new general offices on Glen- 
dale-Milford Road, Evandale, Ohio. 


Griswold Manufacturing Co., Erie, 
Pa., has appointed Tom Humber as 
Purchasing Agent to succeed Charles 
E. Portenier, who is retiring after 40 
years with the company. Mr. Humber 
has been with Griswold for 12 years 
and was formerly production ex- 
pediter. 


Irving A. Duffy has been named 
Vice President and General Manager 
of the tractor and implement division 
of Ford Motor Co., Dearborn, Mich. 
Mr. Duffy had been Vice President— 
Purchasing at Ford. Charles H. Carroll, 


. formerly Director of Purchasing for 
bors was named Director of the Pur- 


chasing Office, Manufacturing Staff. 
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iege( PLASTIC-DOT” 
‘Riegel IU- coves 
GUARANTEED TO OUTWEAR 2 OR MORE PAIRS 
OF 10 OZ. CANVAS GLOVES 


Now in 14 styles... including reversible 





The most amazing work glove you have ever seen... 


now used by leading plants in every part of the country. 


HERE IS WHAT “PLASTIC-DOTS” 


WILL DO FOR YOU: 


® Outwear regular canvas gloves by at least 2 to 1 





® Thereby save 40% on most jobs where regular canvas 
gloves are now used 












® Give your workers a long-wearing glove... that is also 
soft, flexible, comfortable 


Whatever the operation there’s a 
»@? Riegel glove to fit the job... 


_“£ “Plastic-Dot,” plastic-coated, canvas, 
jersey, leather palm, or full leather. 
































RIEGEL TEXTILE CORPORATION * 260 Madison Avenue * New York 16, N.Y. - 


ATLANTA © ROSTON © CHARLOTTE * CHICAGO © CLEVELAND * DALLAS © JACKSON (MISS.).* LOS ANGELES * PITTSBURGH ¢ ST. LOUIS 
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cut your costs...where 
you cut your materials 





Production managers who take the trouble to keep a 
careful, day-to-day record of cutting operations are quickly 
convinced of the efficiency and economy of the Allison 
Abrasive Cutting Method. The score is there for all to see. 
Abrasive cutting with Allison Wheels cuts time, cuts effort, 
and cuts waste. It pays off in more pieces per hour at a lower 
cost per piece. For almost all materials to be cut, 
there is an Allison Abrasive Cutting Wheel to fit the job. For 
complete information on wet or dry cutting, ask Allison .. . 


specialists in abrasive cutting for thirty years. 





1ALS4A 
The best way to cut many materials . . . 


the way to cut some. 





THE ALLISON CO., 259 ISLAND BROOK AVENUE, BRIDGEPORT 8, CONN. 
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J. D. Clements is the new Purchasing 
Agent for the Ohio Rubber Co., a 
division of Eagle-Picher Co., Willough- 
by, Ohio. Mr. Clements has served in 





]. D. Clements 


the purchasing departments of the 
Square D Co., Detroit; American Met- 
al Products Co., Detroit; and, most re- 
cently, Ford Motor Company’s M-48 
Tank Program. 


John R. Dyer, Deputy Purchasing 
Agent for the past five years, has 
been appointed Purchasing Agent of 
the State of Maine to succeed the late 
Homer M. Orr. 


Ward Leonard Electric Co., Mt. Ver- 
non, N. Y., has named T. C. Hadden, 
Jr., as Purchasing Agent. Mr. H&dden 





T. C. Hadden, Jr. 


formerly was associated with Western 
Electric Co., Inc., as a buyer at their 
purchasing division headquarters in 
New York City. 


William L. Lewis, vice president in 
charge of the Endicott, N. Y., plant of 
International Business Machines Corp. 
New York City, has been named Vice 
President in Charge of Purchasing. He 
has been with IBM since 1922 and will 
headquarter at the company’s New 
York City offices. 


The Morton Manufacturing Co. 
Muskegon Heights, Mich., has named 
Jack E. Morton as Assistant Secretary 
and Purchasing Agent. 
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Pick an idea—lick a design problem... 





END.VIBRATION AND LEAKAGE. Titefiex® metal hose, used as fill 
ond drain lines of SEC Synthetic Cleaning Units, kills vibration and prevents 
solvent leakage at fittings. Tough, wear-and-corrosion-resistant Titeflex is 
just as effective in handling steam, oil, lubricants, fuels, gases, brine, acids, 
compressed air or oxygen. Design and construction of Titeflex assure trouble- 
free performance. Excellent for projects involving extreme configurations. 





CONDUCT STEAM SAFELY. Piates for Carver Laboratory Press carry 
steam up to 200 psi (nearly 400°F.) for heating—water for cooling. The 
connections are flexible, pressure-safe Titeflex. Braiding gives extra strength. 
Added problems of vibration, pulsation, continuous movement, corro- 
sion or abrasion make Titeflex invaluable in scores of other applications. 


CONTROL CRITICAL PRESSURES. How would you connect 280 cyl- 
inders of fire-e xtinguishing carbon dioxide at 850 psi to line? Walter Kidde 
& Company licked this problem with Titefilex flexible metal hose which met 
all insurance standards and withstood rigid application requirements. Titefiex 
also conveys hundreds of different fluids under as many different tempera- 
ture and pressure conditions. Resists corrosion, vibration, physical abuse. 





FIGHT FATIGUE AND WEAR. Titefiex metal hose eliminated main- 
tenance on air control lines of Unit Mobile Cranes. All-metal construction, 
with braiding woven directly upon the hose, provides great strength and 
resistance to vibration, corrosion, wear and abuse. Flexibility of Titeflex 
permits simplified assembly even where space configurations are problems. 


THE USES FOR TITEFLEX® seamed flexible metal hose and Uniflex seamless flexible metal hose are 
limited only by engineering ingenuity. And Titeflex design engineers—working with customers 


—develop new applications daily. Somewhere in your plant or on your products Titeflex can 


improve operation and maintenance—or simplify a design problem. Our new 48-page Metal 


Hose Catalog No. 200 shows you how and why. To get your free copy, simply mail the coupon. 





















TITEFLEX, INC. 
513 Frelinghuysen Ave 
 eieeut Nework 5, NJ 
Please send me without cos! 
a information about the product 
Ogee [_} Precision Beuows = [ MTN AMRNESS checked othe lt 
CO Stawtess METAL HOSE LJ [| 1GNITION SHIELDING a 
my TITLE 
FIRM 
ADDRESS 
[__) ELECTRICAL (_) melo ano FLEXIBLE wiring —7)) CJ ses 
LI connectors LJ wave GUIDES J systems =) city ZONE _ STATE 








Marcu, 1954 


For More Information Circle No. 285 on Inquiry Card—Page 17 


253 




















ALUMINUM 
BABBITT 
BERYLLIUM 


ALLOYS CALCIUM ¢ 


CADMIUM 
COBAL 
CHROMIUM 


FERRO ALLOYS 


LOW MELTING ALLOYS 


NICKEL POWDERED METALS 
TIN 
SILICON SOLDERS 


WHITE CASTING Ma 


For the metals you need... 
when and how you want them! 


Me, 
: 


BELMON | 


viX 
ane SMELTING & REFINING WORKS, INC. 
309 BELMONT AVENUE, BROOKLYN 7, N. Y., Dickens 2-4900 





SEM 





“Putting METTLE into METALS since 1896” 


Belmont— 





ARSENIC 
LEAD 


MERCURY 


RARE METALS 
SELENIUM 


TYPE METALS 


all metals « all alloys « all forms 
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AGE FENCE; 


© AMERICA’S FIRST WIRE FENCE eo 


@ Page Chain Link Fence, pioneered by Page and made 
only by Page, is quality controlled from raw metal to erected 
fence. Whether you choose heavily-galvanized Copper 
Bearing Steel, or long-lasting Stainless Steel, or corrosion- 
resisting Aluminum, you'll have a rugged fence on sturdy 
metal posts deep-set in concrete. Choose any one of 8 basic 
styles, varied by heights, types of gates, posts, top rails and 
barbed wire strands for extra protection. And to be sure of 
reliable workmanship your fence will be expertly erected by 
a specially trained firm. For helpful Page data and name of 
member nearest you... 





Write to PAGE FENCE ASSOCIATION, Monessen. Pa., or look in 
Thomas’ Register forlisting of Page Chain Link Fence Distributors under''PAGE 
STEEL AND WIRE DIVISION,” or see MacRae’s Blue Book for listing under 


“FENCING, WIRE, LINK,’’ or consult Sweet’s Industrial Construction File. 
PRODUCT OF PAGE STEEL & WIRE DIVISION OF AMERICAN CHAIN & CABLE COMPANY, INC. 
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Flexonics Corp., Maywood, IIl., hag 
named Kenneth H. Flory, as Purchas- 
ing Agent. He succeeds R. E. Anderson, 
Mr. Flory joined the company in 1948, 





Kenneth H. Flory 


as a buyer, and was assistant pur- 
chasing agent before his new assign- 
ment. Earlier, he was in purchasing 
work with Frigidaire Division of Gen- 
eral Motors Corporation and General 
Engines Co. 


Clifford A. Pritchard has been named 
Purchasing Agent for the Anthes Force 
Oiler Co., Fort Madison, Iowa. 


Consolidated Iron-Steel Mfg. Co. 
Cleveland, has appointed Robert S. 
Minning as Director of Purchases. Mr, 
Minning had previously been Purchas- 





Robert S. Minning 


ing Agent and has been with Con- 
solidated since 1943. He is second vice 
president of the Purchasing Agents 
Association of Cleveland and also a 
member of the board of trustees. 


Solar Aircraft Co., San Diego, Calif., 
has appointed James Hill as a Buyer in 
its purchasing department. 


Hugh Kenworthy, Purchasing Agent 
for Lukens Steel Company, Coatesville, 
Pa., since 1929, will retire from that 
post on June 30th. E. Clair Book, Senior 
Assistant Purchasing Agent, will be 
advanced to the vacated position. Mr. 
Book joined Lukens in 1942. 
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Built te Move Fine Dust 
StruDlamesusly with 
Heavy Refuse —— 


You need stiff fiber to give the brush more body — so it will 
move the heavier refuse. See how fiber is mixed with grey horse- 
hair — all through the center of this Fuller Brush — to combine 
strength with thorough sweeping. 


You need this horsehair to sweep the fine dust. Notice the 
all- horsehair tufts in the outside rows. This is why the Fuller Brush 
sweeps well on a variety of different floor surfaces ...does the work 
with less backtracking .. . finishes the job faster. 





Fiber on inside for 
heavy sweeping 


Write for a demonstration on your own floors. Simply mail 
the coupon today. 


INDUSTRIAL DIVISION 


Horsehair on outside 
for fine dust 





The Fuller Brush Company 
Industrial Division 

3554 Main Street 

Hartford 2, Connecticut 


Yes, I'd like you to send a man over to show me how the 
Fuller Floor Brush will sweep my floors faster ... with 
less backtracking. 


a ee ee 
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he $2,000,000 addition to the Ham- 
stead, Md., branch plant of the Black 
& Decker Mfg. Co., Towson, Md., is 
in operation. The new addition, 
covering 126,000 sq. ft., more than 
doubles the size of the original Ham- 
stead plant. It will provide increased 
producation facilities for the punch 
press, sheet metal, forging, field and 
stator winding and large tool assembly 
departments. 


now 


A new factory of single floor design 
combining modern layout and planning 
with precision tooling and assembly, 
has been completed by American Roller 
Die Corporation, Wickliffe, Ohio. 

The increased floor space will add 
considerably to the capacity of produc- 
tion of roll forming machines, tubing 
mills, forming rolls and tubing rolls. 


Atlantic Steel Co., Atlanta, Ga., has 
been appointed as distributor in parts 
of four southern states for the steel 
building products manufactured by the 
Great Lakes Steel Corp., Detroit. 


A modernization and expansion pro- 
gram totalling $1,400,000 has been com- 
pleted in the Ithaca, N. Y. power trans- 
mission chain manufacturing plant of 
the Morse Chain Co., Detroit. The pro- 
gram called for the conversion of a 
75,000 sq. ft. iron foundry to a punch 
press and heat treating plant. In ad- 
dition, a new 3,420 sq. ft. covered ad- 
dit.on, with railroad siding, has been 
built on the former foundry building 
to provide steel storage facilities. New 
machinery and materials handling tech- 
niques will cut production costs at the 
plant. 





The first tunnel-type furnace to be 
used exclusively for steel making has 
been installed at the Timken Roller 
Bearing Company’s mill in Canton, 
Ohio. Estimated to cost $500,0000, the 
heating capacity of the furnace is rated 
at 50 tons per hour. The roll down 
furnaces, which the tunnel furnace re- 
places, required 2,900,000 B.T.U. per ton 
of steel heated. The new furnace is 
expected to reduce this figure by 20%. 


Temperature, air fuel ratio and fur- 
mace pressure are all controlled auto- 
matically. Billets are carried through 
the furnace on cars 12 feet wide and 11 
feet 9 inches long, at speeds which 
can be adjusted from six to 32 inches 
per minute. The final heating zone of a 
three zone cycle is capable of heating 
billets to a maximum of 2300F. 


Equipped with 34 burners the furnace 
can use either gas or oil. 





































A view of the new tunnel-type furnace of the Timken Roller Bearing Company, Canton, Ohio, 
showing inlet and charging equipment. 
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The construction of a new mechanical 
development laboratory, for the refine- 
ment and adaptation of present prod- 
ucts and processes as well as the de- 
velopment of new products, has been 
announced by the Metal Products 
Division, Koppers Co., Inc., Pittsburgh, 
Pa. Located in Baltimore, Md., the new 
laboratory will consist of a research 
library; a drafting room; offices for 
administrative personnel; electrical, 
mechanical, electronics and instrument, 
and dynamometer laboratories; and a 
large machine shop and test area. The 
facilities will be housed in a one-story, 
steel-frame, concrete block structure 
measuring 98 by 160 feet. 


In connection with General Motors 
recently announced one billion dollar 
expansion program, Pontiac Motor 
Division, Pontiac, Mich., has undertaken 
a sizeable expansion and modernization 
program which will increase the divi- 
sion’s plant area more than 1,300,000 
sq. ft. to a total of 6,700,000 sq. ft. 
Included in the program are: the con- 
struction of a new addition to the 
foundry with new core making and 
moulding facilities; and a new building 
to handle factory delivery of dealer 
customer cars. Also, there will be a 
new car finishing building, additional 
facilities for shipping service parts and 
a three-story addition to the personnel 
and purchasing building. 


The Carborundum Co., Niagara Falls, 
N. Y., has acquired the Stupakoff 
Ceramic and Manufacturing Co., Lat- 
robe, Pa. The Stupakoff organization 
will continue operations under its own 
name. 


Hinde & Dauch Paper Co., Sandusky, 
Ohio, has acquired a 17-acre site at 
Kansas City, Kans., for the construction 
of a new factory to manufacture cor- 
rugated and solid fibre shipping boxes. 
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See how easily the standard electric motor, standard gear reduction, 
standard electric brake combine into a drive that gives the RIGHT 
horsepower, the RIGHT shaft speed, the RIGHT features . . . all in 
one compact unit. Nowhere else will you find power units that ie 
so flexible, so easily adaptable, and in such a wide. range of types 
and ratings. : | a 
Master power drives are available in thousands and thousands of 


ratings (Ye to 400 HP). . . in open, enclosed, splash proof, fan cooled, 


explosion proof . . . horizontal or vertical . . . for all phases, voltages 


+ 
and frequencies . . . in single speed, multi-speed and variable speed standard units 
types . . . with or without flanges or other special features . . . with easily combine into 


5 types of gear reduction up to 430 to | ratio . . . with electric brakes 


. with fluid-drive . . . with mechanical or electronic variable speed special purpose drives 


units .. . and for every type of mounting . . . Master has them all and 
so can be completely impartial in helping you select the one best 


power drive for you. 
THE MASTER ELECTRIC COMPANY ® DAYTON 1, OHIO 
1 - as ~~ a 
Ae 
iS 
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This is ONE juggling act 
we'd like to get into 


If you’re busier than a juggler on a tight-rope . . . buying scores 
of cleaners for a host of production operations, why not let an 
O.T.S.R. get into the act. He can help you select the right 
cleaner and the most economical method of application. 


Your Oakite Technical Service Representative speaks and thinks 
for a company with 45 years experience solving industry's pro- 
duction cleaning and related problems. He approaches every 
problem with a view toward saving time and cutting costs. He’ll 
make tests, demonstrations, and recommendations. Help set up 
money-saving cleaning cycles. Furnish helpful technical litera- 
ture. All without cost or obligation. 


Make a note to call your Oakite Repre- Ped 
sentative today —you'll find it time wisely 
spent. If you don’t know the man serving Las 
your area, write us. We'll be happy to 7 | | 





direct you. Oakite Products, Inc., 54 Rec- 
tor Street, New York 6, N. Y. | FREE 
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Technical Service Representatives in Principat Cities of U. $. and Canada 
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International Research and Develop- 
ment Corporation, Columbus, Ohio, 
manufacturers of a device to detect 
and measure vibrations in jet engines 
and other machinery, has been pur- 
chased by H. H. Robertson Co., Pitts- 
burgh. No change in International’s 
management will result from the trans- 
action. 


To increase and diversify production 
facilities for “Andalfoam”, foam and 
fabric combination materials, the An- 
drews-Alderfer Co., Akron, Ohio, is 
planning to add 7200 square feet to 
its factory area. 


A new plant specifically designed to 
combine extreme precision with high- 
speed production has been built by 
McGill Manufacturing Co., Valparaiso, 
Ind. Providing 45,000 sq. ft. of additional 
floor space for production and 33,000 
sq. ft. of office space, the new build- 
ing cost in excess of $1,000,000. In ad- 
dition, new equipment has been in- 
stalled as well as a realignment of old 
tools. 


The Whitney Chain Co., Hartford, 
Conn., is expanding its service to 
southern industry through the addition 
of a modern warehouse in Atlanta, 
Ga. The new warehouse will be spe- 
cifically designed for efficient stocking 
and handling of power transmission 
products and will be completely air 
conditioned. It will also act as Whitney 
district headquarters. 


Revere Corporation of America, Wal- 
lingford, Conn., has announced a 50 
per cent expansion of its productive 
facilities with the opening of a new 
plant in Meriden, Conn. 


Selas Corporation of America, Phil- 
adelphia, has formed a new subsidiary, 
Selas Constructors, Inc., Houston, 
Texas. Clare Construction Co., which 
was purchased by the Philadelphia 
organization, forms the nucleus of the 
new Texas company. 


The Cincinnati Cleaning & Finishing 
Machinery Co. has acquired a new plant 
in Sharonville, Ohio. The new plant 
contains the company’s offices, engi- 
neering and estimating functions and 
manufacturing facilities. It contains 
11,000 sq. ft. of fabricating space. The 
company also has two plants in Iron- 
ton, Ohio. 


The rising demand for materials 
handling equipment made of light 
metals has led to the purchase of the 
Tobey Manufacturing Corp., El Segun- 
do, Calif., by the Magnesium Company 
of America, East Chicago, Ind. Tobey 
will be operated as the Tobey Alu- 
minum Division of MAGCOA. 


National Container Corp., New York 
City, is opening a new box plant in 
Detroit. This is National’s twentieth 
converting plant. 
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BEFORE YOU DECIDE ON ANY HYDRAULIC PUMP FOR YOUR PRODUCT LOOK OVER THESE 


thy 


DEPENDABLE PERFORMANCE—Thousands of PESCO 
Pressure Loaded PUMPS on critical installations, have 
proved their dependability of operation with excep- 
tional high-efficiency performance of their specific jobs. 


CONTINUOUS “NEW PUMP” EFFICIENCY—PESCO 
quality control, from original design through precision 
manufacture and final testing, builds into PESCO 
products every characteristic that will insyre life-long, 
peak-operating efficiency and “new pump” perform- 
ance—with volumetric efficiencies to 97% and torque 
efficiencies to 92%. 


FULL RANGE OF CAPACITIES AND PRESSURES—PESCO 
PUMPS provide a full range of capacities to 60 gpm 
and pressures to 3000 psi. Operating speeds range 
from 1000 rpm to 4500. 


HYDRAULIC ENGINEERING SERVICE—This outstanding 
PESCO service is available for solution of hydraulic 
problems. Simply call or write the Home Office, Bedford, 
Ohio—The combined experience and skill of Pesco 
Hydraulic engineers is yours without obligation. 


LESS UNIT SPACE REQUIRED 
—The ‘Pressure Loading” 
features of PESCO PUMPS 
reduce the overall size re- 
quirement for a given instal- 
lation. Thisis possible because 
PESCO PUMPS can be 
operated safely at higher 
speeds—and still maintain 
the same excellent volumetric 
efficiencies at slow oper- 
ating speeds. 


PRODUCING THE BEST IN HYDRAULIC EQUIPMENT AND ELECTRIC MOTORS 
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of a 3¢ stamp 


Here is a collection of interesting 
case histories of production and 
maintenance problems which were 
solved with almost unbelievable 
ease and speed by the 
unusual use of a hose clamp 
to fasten things together 
and “Hold ’em tight” 
in place. Send for 
“Clampways Ideas” 
while you’re 
thinking 
about it.* 





"The Sign 
of a Good 
Hose Clamp” 


.or get your copy erga your £ mentiediey Punch-Lok Distributor. 
2 ee ee ee ee ee ee ee ee oe es 2 


Punch-Lok Company 
Dept. E, 321 North Justine Street 
Chicago 7, Illinois 


eas 
ways id 
nda me Clamp REE 


Firm Name 

















a Sh ag i My Name Title 
i Address 
{ 
4800 s City State 
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J. M. Lehmann Co., Inc., Lyndhurst, 
N. J., has acquired certain rights, title 
and interest in the W. R. Thropp & Sons 
Corporation, Trenton, N. J., including 
manufacturing rights and rights to use 
the Thropp Company name. The latter 
company has become W. R. Thropp & 
Sons, division of J. M. Lehmana Co, 
Inc. 


Vulcan Containers, Ltd., is now pro- 
ducing top quality tin cans for 
Canadian manufacturers of printing 
inks and other Canadian products in its 
recently completed modern manufac- 
turing plant located on a 5-acre tract 
in the new Rexdale industrial area 
northwest of Toronto. This new 
Canadian company is an outgrowth of 
Vulcan Tin Can Co., Bellwood, Ii. 


Sav-Way Sara Seal Inc. (formerly 
Sav-Way Industries) of Detroit, have 
sold their interests in the Sav-Way 
Sara Sealer to Packaging Industries, 
Montclair, N. J. The Sara Sealer, a 
band-type heat sealer, will be manu- 
factured and sold in the future by 
Packaging Industries. 


A new corporation, called Zirconium 
Corporation of America, has _ been 
formed in Solon, Ohio, to manufacture 
various zirconium compounds. with 
special emphasis on zirconium oxide. 
The patented process to be used by 
Zirconium Corporation of America 
was successfully tested for over a year 
in a pilot plant producing zirconium 
oxide. 


od 


American Locomotive Company, 
Schenectady, N. Y., has announced that 
they appointed American Forge & 
Steel, Inc., Pittsburgh, as sole national 


distributor of its heavy commercial 
forgings. 


Kurt Orban Company, Inc., has 
moved its Cleveland office and service 
center to larger quarters at 1256 East 
12th Street. 

Customer service will be facilitated 
by 10-ton cranes, slitters, shears, edg- 
ing rollers, and roller leveling and 
cut-up lines. 


Formation of a new subsidiary of the 
United States Steel Corporation, New 
York City, has been announced. It is 
known as United States Steel Homes, 
Inc., formerly Gunnison Homes, Inc. 
and will operate prefabricated hous- 
ing plants in New Albany, Ind., and 
Harrisburg, Pa. 


The potential use of porcelain alu- 
minum as an architectural material is 
a contributing factor to the moderniza- 
tion program being undertaken by 
Ingram-Richardson Manufacturing Co., 
Beaver Falls, Pa. Increased facilities 
will enable Ingram-Richardson to pro- 
duce up to 250,000 sq. ft. of porcelain 
enameled aluminum per month. This 
production will not hamper the com- 
pany’s output of enameled steel. 
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OKOLITE-OKOPRENE 
used in new MERAMEC POWER PLANT 


_— on the banks of the Missis- 
sippi below St. Louis, the new 
Meramec Plant of the Union Electric 
Company of Missouri is another fine 
example of modern power plant engi- 
neering and construction. Every com- 
ponent, from the terminals to the two 
110,000 KW turbines, was selected for 
quality and durability. 

Following a trend that has become 
almost a national practice today, 
Okolite-Okoprene wires and cables were 


ONITES 


purchased. Virtually all the single and 
multi-conductor control cables are 
Okolite-Okoprene, as are the low volt- 
age power cables and the lighting 
feeders. 

You will find that Okolite-Okoprene 
cables give dependable performance in 
every service, whether in new installa- 
tions or for replacement. For full in- 
formation, write for Bulletin PG-1056. 
The Okonite Company, Passaic, New 
Jersey. 


w Fad 
Pa” 
insulated cables Momriaia 


i747 
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The cost isin 
Pennies— 


—but the results 
TCM EL ELAY 


Never underestimate the importance of name plates on your 
product! Their worth is far out of proportion to the few pennies 
‘they add to your costs. As the “signature” on a product, the 
appearance of the name plate should reflect the maker’s pride; 
its durability should match the quality of the product. 
















We have the experience, the skilled 
craftsmanship, plus the latest and 
best equipment to produce high 
quality metal plates—to provide 
standout identification at the right 
price. We produce instruction 
plates that are clearly and easily 
readable—and stay that way for the 
life of the product. Quality plates 
will pay you dividends. 


ALUMINUM ANODIZING 
We are equipped to apply this pro-* 
tective coating to aluminum parts and 
products, by the exclusive Alumilite 
process—in a wide range of attractive 
colors. Write for quotation, 


<. 
we 


GET OUR QUOTATION 





Send a rough sketch, blue print or 

sample, with specifications, for quota- 
i tion. Or write us fully about your re- 

quirements in name plates, instruction 
Write for this plates, dials, panels, scales, ete. 
Booklet! Write for our new book, “Etched or 





Lithographed Metal Products of Qual- 
ity,” containing full color examples 


CHICAGO THRIFT-ETCHING CORPORATION 


1555 NORTH SHEFFIELD AVE., CHICAGO 22, ILL., DEPT. C 


Metal Name Plates, Dials and Panels, Etched or Lithographed « Etched Metal Scales, 
Clock Dials, Trophy Plates, Plaques, Advertising Specialties * Etched Metal Panels 
for elevator and architectural uses * Coin Banks * Lithographed or Screened Plastic 
Name Plates or Dials * Aluminum Anodizing by the Alumilite Process. 


SUBSIDIARY OF DODGE MANUFACTURING CORPORATION, MISHAWAKA, INDIANA 
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A warehouse, comprising over 60,000 
sq. ft. of floor area, has been opened by 
Edgcomb Steel Company in York, Pa, 
A complete inventory of 4500 tons of 
metals will be maintained to serve all] 
metal users in central Pennsylvania, 
Maryland and Virginia. 


West Texas Gas Co., Amarillo Gas 
Co., Dalhart Gas Co. and Clayton Gas 
Co. have been consolidated into one 
natural gas utility operating company 
called Pioneer Natural Gas Co, 
Amarillo, Texas. 


Sale of the entire stock of the Dalmo 
Victor Company to Textron, Ine, 
Providence, R. L, has been announced, 
Under the terms of the transaction, 
Dalmo Victor becomes a wholly owned 
subsidiary of Textron and maintains its 
present operations and management. 


Hillyard Chemical Co., St. Joseph Mo., 
has announced that its eastern and 
western divisions have opened new 
plant facilities in Passaic, N. J., and 
San Jose, Calif. Now in full operation, 
the new buildings are providing more 
direct facilities for distribution of Hill- 
yard products and floor service in im- 
portant east coast and west coast areas. 


The purchase of an interest in the 
Keystone Conveyor Co., Detroit, has 
been announced by the Rapids-Stand- 
ard Co., Inc., Grand Rapids, Mich. The 
new name of the Detroit firm is Rap- 
istan-Keystone, Inc. There are no 
changes in the firm’s management or 
sales organization. 


An agreement between Babcock & 
Wilcox Co., New York City, and the 
Seaboard Refractories Co., Raritan 
Township, N. J., has resulted in Sea- 
board’s entire manufacturing facilities 
being devoted to the production of 
special refractories for Babcock & Wil- 
cox. Seaboard will discontinue its own 
sales activities and will turn such 
matters over to B&W. 


The Adelphi Paint & Color Works, 
Inc., Ozone Park, N. Y., has purchased 
the paint and varnish business of Baer 
Bros. The newly acquired company 
will be known as Baer Bros. Paint & 
Varnish Co., Inc., a division of Adelphi 
Paint & Color Works, Inc. 


Angelus Paper Box Co., Los Angeles, 
Calif., has been acquired by Robert 
Gair Co., Inc.. New York City. The 
Angelus firm will be operated as a 
division of Robert Gair Co., Inc. 


The merger of the Parkersburg Rig 
and Reel Co., Parkersburg, W. Va., and 
Aetna Ball & Roller Bearing Co. 
Chicago, has been approved under the 
new name of Parkersburg-Aetna Cor- 
poration, Parkersburg. 


The Billings & Spencer Company of 
Hartford, Conn., has purchased the 
majority of the common stock of Peck, 
Stow & Wilcox Company, Southington, 
Conn. 
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. HEN LOOK at these parts ...all punched from Taylor Vulcanized 
n Fibre or Laminated Plastics. They are typical of the wide vari- 
- ety of shapes and sizes that can be economically produced to 
S close tolerances. 
: When you use Taylor Vulcanized Fibre and Laminates for your 
n punched parts, you have a wide range of physical, electrical and 
h mechanical properties to choose from. Vulcanized fibre can be fur- 
nished in sheets, rolls and rods...laminated plastics in sheets, 
tubes and rods. A variety of colors and finishes is available. 
l For switch insulation, brush holders, arc barriers, refrigerator latch 
, gaskets, shielding, relay covers, armature slot insulation, luggage 
i reinforcing strips, and washers... just to name a few applications 
... be sure and investigate the advantages of Taylor materials for 
making punched parts. 

A Taylor Engineer will be glad to help you pick the grade of Vul- 
| canized Fibre or Phenol, Melamine or Silicone Laminated Plastics 
: that are best suited to your particular requirements. 

Let us punch it for you in our Fabricated Parts Division. We are com- 

pletely equipped to turn out punched and formed parts to your exact 

specifications...at the right price...with deliveries to match your pro- 
duction schedules. 

Taylor Fibre Co., Norristown, Pennsylvania—La Verne, California. 

Laminated Plastics 
Vulcanized Fibre 
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DON'T BE FOOLED BY 





Buying hack and band saw blades in relatively frequent, small 
lots, you may think you're “just spending nickels and dimes.” 
But remember, in a year these small purchases can add up to 
an important investment which .. . if presented in a lump sum 

. would call for a major decision. And when you add in the 
big investment in metal cutting labor and production time that’s 
involved, you'll realize that you can’t afford to be “‘nickeled to 
death” by blades that don’t measure up in performance. 


From start to finish, MILFORD Metal Cutting Blades are designed 
to give you a bigger return for the accumulated dollars you 
invest. They'll cut straighter . . . reducing waste, cut faster .. . 
reducing production time costs, and they’ll give more cuts per 
blade . . . reducing long-run blade costs. And we’re ready to 


prove that these are DOLLAR-SAVING FACTS! 


Write now describing your toughest metal cutting jobs and the 
equipment used; we'll arrange a MILFORD demonstration in your 
own plant. You'll never know how much MILFORD Blades can 
save until you try them . 
to find out. 


. and you owe it to your company 
STANDARD OF QUALITY THE WORLD OVER 


THE HENRY G. THOMPSON & SON CO. 


Saw Blade Specialists for Over 75 Years 
NEW HAVEN 5, CONNECTICUT 





Crown Can Co., a wholly owned 
subsidiary, has merged with Crown — 
Cork & Seal Co., Inc. and will continue 
operations as the Crown Can Di 
with head offices in Philadelphia, Pa, 
There have been no changes in per. 
sonnel as a result of the merger. 





Harvey Vogel Manufacturing 5 
formerly located at 1000 Raymond Ave, 
St. Paul, Minn., has moved into larger 
quarters at Como Avenue and the 
Minneapolis city limits. The new build- © 
ing, formerly owned by American Farm — 
Machinery Co., is a one-story brick, 
steel and concrete structure providing 
25,000 sq. ft. of operating area. 


Diamond Alkali Co., Cleveland, has 
announced two organizational changes, 
It has established two new divisions, a 
Chlorinated Products Division and a 
Plastics Division. The new divisions 
will operate autonomously, assuming all 
sales, research and plant manufacturing 
responsibilities under the direction of 
division general managers who will — 
operate from Diamond’s headquarters 
in Cleveland. 


Jessop Steel Co., Washington, Pa, 
which recently stepped up marketing 
activities in Canada and France, is noW 
making a bid for business in three 
states with the acquisition of the Jessop ~ 
Steel Sales Co., Detroit. The Detroit 
company’s operation will be expanded 
to include distribution of Jessop prod- 
ucts in Toledo and Cleveland, Ohio, and 
Chicago as well as its established busi- 
ness in Michigan. 


A modern plant designed for ex- 
panded production and overall effi- 
ciency will be opened, soon, by Polymer 
Industries of Astoria, L. I. The new 
building is located in Springdale, Conn, 
and will consolidate Polymer’s Astoria 
and Brooklyn operations. 





NEWS OF YOUR SUPPLIERS 





A new district manager for Mil- 
waukee, Wis., Al G. Jason, has been 
announced by Sipi Metals Corporation, 
Chicago. Mr. Jason has been a member 
of the Sipi organization for the past 
six years. 


George R. Forbes, Jr., has joined the 
New York sales staff of L. B. Foster 
Co., Pittsburgh. 


Continental Can Co., New York City, 
has named John C. Jennings as product 
sales manager of plastic bottles in the 
company’s Shellmar-Betner Flexible 
Packaging Division. Sales of the plastic 


acquired Elmer E. Mills Corporation 





Profile Blades and Band Saw Blades, Hand and Power Hack Saw Bu. bottles, ufactured by the newly- 





subsidiary, are handled through th 
Shellmar-Betner Division. He will 
headquarter at the Elmer E. Mills Cor- 
poration in Chicago. 





Buy MILFORD Blades through your local MILFORD Distributor, a man chosen for 
his ability and earnest desire to SERVE YOU BEST FOR ALL YOUR INDUSTRIAL NEEDS. 
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piston-type accumulator 


100% safety tested on stands 
like this, all Parker industrial ac- 
cumulators are checked at hydraulic 
pressures up to as high as 10,000 psi. 


Marcu, 1954 


What other Parker products for hydrau- 
lic and fluid systems interest you? Triple-lok 
flare fittings? Ferulok flareless fittings? Syn- 
thetic rubber O-rings? Any other products? 


THE PARKER E 
APPLIANCE COMPANY /« 
Section 202-D 

17325 Euclid Avenue 
Cleveland 12, Ohio 


Please send the following: 
[_] Accumulator Catalog File 1536A 


(] Catalogs describing these other 


Parker products 
Oe ————————————————————————ee 
OE 
COMPANY 


ADDRESS 


CITY. | es 


Mail this coupon for technical informa- 
tion about Parker’s trouble-free accumula- 
tor. If you’d like to know more about other 
Parker products, list them on the coupon. 
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| TeFLon “Alloy” materials that 





Whatever your business it will pay you to know what the 
United States Gasket Company has to offer. 


This little folder will tell you something about the widely 
diversified activities of this company, affecting the needs 
of practically every industry. 


United States Gasket Company 
TEFLON and KEL-F Products 
Include: 

High temperature, high frequency, 
high voltage insulating materials 
(sheets, rods, tubing, tape, 
cylinders, bars, molded and 
machined parts) for the electronic 
and electrical industries. 


possess most of the pure polymer’s 
characteristics and offer addi- 
tional desired physical or elec- 
trical characteristics. 


Gaskets and packing that are 
immune to all chemicals (except 
molten sodium and fluorine). Are 
non-contaminating. Outlast other 
materials several times over. 


No-lubricant, non-contaminating 
bearings and bushings. 
Chemical-proof pump impellers 
and other machine parts. 


Solderable TEFLON and Cement- 
able TEFLON. 


Electronic components including 
miniature tube sockets, crystal 
sockets, connectors, stand-off 
insulators, feed-through insulators 
and terminals, trimmers, etc. 
Perforated TEFLON for filtering 
and sifting chemicals that would 
attack other filtering media. 






CAMDEN 1 ¢ NEW JERSEY 


FABRICATORS OF duPont TEFLON, 
Kellogg KEL-F AND OTHER PLASTICS 


totives 


UNITED 
STATES 
GASKET 
COMPANY 
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Burg Tool Mfg. Co., Los Angeles, 

Calif., has opened an office in Chicago 
to service Illinois, Indiana, 
Iowa, Kansas, Nebraska, Minnesota and 
Oklahoma. Known as the Burgmaster 
Machinery Co., it is located at 5329 
Lincoln Ave., Chicago 25. 





A. J. McMurray 


Arthur J. McMurray has been named 
assistant sales manager of Dewalt Inc., 
Lancaster, Pa. 


The Hydraulic Press Mfg. Co., Mt. 
Gilead, Ohio, has named Ralph H. 
Behrend as manager of H-P-M’s 
C-Frame Press sales. He has had 36 
years of engineering and executive ex- 
perience in the tooling field. 


W. Doss Lumpkin has been ap- 
pointed to the sales staff of the Votator 
Division of the Girdler Co., Louisville, 





W. D. Lumpkin 


Ky. A _ specialist in processes and 
equipment, he will be associated with 
the division’s fats and oils section. The 
Girdler Co. is a division of National 
Cylinder Gas Co., Chicago. 


Robert G. Yeagley is now a sales 
representative in the St. Louis district 
office of the Columbia-Southern 
Chemical Corp., Pittsburgh. 


Trailmobile, Inc., Cincinnati, Ohio, 
has named Harry W. Crank as tank- 
trailer sales manager. In addition to 
his new duties, he will continue his 
activities as chief engineer of the 
Trailmobile plant in Springfield, Mo. 
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BAW REFRACTORIES PRODUCTS —B2.W Allmul Firebrick * B&W 80. 
_ _ BAW Refractory Castables, Plastics and Mortars > OTHER B&W PRO 
Chemical Recovery Units . . . Seamless & Welded Tubes . . . Pulverizers 
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Now! 





Available 
in Dry Form 


Here’s the mortar refractories masons asked 
for—and it’s as easy to use with insu- 
lating firebrick as the popular wet B&W 
Smoothset because it has the same high 
water retention. 

This property is important because the 
highly porous structure of insulating firebrick 
draws the moisture rapidly from the mor- 
tar, thus allowing too short a time for proper 
placing and setting of the brick before 
most mortars become unworkable. 


Besides high water retention, the new dry 
B&W Smoothset can be stored indefinitely 
in a dry place without hardening—a big 
advantage on large jobs when refractories 
are installed over a long period of time. 


In addition to helping you select the most 
economical refractories, your local B&W 
Refractories Engineer will be glad to help 
you select the best mortar for your instal- 
lation. Next time you build or reline your 
furnace, get the benefit of his long experience. 


‘vy - 
prt, FAST 42n0 Sr. we Sion 
; TA, Ga, 


@ 


* B&W Junior Firebrick * B&W Insulating Firebrick 
TS: ationary & Marine Boilers and Component Equipment... 
sss Fuel Burning Equipment... Pressure Vessels... Alloy Castings 


For More Information Circle No. 306 on Inquiry Card—Page 17 


275 











STAMPINGS 


_ PILOT RUNS 





SPECIAL METHODS PRODUCE 
SMALL QUANTITIES AT 
MINIMUM COST. 


When you need just a few pieces — 
when you’re still in the experimental 
stage —then an economical, cooper- 
ative source of parts is important. 


Our Machine-Cut Method avoids 
custom die costs completely by use 
of special machinery which skill- 
fully fashions pilot quantities. 


Careful calculation determines the 
point at which labor costs warrant 
our Short Run Method, which uses 
simple contour dies and special pur- 
pose presses. 


Best of all, when you get into large 
quantities on the experimental part, 
our STAMPINGS DIVISION is still 
your most economical producer, 
using our Production Method. Thus 
all three methods are at your dis- 
posal. And impartial choice of 
method saves money for you! 


Send for Informative Literature 


STAMPINGS 
HivIsI08v 


Oo LAMINATED © 











~ 


O COMPANY, INC. O 








2403 Union Street, Glenbrook, Conn. 
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Maynard A. Laswell, vice president 
for many years of the C-O-Two Fire 
Equipment Co., has also been made 
vice president in charge of sales of the 
Pyrene Manufacturing Co. The affili- 
ated companies have general offices and 
factories in Newark, N. J. 


Howard M. Palmer has moved up 
from general sales manager of Lewis- 
Shepard Products, Inc., Watertown, 


ae 


~ 





H. M. Palmer 


Mass., to sales vice president of the 
company. He has been a member of 
the organization since 1945. 


Vertner S. Kenerson is now repre- 
senting Flexible Steel Lacing Co., 
Chicago, in the Carolinas, Virginia and 
eastern Tennessee. 


Russell L. Seiple has been appointed 
manager of steel building products 
sales for the Berger Manufacturing Di- 





Russell L. Seiple 


vision, Republic Steel Corporation, 
Cleveland, Ohio. Mr. Seiple succeeds 
the late Martin C. Brown. 


R. E. O’Neill is now general manager 
of sales for the Atlantic Steel Co., At- 
lanta, Ga. 


Roy W. Hill and John B. Hinds, Jr., 
have been named Phenolic Products 
sales representatives at the Chicago 
office of the General Electric Com- 
pany’s Chemical Materials Department. 








The best soft 


hammer your 


money can buy! 





JAW-H 


Tough, resilient water 
buffalo faces deliver 
plenty of power with 
full protection for 
delicate parts and 
finishes. Faces are easily 
replaced, and comfortable 
Safety-Flare handle 

gives you non-slip grip. 
Work goes better with a 
C/R RAWHIDE Jaw-Head. 
See for yourself. 


















CHANGE FACES 
IN SECONDS 


@ Available from lead- 
ing industrial sup- 
pliers. Also C/R Raw- 

hide mallets and Raw- 

hide mauls. For fur- 
ther information write 

Dept. 22 


cnicaco (amide MFG.CO. 


1301 Elston Ave 


Chicago 22, Ill 
In Canade: Super Oil Seal Mfg. Co., Lid 
Hamiiton, Ontario 
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150 kva, 80° Rise Wagner Dry-Type Transformer that feeds 
through control center for the automatic bakery's cooling room. 


reduce power distribution costs 
with Wagner Dry-Type Transformers 


You can save money, save copper, and improve 
voltage regulation by bringing the right voltage 
to the load center with Wagner Dry-Type Trans- 


lighting and equipment in the bakery are operated 
from the low voltage side of the Wagner Trans- 
formers that step down power delivered at 480 
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formers. They are safe to use— without fireproof 
vaults or other special protection—even where 
fire hazards are present. They provide steady volt- 
age with minimum line losses. They are compact 
and light in weight—economical to install and 
easy to move when changes in plant facilities are 
necessary. 


The transformer shown in the photograph above 
is one of 45 Wagner dry-type transformers, rang- 
ing in size from 5 through 150 kva, installed at 
Mrs. Baird’s Bread Company, Dallas, Texas—the 
world’s largest fully automatic bakery. All motors, 


BRANCHES AND 





WAGNER ELECTRIC CORPORATION 
6360 PLYMOUTH AVE., ST.LOUIS 14, MO., U.S.A. 


DISTRIBUTORS IN ALL PRINCIPAL CITIES 


to 208Y/120 volts. 


Wagner has a complete line of dry-type trans- 
formers that includes single-phase and three-phase 
units in ratings from 1 through 500 kva, single- 
phase and three-phase auto- 
transformers, and unit sub- 
station transformers 1122 
through 2000 kva. 


Your nearby Wagner engi- 
neer can help you select the 
right transformer for your 
needs. Just call the nearest 
of our 32 branch offices, or 
write us. 


TRANSFORMERS 


AUTOMOTIVE 
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ELECTRIC MOTORS 


INDUSTRIAL BRAKES 


BRAKE SYSTEMS— 
AIR AND HYDRAULIC 














ing «& Siding 


specify Gade Marked 


for PEAK PERFORMANCE 


Engineers and designers of industrial and com- 
mercial buildings know galvanized sheets to be supe- 
rior building material for this type of construction— 
particularly for roofing and siding. They know that 
time-tested galvanized sheets offer: 


¢ SHORT-TERM plus LONG-TERM 
ECONOMY 


Low initial cost, low application cost, low 
per-year cost 


¢ STRENGTH OF STEEL; RUST-PROTEC- 
TION OF ZINC 


Withstand rough treatment, add structural 
strength and are fireproof 


All galvanized sheets give years 
of useful service. But the heavier 
the zine coating, the longer the life 
of the base sheet. Because various 
weights of zinc coating look alike 
on the surface, it pays to specify a 
ppateeneress sheet . . . Get the 

eaviest coating you can buy! 





IT’S THE ZINC THAT STOPS THE RUST 


For long, rust-free service, specify a heavy duty sheet such as the 
“Seal of Quality” with a zinc coating of 2 ounces per square foot. 
For heavier coatings order according to ASTM Specification A 93. 


ATTENTION : Get the facts on MZP (Metallic Zine 
° Paint) for structural steel and gal- 
fo. MAINTENANCE <aieal wetness. Also, zinc for 
4 DEPTS. cathodic protection and grounding 
electrodes. Check coupon below. 


“4 Y 4 








Send For FREE VALUABLE BOOKLETS | 


| American Zinc Institute, 60 East 42nd Street, New York 17, N. Y. Dept. P.3 
Send booklets checked without cost or obligation 

(_] CATHODIC PROTECTION with Zinc Anodes 0 mzp Metallic Zinc Paint 

| (_] GRADE-MARKED GALVANIZED SHEETS for Industrial Buildings 


Company 





Name of Individual 





Address 





City or Town Zone State 
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Morse Twist Drill & Machine 
New Bedford, Mass., has added three 
new representatives to its sales force, 
They are: C. F. Dadd, who will cover 
New Jersey and R. F. Cooney and L. M, 
Price who will work throughout Ohio, 


Two new sales representatives have 
been named by American Buff Com- 
pany, Chicago. Howard A. Simons, with 
headquarters in Cleveland, will cover 





H. A. Simons A. C. Maran 


the northern Ohio district. Armand C. 
Maran, headquartering in Niles, Ohio, 
will represent the company in north- 
eastern Ohio, West Virginia and part of 
Pennsylvania. 


Lathrop Vandewater Paper Co., New 
York City, has appointed Charles M. 
Gilmore as manager of the industrial 





C. M. Gilmore 


division. Lathrop Vandewater is a di- 
vision of Chesapeake Industries, Inc. 


J. M. Weldon has been transferred 
to the General Sales Department of 
the International Nickel Co., Inc., New 
York City, as assistant to the vice 
president. In other appointments, C. J. 
Bianowicz has been named manager of 
the Inco Nickel Alloys Department, and 
Daniel W. Machon has been placed in 
charge of the newly established Cobalt 
Section of the Nickel Sales Department. 


Rheem Manufacturing Co., Los An- 
geles, Calif., in a further decentraliza- 
tion of its sales activities, has named 
William S. Goodfellow as eastern divi- 
sion sales manager with headquarters 
in Chicago. He will be responsible for 
all company activities east of the 
Rockies. 
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Laundromats in use, but... 


“We've never had a failure with 
American Quality Springs” 


says WESTINGHOUSE ELECTRIC CORPORATION 














HE Westinghouse Laundromat has been a household 
word ever since the first unit rolled off the production 
line in 1940. Since then, Westinghouse has produced over 
1,125,000 Laundromats. Despite many important im- 
provements, the superb spring suspension system has 
stood the test of time. It’s the same today as it was in 
1940, because it was designed so well in the first place. 

Three different styles of American Quality Springs are 
used in the Laundromat. The coil springs support the en- 
tire weight of the machine within its shell. The flat steel 
springs contain friction dampers that limit excessive 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 


TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 


movement caused by an unbalanced load during the spin- 
dry cycle. 

Failure of a coil spring could damage the entire ma- 
chine. At the least, it would mean an expensive service 
call. But, because of the efficient design, and the com- 
pletely reliable American Quality Springs, no spring has 
ever failed in a Westinghouse Laundromat. 

If service like this makes sense to you, get in touch with 
your nearest American Steel & Wire representative. We 
make all kinds of springs, any steel, any finish. And you'll 
get the same kind of quality that Westinghouse gets. 


* UNITED STATES STEEL EXPORT COMPANY, NEW YORK 





U-S-S American Quality Springs 


“~ - we: 2 she, la 
BOTTOM DAMPER springs are installed. Because of the entire engineered 


suspension, Laundromat was one of the first washers that didn't have 
to be bolted to floor. 
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WESTINGHOUSE LAYS DOWN rigid specifications for their American 
Seay Springs, proving their motto, “Quality must be built into a 
product.” 
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a” | Fairbanks, Morse & Co., Chicago, has 

| ae appointed H. E. Hanson as manager of 
their St. Paul, -Minn., branch. L. A, 
Woem, former manager of the branch, 
has been transferred to the Beloit, Wis., 


works as manager of materials and 


a sess | schedules. 


eo 
’ 
; 



































Robert L. Larson has been appointed 
manager of the alloy steel division, 
Joseph T. Ryerson & Son, Inc., Chi- 














—<—<—$———— te m “3 R. L. Larson W. P. Loehrer 


cago. He was formerly manager of al- 
loy steel sales, Chicago plant, and is 
succeeded at that post by William P. 
Loehrer. 
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Graton & Knight Co., Worcester, 
Mass., has appointed Robert C. Kerr 
as branch manager at the firm’s De- 
troit office. Mr. Kerr joined Graton 
& Knight in 1952. In addition, the firm 
has assigned William L. Harris as a 
sales engineer for the Detroit office. 





























Howard I. McCoy has been named a 
sales engineer in the St. Louis, Mo., 
area for Standard Steel-Works Divi- 
sion of Baldwin-Lima-Hamilton Corp., 
Philadelphia. 


=i 





Thornton Q. Raney has been ap- 
pointed eastern representative for the 
Whitfield Chemical Co., Detroit. Mr. 
Raney will headquarter in Philadelphia. 

















James W. Jacoby has been appointed 
technical service representative on the 
staff of the Philadelphia branch of the 
Chase Bag Co., Chicago. 


The Hammer-Dahl Co., Providence, 
R. L., has named the Arthur B. Ander- 
son Co., Minneapolis, Minn., as repre- 
sentative in Minnesota, North Dakota, 
South Dakota and part of Wisconsin 


The ‘yellow pages’ are one of a 
P A 3 ‘ now exclusive distributor in north- 
s -S§ most valued possessions eastern Ohio for the Mult-A-Frame 


Division, Ainsworth Manufacturing 
Corp., Detroit. 


Rowe Methods, Inc., Cleveland, is 


The smart purchasing agent doesn’t wrack his brains for Sam A. Seckler has been named as- 
: sistant manager of sales for the alloy 

names, addresses and telephone numbers of suppliers. steel division of Republic Steel Corpo- 
. ration, Cleveland. This appointment 

He knows he can always find what he needs in the con- follows the recent promotion of Clyés 
venient ‘yellow pages’ of his telephone directory. ee er of aloy Oe 


(A) ica’ The Boston district office of nie 
wo America’s Buying Guide for over 60 years ete Ce, Cleveland, Ohio has heal 
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%* INSERTED TOOTH SAW 


For heavy production cutting of 
steel, brass, copper and aluminum. 
Alternating square and beveled 
teeth “‘tri-vide’”’ chips for easy cut- 
ting and clearance. Maximum saw 
clearance gives cooler, freer cutting 
. .. permits extremely high rate of 
feed. High Speed Steel Teeth can be 
easily replaced singly or in com- 
plete sets, in your own plant. 





xo oe AGS 


Qoe 


% SEGMENTAL SAW 


For especially smooth cuts on pro- 
duction work. Extra-service High 
Speed Steel toothed segments are 
securely held in a tough alloy plate 
by a tongue and groove design, have 
quick clearance for faster, freer cut- 
ting. Teethare alternately square and 
beveled for easy cutting and clear- 
ance of “tri-vided’”’ chips. Can be 
sharpened on any automatic grinder. 





gelbig 
iz + 
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%#* SOLID TOOTH SAW 


For general shop cut-off jobs . . . for 
use on smaller automatic cut-off ma- 
chines, and for cutting jobs where 
narrow kerf is important. Clearance 
ground and furnished in High Speed, 
Si-Maloy (Pat.), or Semi-High 
Speed Steel. Simonds own steel, plus 






4 
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accurate heat treating and grinding | 


give these saws longer life, more de- 
pendable performance. 


CALL YOUR SIMONDS DISTRIBUTOR TODAY 








SIMONDS 


SAW AND STEEL CO. | 


Factory Branches in Boston, Chicago, San Francisco and Portland, Oregon 
a a FITCHBU RG, MASS. .... Canadian Factory in Montreal, Que. Simonds Divisions: Simonds Steel Mill, 
ve Se eae Lockport, N. Y. Simonds Abrasive Co., Phila., Pa., and Arvida, Que., Canada 


CIRCULAR Metal Cuttings SAWS 
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>» Nature equipped the turtle to protect itself against its 
enemies. Mayflower is equipped to move your furniture 
anywhere in the United States or Canada quickly and safely. 
Mayflower vans are all modern tractor-trailer units, espe- 
cially designed to give your 
furniture added protection 
against damage. There are 
no tailgates; everything rides 
safely inside. The next time 
you move long distance, use 


Mayflower Moving Service. 


AERO MAYFLOWER TRANSIT COMPANY - INDIANAPOLIS 


Mayflower’s organization of selected warehouse agents provides on-the-spot 
representation at the most points in the United States and Canada. Your local 
Mayflower agent is listed in the classified section of your telephone directory. 


>? 


NATION-WIDE FURNITURE MOVERS 


For More Information Circle No. 319 on Inquiry Card—Page 17 

















The Bristol Brass Corporation, Bris. 
tol, Conn., has recently expanded its 
sales organization. James E. Spalding 
has been appointed Boston sales repre- 
sentative to succeed Chester F. English, 
who moves to the New York office, 
Bernard J. Courneen takes over the 
sales duties in Rochester, N. Y. Joseph 
B. Hannon, who becomes a member of 
the home office sales staff in Bristol, 
is succeeded as Providence sales rep- 
resentative by John C. Cook. 


Two changes have been announced 
in the Republic Rubber Division, Lee 
Rubber & Tire Corp., Youngstown, Ohio, 





J. M. Hughes H. L. Lunger 


James M. Hughes is now manager of 
distributor sales and Henry L. Lunger 
is manager, automotive and appliance 
sales. 


Lowell Harrison Miller will serve in- 
dustrial finishers as a Pacific Region 
industrial representative for the Glid- 
den Co., Cleveland, Ohio. 





Sydney E. Gregory 


Alloy Precision Castings Co., Cleve- 
land, has appointed Sydney E. Gregory 
as sales representative in Illinois and 
Indiana. 


A Kansas City branch office to serv- 
ice midwestern accounts has been an- 
nounced by Universal Metal Products, 
Inc., Alhambra, Calif. The new office lo- 
cated at 3527 Broadway, Kansas City, 
Mo., will be under the supervision of 
Charles A. Mason, Jr. 
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GENERAL CHEMICAL 


Crystal Hyp 


(SODIUM THIOSULFATE) 


| 





Produced at 
3 Convenient Locations 


—on the eastern seaboard—in the midwest—and on the west 
coast... plus stocks at distributing centers in major industrial 
areas throughout the nation. 


Te best serve the varied needs of industry, General Chemical 
offers Crystal “Hypo” in two preferred grades—of superior 
quality and purity. 

Whatever your “Hypo” requirements—when you specify 
General Chemical you can always be sure of a depend- 
able source of supply as well as a product that delivers 
top value in performance and economy. 

Trial samples are available on request. For further 
information on General Chemical Hypo—Crystal or An- 
hydrous—phone or write the nearest General Chemical 
office today. 
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GENERAL CHEMICAL DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N. Y. 


Offices: Albany * Aclanta * Baltimore * Birmingham © Boston ¢ Bridgeport * Buffalo 
Charlotte * Chicago * Cleveland * Denver * Detroit * Greenville (Miss.) * Houston 
picksonville * Kalamazoo ¢ Los Angeles * Minneapolis * New York ¢ Philadelphia 
ittsburgh ¢ Providence ® San Francisco ¢ Seattle ¢ St. Louis © Yakima (Wash.) 
. In Wisconsin: General Chemical Company, Inc., Milwaukee 

In Canada: The Nichols Chemical Company, Limited * Montreal « Toronto « Vancouver 


Photography 
* Leather Tanning 
Drugs and’ Cosmetics 
* Textiles 






. ++ in preparing bath salts; assist in dyeing and 
printing; in manufacturing organic chemicals; 


in water treatment. 
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ANHYDROUS 
Sodium Thiosulfate... 


vie uses where a water-free mate- 
rial is preferred, General makes an 
outstanding Anhydrous “Hypo”. . . as- 
saying 97% min. Na2S2Os. 


V Dry-teeds well, dissolves very rap- 
idly to give a clear, colorless solution 
free of harmful impurities. 


Producers of photographic chemi- 
cals appreciate the reduced bulk of 
General’s Anhydrous “Hypo” and its 
better shelf-life in ready-mixed fixing 
preparations. 
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Different 1” diameter 


KELLER 
CUTTERS 


Available FROM STOCK at STANDARD PRICES 


















































1” x y dl 5 hdd x 3” 3 x 4’ 













While Pratt & Whitney Keller Cutters are designed primarily for use 
in P & W Keller Tracer-Controlled Milling Machines, they give equally 
effective performance in practically all other types of milling equipment. 
Send now for complete information. 
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Pratt a WHITNE 


DIVISION NILES — BEMENT — POND COMPANY 
19 Charter Oak Blvd., WEST HARTFORD 1, CONNECTICUT 


Please send my free copy of P & W Circular No. 534. 

























NAME POSITION 
COMPANY 

CO. ADDRESS 

CITY ZONE STATE 





MACHINE TOOLS + CUTTING TOOLS + GAGES 





The General Electric Company’s silj. 
cone products department, Waterford, 
N. Y., has named J. Scott Hurley, Jr, 
as supervisor of electrical industry 
sales. Mr. Hurley will be located at the 
department’s headquarters in Water- 
ford. 


Pressed Steel Tank Co., Milwaukee, 
Wis., has announced two appointments 
in its sales staff. Edward Elliott, Jr, is 





E. Elliott, Jr. 


R. H. Dean 


now manager of cylinder sales and 
Ross H. Dean is. manager of special 
products sales. 


Richard R. Russell has been ap- 
pointed a sales engineer for the Udy- 
lite Corp., Detroit. He will headquarter 
at the firm’s Atlanta, Ga., office and 
handle North and South Carolina~and 
eastern Tennessee. 


The Hy-Pro Tool Co., New Bedford, 
Mass., has appointed William A. Carl- 
son as its direct factory representative 
in western New York and northern 
Pennsylvania. He will headquarter in 
Rochester, N. Y. 


Coolidge Corp., Middletown, Ohio, 
has named William E. Bryden as sales 
manager. During World War II, Mr. 
Bryden was in charge of alloy bearing 
steel in the Steel Division, WPB. 


H. R. Baxter, vice president and 
treasurer of the Donner Corporation, 
has been elected to the board of di- 
rectors of National Can Corp., New 
York City. 


Ray L. Corcoran succeeds Clifford D. 
Siverd as eastern regional sales man- 
ager of the Pigments Division, American 
Cyanamid Co., New York City. Mr. 
Siverd has been appointed assistant to 
the general manager of the division. 


WW Alloys, Inc., division of Fansteel 
Metallurgical Corporation, North Chi- 
cago, Illinois, is the new name of the 
wholly-owned subsidiary formerly 
known as Weiger Weed & Company. 
The headquarters of WW Alloys, Inc. 
is 11644 Cloverdale Ave., Detroit 4. 


Jack L. Mustard is the assistant gen- 
eral sales manager, Industrial Divi- 
sion, Ex-Cell-O Corporation, Detroit. 
He will act as general assistant to the 
vice president in charge of industrial 
sales and will work with both local 
and field representatives. 
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The Welding Products Division of 
A. O. Smith Corp., Milwaukee, Wis., 
has announced some changes in its 
sales staff. In the Central Region, E. A. 
Steidl left the Grating Division at Chi- 
cago to assume Welding Division sales 
for southern Wisconsin and part of 
Milwaukee. Warren Ware was trans- 
ferred from accessories sales to cover 
northern Wisconsin and the remaining 
half of Milwaukee. In the Eastern Re- 
gion, M. A. Ockerman takes over the 
territory at Canfield, Ohio, while R. H. 
Schradieck will handle the Boston, 
Mass., area. In the West, E. W. Olds has 
been appointed, at Oakland, Calif., for 
the Bay area, and Richard Terry, re- 
cently transferred from the Electric 
Motor Division, will cover the Los 
Angeles territory. 


Reliance Electric and Engineering 
Co. Cleveland, has appointed C. B. 
Allen, Jr., as Detroit district manager. 
Mr. Allen comes to Detroit after three 
years as district manager in Buffalo, 
N. Y. 


Zeke R. Smith is now manager of the 
Chicago engineering sales office of Pot- 
ter & Brumfield, Princeton, Ind. He 
was formerly a components engineer 
with Bendix Aviation Corp. 


Ransberg Electro-Coating Corp. In- 
dianapolis, Ind., has appointed Reno 
Offringa as sales engineer for the 





Reno Offringa 


Michigan and Northern Indiana area. 
His temporary headquarters will be at 
Spring Lake, Mich. 


The appointment of Clyde E. Roberts 
as manager of sales for the Alloy Steel 
Division, Republic Steel Corporation, 
Cleveland, Ohio, was announced re- 
cently. Mr. Roberts succeeds Martin 
H. Schmid, who is retiring after 44 
years of service with Republic and its 
predecessor companies. 


John Segrave has been promoted to 
assistant sales manager of Rolled Steel 
Products Division of Emergency Steel 
Service, Skokie, Ill. He had previously 
Served as regional sales representative 
in Illinois, Iowa, Nebraska and Texas. 
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All these “2” diameter 


END MILLS 


Available FROM STOCK at STANDARD PRICES 





























BALL NOSE TYPE — LIST NO. 360 


Cut-To-Center-Hole Type 
Preferred for milling oper- 
ations requiring radii on 
the end teeth. 


Cupped Type 
Preferred for all 

A general milling 

operations. 


Four Flute Styles are 
available in Two 
End Tooth Designs 





FOR COMPLETE 
INFORMATION 
write on your 
Company letter- 
head for Circu- 
lor No. 534. 
















Pratt a Watney 


DIVISION NILES-BEMENT-POND COMPANY 
WEST HARTFORD 1, CONNECTICUT, U.S.A. 
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Tyer Research 
Comes up with the 


Answer to an Underwater 


Rubber Problem! 


Fup5 







Ernest A. Massa, 
Vice President and 
General Manager of Massa 
Laboratories, Inc., Hingham, Mass., and 
V. J. Fazio, Sales Engineer for Tyer Rubber Co., 
discuss precision molded rubber parts used in 
electro-acoustic and sonar devices. 


The transducers designed and fabricated 
by Massa Laboratories for underwater ap- 
plications require precision molded rubber 
parts, made of special compounds and bond- 
able to various metal alloys. To obtain 
components that meet these exacting speci- 
fications, Massa relies on the long experience 
of Tyer engineers in designing and manufac- 
turing precision molded and extruded rubber 
products for unusual applications. 


If you have a problem ene j . 
rubber, call in a Tyer Sales 
Engineer or write for “Molded 
nd Extruded Rubber 
Catalog”: Tyer Rubber Co., 


85 Railroad Ave., 


Andover, iiass. 
RUBBER COMPANY 


The Unusual in Rubber Since 1856 


ANDOVER, MASSACHUSETTS 
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INLAND 
RED CEDAR 


[\\ \ 


one of 


from 








From shingles to sheathing, this strong, 

decay - resistant, even-textured, aromatic 
wood is advantageously used wherever dura- 
bility and non-warping are important. Entirely 
resin-free, it takes and holds glue, paint and 
stains. One of the finest wood insulators. 


This is but one of ten fine softwoods from member 
mills of the Western Pine Association. All are 
manufactured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 
dependable and best for many construction uses. 


THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 


THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 


Write for free illustrated 
Facts Folder 

about Red Cedar. 
Address: 

Western Pine Association, 
Yeon Building, 

Portland 4, Oregon. 


i < 
WESTER | 
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\sers praise Phillips Cross-Recessed-Head Screws 


be: ve ee 


ba GS Ly take 
Saga 





















YANKEE METAL PRODUCTS CORPORATION'S William 
Chickvary, Product Engineer, points out that, 
‘Through constant vibration over all kinds of roads, 
wr units take a terrific beating. We not only need a 
method of positive tightness when installed, but the 
grew must stay tight through prolonged use. We are 
gtting just that from Phillips head screws.’’ Yankee’s 
directional turn light is shown here. 


| 











WIREMOLD'S “PLUGMOLD” relies on Phillips screws exclusively 
to make positive contact between contact point of outlet and 
electrical conductor supplying power. Jeanie Garrity here in-- 
spects tightness of screws. “I can’t overemphasize the im- 
portant job this screw is performing for us,” says Eugene 
Pitcher, plant engineer. If screws work loose after repeated 
use, the outlet has no power. Phillips screws stay tight. 
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\y 4s THE FASTENERS 


OF ‘TODAY... 
AND OF THE FUTURE 





THE FASCO HASSOCK-TYPE AIR CIRCULATOR doubles as 

4stool and is assembled with an eye to wear. ‘““‘We 

tty to use Phillips screws wherever possible,” says F-) 
illiam F. Purves, chief engineer. ‘“They are ideal on S 
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... the mark of extra quality 


Pwer-driving equipment because they are self- ROT ee 


centering.” Chester Ciscotti, Jr., above, uses Phillips 
elf-tapping screws to fasten bottom cone to legs. 


reece 





American Screw Company « Atlantic Screw Works, Inc. « The Blake & Johnson Co. « Central Screw Company - Continental Screw Company + The Eagle Lock Company 

Elco Tool and Screw Corporation - Great Lakes Screw Corporation « The H. M. Harper Co. « The Lamson & Sessions Company + National Lock Company + The National 

Screw & Manufacturing Co. « Parker-Kalon Div. General American Transportation Corporation « Pheoll Manufacturing Co. « Rockford Screw Products Co. + Scovill 
Manufacturing Co. » Shakeproof « The Southington Hdwe. Mfg. Company « Sterling Bolt Company + Wales-Beech Corp. 
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ACE® 


Controlled-property 
compounds meet 
your needs for: 


Is 
MECHANICAL, (Ce 


ELECTRICAL, 


CHEMICAL 
APPLICATIONS 






CoE to think of it, we’re a little amazed 
ourselves at the way Ace engineers can 
blend the mechanical, electrical and chemi- 
cal properties of different rubber and plastic 
materials. Their aim is always to find the 
one best material for each of your jobs .. . 
never overdesigned . . . with production 
economy a must. Result: hundreds of tailor- 
made rubber, plastic, and rubber-plastic 
alloys to choose from... plus many unusual 
materials like Ace-Tex pyrobitumens. Ask 
us for anything from rough-ground rods to 
finished molded assemblies. Our facilities 
for molding, extruding, fabricating, and lin- 
ing are among the world’s largest. 


Always check your ACE , 
design engineer's Handbook f 


-;-~ 
/ 

ie nae) 
/ 





when selecting materials 
for today’s production and 
tomorrow’s plans. If you 
haven't a copy, write 
today! It’s Free. 





ACE rubber and plastic products 





© AMERICAN HARD RUBBER COMPANY 
& 93 WORTH STREET - NEW YORK 13, N. ¥. 
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The Gisholt Machine Co., Ma 
Wis., has transferred Howard C. Fos. 
ter to its Clifton, N. J. branch. 


The Philadelphia sales office of the 
Rollway Bearing Co., Inc., Syracuse, 
N. Y., has moved to Room 803, Beury 
Bldg., 3701 N. Broad St. 


George A. Ryan has been named a 
sales engineer for the Plastics Division, 
Boston Woven Hose & Rubber Co, 
Cambridge, Mass. 


The Edward R. Dornoff Company has 
merged with Kraft Chemical Co., Chi- 
cago, to form a new division. Mr. Ed- 
ward Dornoff will head the newly 
created protective coating sales divi- 
sion. 


James E. Fifield has been named vice 
president and general manager of the 
newly reorganized Ductile Iron Foun- 
dry, Inc., Stratford, Conn. 


Milton Chapel has joined Taylor 
Fibre Co., Norristown, Pa., at its La 
Verne, Calif., offices as district sales 
manager for Northern California. 


The appointment of Martin Vogt as 
Masco sales representative in Michi- 
gan, has been announced by the Mark 
Simpson Manufacturing Co., New York 
City. 


Dan D. Felske has been appointed 
vice president in charge of sales for all 
divisions of the Gear Grinding Machine 
Co., Ferndale, Mich. Mr. Felske has 
been with the company for 33 years. 





When ls Steel a Steal? 


Crook, spy, arrests, charges, 
trial bar and hanging are 
familiar terms. They also have 
other meanings of an entirely 
different nature in the steel 
industry, although some of 
them are equally disagreeable, 
according to American Iron 
and Steel Institute. 

For example, a “crook” in 
steel terminology is a distor- 
tion sometimes produced in 
cooling a casting. A “spy”, 
however, is a sample bar se- 
lected at random for inspec- 
tion. “Arrests” are interrup- 
tions in certain steel proc- 
esses and_ operations, A 
“charge” is the name given to 
materials when they are put 
into a steel plant furnace; a 
“trial bar” is another word 
for the “spy” described above. | 4 
“Hanging” is what happens 
when raw materials stick to 
the sides of a blast furnace, 
forming obstructions. 
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Transue & Williams 


Sales Offices: New York. 
Philadelphia, Chicago. 
Detroit, Indianapolis, 
Cleceland 
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verybody knows this sign 


stands for railroad crossings 





+» - and smart gear buyers 


know this sign CINTI stands for 
a. 


the best in custom gears. 


"“Gears...Good Gears Only” 


THE CINCINNATI GEAR CO. ¢ cincinnati 27, OHIO 
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FOR LOWEST COST 

“PER WIPE” 
DEMAND 

THIS LABEL 


























Today, in the face of steadily mounting production costs, the question which every P. A. must 
answer is, “What Can | Do To Keep Costs DOWN?” In the purchase of wiping materials, the 
S. |. A. label can be extremely helpful to the cost conscious buyer or user. 


There are several reasons why S. |. A. wipers cost less ‘‘per wipe.’’ Being RECLAIMED textiles 
their cost need not be based on a high cost of original manufacture. Washed in a chemical solution 
and dried at 212° Fahrenheit, every cloth is clean and absorbent. And finally, Institute members, 


sharing benefits of association research, utilize the most modern laundry equipment and technique 
to cut production costs. 


For wipers at lowest cost ‘per wipe’’ DEMAND THE INSTITUTE LABEL OR AFFIDAVIT. 


The Sanitary Institute of America has a membership of over one hundred leading industrial wiping 


cloth processors in twenty-seven of the United States. This advertisement is sponsored by the 
members listed here. 





ATLANTA, GA.: 
came om Bros., 691-701 Houston St., 


N.E. 
BROOKLYN, N. Y.: 
—_ — Products Corp., 1625 Dean 
t. (13) 


Horton Wiping Materials Co., 96 N. 10th 
St. (11) 
CHICAGO, ILL.: 
— Sanitary Rag Co., 336 W. 37th 
t. (9) 


Chicago Sanitary Rag Co., 2137 S. Loomis 
St. (8) 


For prices and samples, write any member. For Institute specifications, write any 
member or The Sanitary Institute of America, 105 W. Monroe St., Chicago 3, Ill. 


THE SANITARY 
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INSTITUTE of AMERICA 


For More Information Circle No. 331 on Inquiry Card—Page 17 


DETROIT, MICH.: 
er: aaa Cloth Co., 7355 Bryden Ave. 
10) 


Consumers Paper Co., 5170 Vermont Ave. 


(8) 
PITTSBURGH, PA.: 


Armstrong Sanitary Wipers Co., 1233 
Spring Garden Ave., N.S. (12) 
Scheinman-Neaman Co., 1024 Vickroy St. 
(19) 
ROMEO, MICH.: 
The W. Rumsey Co. 









H. E. Elliott is now sales manager 
of the Watson-Stillman Co., division 
of H. K. Porter Co., Inc., Roselle, N. J, 
In addition, R. W. Schreck has been 
appointed assistant sales manager in 
plastics machinery sales. 


Eutectic Welding Alloys Corp., Flush- 
ing, N. Y., has named Robert H. Gro- 
man, former divisional sales manager, 
as director of applied welding engi- 
neering. 


Size Control Co., a division of Amert- 
can Gage & Machine Co., Chicago, has 
appointed Bert Lewyn as its represen- 
tative in Georgia, Alabama, Florida and 
the eastern half of Tennessee. 


Frank J. Yuhas is now assistant sales 
manager of C. L. Bryant Corp., Cleve- 
land. For the past six years, Mr. Yuhas 
has been a sales engineer in the Cleve- 
land area. 


Earl “Dutch” Clark, former Uni- 
versity of Detroit athletic director and 
football coach, has been named a De- 
troit area sales representative for 
Colonial Broach Co., Detroit. 


Irvington Varnish and Insulator, a 
division of Minnesota Mining and 
Manufacturing Co., Irvington, N. J, 
has changed the name of its Fibron Di- 
vision to Plastics Division. 


Ray H. Scheurer has been appointed 
sales representative for the Cleveland 
territory of the Midvale Co., Philadel- 
phia. 


' + F 


Dr. John Gaillard Sets Up 
Standardization Advice Service 


Dr. John Gaillard, until recently 
on the staff of the American Stand- 
ards Association, and lecturer on 
industrial standardization at Colum- 
bia University, has become a man- 
agement counsel, specializing in ad- 
vice on national and international 
standardization problems. He will 
advise top management on the or- 
ganization and operation of stand- 
ardization work in their enterprises. 

Since 1947 Dr. Gaillard has held 
private seminars for men in indus- 
try on the principles of standardiza- 
tion and its practical application. 

While on the ASA staff, Dr. 
Gaillard handled national and inter- 
national projects in which American 
industry is participating. He has 
represented the United States at 
international standardization con- 
ferences held in this country and 
abroad. During World War II, he 
was secretary of the ASA commit- 
tees on quality control; on limits 
and fits; and on screw threads. The 
latter project led to the unification 
of the American, British and Cana- 
dian thread systems. 
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TRENTWELD STAINLESS 
Gq) ¢ HGH ALLOY TUBING 


yt 40" 0.0. 


STAINLESS 
OR HIGH 
ALLOY TUBING | 


this new booklet 
was written for you... 


TRENT TUBE COMPANY 


EAST TROY, WISCONSIN 








Whether you’re an engineer who wants technical information 
in a hurry, or a new user of tubing looking for the full story 
of stainless and high-alloys, you’ll find this booklet equally 
valuable. 

In it, discussed by classification, you’ll find data on pres- 
sure, sanitary, mechanical, heat-resistant, ornamental and other 
forms of stainless and high-alloy welded tubing. There are en- 
gineering data on joining methods, welding techniques, bending 
and installation hints. Also included are complete tables of 
bursting pressures, physical and chemical properties of stain- 
less steels and other alloys, and corrosion and temperature 
data. This is only a partial list of contents, but it will give 
you an idea of the wealth of pertinent, factual information 
the booklet contains. 

To get your free copy, just drop us a note on your company 
letterhead. There is no obligation, of course. 








STAINLESS STEEL TUBING 
TRENT TUBE COMPANY, GENERAL SALES OFFICES, EAST TROY, WISCONSIN (Subsidiary of CRUCIBLE STEEL COMPANY OF AMERICA) 
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With new compounds being dev 
turers of basic polymers, today's Silicone rubber» molded parts are 
Performing ‘foultlessly in vital applications where Silicone of less than 


a year ago could fos be considered. 


ed almost weekly by manvfac- 





Remaining resilient at extreme temperatures (—100°F to +500F°) 
today's Silicone stocks have greatly increased tensile strength, far better 
compression set results, and other vastly improved properties such as — 
excellent stability after long exposure to ultra-violet rays, prolonged 
weathering, fungus growth, many oils and a variety of chemicals. They 
also have excellent dielectic properties and water repellency. They 


bond well to metal, and are stainless and odorless. 
Acushnet’s Silicone rubber seals, gaskets, “O" rings, packings, dia- 
phragms and numerous other parts are custom engineered to meet the 


toughest specifications. 





Send for the Acushnet Rubber Handbook, 


PROCESS COMPANY °"" "~~" 





Address all communications to 770 Belleville Ave., New Bedford, Mass. 
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Speed, Labor Saving Mark 
New Cork Pipe Insulation 


A new, unique design of cork pipe 
insulation that may be applied more 
rapidly and with substantial labor 
savings has been developed by the 
Armstrong Cork Company for use 
on dual temperature lines where 
moderate service conditions prevail, 
Called LT-30 Cork Covering. the 
new insulation is applied by merely 
wrapping it around the pipe. 





LT-30 is designed for use on air- 
conditioning systems and on chilled 
water and other cold lines where 
the liquid temperatures in the line 
are 30° F. or above, and relative 
humidity of the surrounding air 
does not exceed 70 per cent. On the 
hot water cycle, the new covering 
will withstand temperatures up to 
200° F. 

LT-30 Cork Covering is fabri- 
cated from precision-cut segments 
of Armstrong’s Corkboard firmly 
adhered to a specially developed 
three-ply vapor-proof paper. The 
covering is manufactured with a lap 
of LT-30 Paper at a _ longitudinal 
joint. It is furnished in 36” lengths 
to fit accurately all standard pipe 
and copper tubing sizes %4” to 12”. 

Installation of the new covering 
needs no wires, bands, or seam filler 
to apply, no cloth, twine, or paper 
to wrap around the insulation, and 
no need for a further indoor finish 
unless desired. With these advan- 
tages, installation costs are sharply 
reduced. The only sundry items 
needed for application — adhesive 
and strips of paper—are shipped 
with the material. 


ae ee 


Manufacturers See Decline In 
First Half, But No Bad “Siege” 


The high tide of business will 
recede in the first half of 1954, 
according to the consensus of 158 
manufacturing companies cooperat- 

(Please turn to page 304) 
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or unexpected demands for special pur- 
pose fasteners with a minimum of delay 
direct from one of Lamson’s five strateg- 


ically-located plants. 
It’s a conspiracy .. . and you'll love it! / J 


Thirdly, we’re in cahoots to bring you 


Yes, Lamson & Sessions conspires...and factory engineering help whenever you 


cooperates . . . with its distributors to anad’ i 

bring industrial customers a complete : 

3-way fastener service. All this adds up to better service at no 
First of all there’s always a large selec- additional cost. 


tion of the most popular types of bolts, 
nuts and screws in stock ready to meet 
your every emergency. 


Sure it’s a conspiracy. And it will pay you 
dividends to get into the act. Buy a// your 


fastener needs from your Lamson & Ses- 
Secondly, your distributor can fill unusual sions Distributor. 


The LAMSON & SESSIONS Co. 
1971 West 85th St. ¢ Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Birmingham * Chicago 





FOR PROMPT DELIVERY AND HELPFUL SERVICE, 
ORDER €ROM YOUR LAMSON DISTRIBUTOR 











For More Information Circle No. 336 on Inquiry Card—Page 17 
Marcu, 1954 303 








304 






NUMBER 
WITH JOHNSON 
BEARINGS 


Over 90% of your sleeve bearing % 
applications .. . 90% plus. . . can be . 
fitted from standard, stock size John- 
son Bearings. Your local Johnson Dis- 


UNIVERSAL 
tributor can supply you from stock. BRONZE BARS 


This standard line includes over 920 °Y% <00 sizes 
General Purpose Cast Bronze Bear- § 
ings, 200 Graphited Bearings, 385 
Self-Lubricating Powder Metallurgy 
Bearings, 350 Electric Motor Bear- 
ings, Johnson Universal Bronze Bars 
and Babbitt Metal. Whether you need 
bearings for original equipment, re- 
placement or maintenance, first in- 


vestigate Johnson Sleeve Bearings. 


GENERAL PURPOSE 
BEARINGS 
over 920 sizes 


JOHNSON BRONZE COMPANY, 450 South Mill St., New Castle, Pa. 








JONSON STREARINGS 
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(Continued from page 300) 
ing in a survey recently completed 
by the National Industrial Confer. 
ence Board. The Board notes, how- 
ever, that despite this prospect, most 
companies are not at all resigned 
to a siege of bad business. 

Some companies are depending on 
new product lines, additional pro- 
duction facilities, and new end uses 
for present products to counteract 
any decline in general business 
activity. Other producers expect to 
limit any deterioration in their op- 
erating results by greater produc- 
tivity and decreased overtime. Some 
cooperating companies still have 
sizable backlogs of business against 
which they can work in the coming 
six months. 

The composite business outlook 

picture as seen by the 158 business 
executives cooperating in the NICB 
survey is: 
* Both new orders and billings will 
be lower in the first half of 1954 
than a year ago, with the decline in 
billings being slightly less than in 
new orders. ” 

* Employment in the next six 
months will be off somewhat from 
last year’s levels, while the length of 
the average work week will suffer 
further reduction. 

* Seven out of ten companies re- 
port smaller backlogs of unfilled 
orders than a year ago, and almost 
four out of ten expect further re- 
ductions in backlogs. 

* Inventories as a per cent of 
sales are only slightly higher than 
a year ago.and in the next six 
months more companies expect to 
lower their ratio of inventories to 
sales than expect an increase. 

* Twice as many companies expect 
to show lower pretax profits in the 
first half of 1954 in comparison with 
the first half of 1953 as _ expect 
higher profits. 


a 2, -£ 
Emulsion Cleaner Line 


Turco Products, Inc., reports that 
its line. of seven emulsion cleaners 
is the first developed by a chemical 
compound manufacturer. The clean- 
ers are said to offer a very simple 
spray-on method of removing grease 
and oil from metals and machinery. 

Added in small amounts to pe- 
troleum solvents, the cleaners in- 
crease the penetrating power of the 
solvents, speed the cleaning action, 
and improve rinsing properties. Full 
information is available from Turco 
Products, Inc., 6135 South Central 
Ave., Los Angeles 1, Calif. 
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DARNELL 


CASTERS & WHEELS 


Choose just the right 
caster or wheel for your 
needs from the Darnell 
line of nearly 4000 types. 








These precision made 
casters and wheels will 
help you speed up pro- 
duction . . . will pay for 
themselves many times 
over. 


Darnell Casters and Wheels 


Always 


SWWEEL. 


and ROGE- 


DARNELL CORP, LID, 
DOWNEY, (LosAngeles County) CALIF. 


os 


60 Walker Street, New York 13,N.Y. 
36 North Clinton, Chicago 6, Illinois 
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Never an Idle Moment 
(Continued from page 70) 


and are a definite asset on the job. 
The price of crude rubber and cot- 
ton duck affects the price of con- 
veyor belts. Weather conditions in 
the Philippines affect the fiber mar- 
ket—hence, the price of Manila rope. 
The drought in many areas during 
1953 affected supply and price of 
grass seed, especially Blue Grass. 


A Constant Challenge 
One may ask: Why have a job 


that requires so much work outside 
of the office? The person who asks 
such a question is the clock watcher. 
He lacks ambition, and desires to 
live in a shell. Today’s rates of 
travel have made everyone a neigh- 
bor. We must watch transportation 
time and costs, but we cannot ex- 
pect to advance without knowing 
what is going on around the world. 
And, isn’t it interesting? 

Life becomes more real with many 
interests, rather than merely exist- 
ing with a narrow, one-track mind. 
A well versed purchasing agent has 
a subject of conversation with any 
type of person. He gives and re- 
ceives more jobs from this wonder- 
ful modern age we live in than 
almost any other professional per- 
son. Our horizons are extended, and 
they can continue to expand if we 
do the job expected of us. We must 
not fail in this responsibility, for 
much and many are dependent upon 
us and upon the job we do. 


. =o 


Inventory of Ideas 
(Continued from page 116) 


these new books, reserves any 
which she believes may be of par- 
ticular interest, and makes notes 
of the contents of others. Some of 
these apply primarily to top man- 
agement people, who are either 
shown the book or provided with a 
summary description of the con- 
tents. 

In many instances, copies are 
purchased for company use, but 
never merely to go directly to a 
library shelf. A list is prepared of 
all the people who might benefit 
from the book. It is then circulated, 
read and initialled by each person 
on the list, and returned to the 
official who directed its circulation. 
He frequently makes it a point to 
bring up for discussion, at plant 
meetings, some features of -a book 
so circulated, to make sure that it 
was not only initialled, but read. 

(Please turn to page 310) 
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AMERICAN SAW 
& MFG. COMPANY 


SPRINGFIELD, MASS. 
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BILLINGS 


DROP FORGED 


CLAMPS 


For GLUING—WELDING—FIXTURE SET-UPS. For ANY operation which 
demands solid, dependable clamping . . . use Billings “C’’ Clamps ! 


They're Tough! Drop forged from high grade carbon steel and heat treated 
for strength and long life. 


They Hold! Adjusting screws have special stub thread for rapid adjustment, 
tight grip. *Ribbed body design resists springing, 
reduces weight. 


They Fill the Bill! Four patterns and 32 sizes. Heavy, 
Medium and Light Duty. Extra deep throats for body 
builders. Cadmium plated styles for welders. 





ORDER "EM from your Billings Distributor. 


He gives fast delivery from his nearby warehouse and is ready to serve you at all times. 






A few of Billings Drop Forged 
Wrenches and Shop Tools 
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Inventory of Ideas 
(Continued from page 306) 


With this possibility, and to avoid 
the embarrassment of being unable 
to intelligently discuss the contents, 
the desirability of gaining at least 
a superficial knowledge of the con- 
tents of each book is obvious to all. 

Following the success of the book 
circulating project, the general man- 
ager himself suggested that all 
magazine or newspaper items of 
special interest to company person- 
nel should be clipped by the pur- 
chase librarian and similarly circu- 
lated, then returned for filing. 


Evaluating Results 


At their inception, each of these 
projects was greeted with ill-con- 
cealed skepticism and levity. When 
it became apparent that manage- 
ment was whole-heartedly behind 
the project, and determined to fol- 
low through, the sarcastic comments 
quickly ceased. Certain persons 
prone to delay the books or clip- 
pings on their rounds were courte- 
ously but firmly rebuked. 

In the case of this particular com- 
pany, many of the benefits result- 
ing from use of the library can be 
measured in dollars. They have 
proved—and are proving—highly 
profitable. Some of the most im- 
portant advantages are largely in- 
tangible. First and most important, 
the function of purchasing has at- 
tained a far higher standing in the 
regard of other department heads, 
and of top management, than it ever 
held before the library and informa- 
tion service were established. 

Previously, many of the interde- 
partmental dealings had been of a 
contentious nature, such as the 
non-arrival of needed materials, 
vendors’ lapses in quality, and the 
like. Now there is a far more cor- 
dial and cooperative attitude. Pur- 
chasing is recognized as a vital cog 
in the company’s operations and a 
valuable source of information. So 
it participates in most management 
deliberations, in marked contrast 
to the neglect which previously pre- 
vailed. 

This changed attitude is not en- 
tirely due to the work of the library, 
but it undoubtedly was the library 
which first enabled the purchasing 
department to get its foot in the 
door of management and show what 
it could do. 

This purchasing department com- 
prised about 25 people. While exact- 
ly the same methods may not be 
feasible for a smaller organization, 

(Please turn to page 314) 
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make it a 


One-Piece 
Pipeline 





Make it a “‘one-piece pipeline” 
with Walseal 





DISTRIBUTORS 


Marcu, 1954 





with WALSEAL® 


.and you can see that it’s made 
right. When you make a WALSEAL 
joint the fillet of silver brazing alloy 
that appears at the face of the fitting 
is your assurance of full penetration 
and a permanently leak-proof joint 
that’s vibration proof and corrosion- 
resistant ... won’t creep or pull 
apart under any conditions that the 
pipe itself can withstand. 


Walseal is a registered trade-mark 
which identifies valves, flanges and 


fittings manufactured by the Wal- 
worth Company. Walseal products 
have factory-inserted rings of silver 
brazing a!loy in threadless ports. 
Joints made with Walseal products 
are silver brazed and actually make 
the system a “one-piece pipeline.” 


Your copy of Circular 115 giving 
details on Walseal valves and fittings 
will be sent on request...send for 
it or see your nearby Walworth 
distributor. 


WALWORTH 


60 EAST 42nd STREET 
PRINCIPAL CENTERS 


THROUGHOUT 


NEW YORK 17, N. Y. 


THE WORLD 
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the general idea can be adapted for 
a department of any size. There are 
two prerequisites. One is full recog. 
> nition by the purchasing manager 
aM of the inherent usefulness of a serv- 
e: ice of this type. The other is an 
3 arrangement of staff that will per- 
mit organizing the work and carry- 
ing it on without serious interrup- 
-; tion. Once it is in full operation, its 
3 ume continuance is virtually assured, 
cee For with today’s emphasis on cost 
reduction, an adequate working li- 
brary and information file is a vital 
tool of purchasing and a veritable 
mine of profit making ideas for the 
entire company. 

























© The kind of iron that goes in- 
to your castings when they are 
made by Forest City Foundries 
depends on more than meets the 
eye in this busy cupola-charging 
yard. There’s no guesswork here. 
Raw materials such as pig iron, 
scrap iron, etc., are carefully 
weighed on automatic recording 
scales. Im addition, our techni-: 
cians conduct many important 
tests and controls to assure the 
quality of iron you specify, of 
which an example is the melting 
control report shown below. 
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Make Your Typewriter Talk 


(Continued from page 118) 


passive expression. In place of it, 
n say: “We understand .. .” 
Me IMM i af \111) “Reference is made to. . .” is 
VTTNNNAN In AUN) another passive expression. It is 
HU] a The also, more often than not, an utterly 
1 useless expression. In some cases, 
of course, a P. A. must refer to his 
addressee’s previous communication, 
When that is the case, try the active, 
and therefor the more readable, 


i 





ere I way. For instance: “Look back at 

° b 

Because the casting quality of iron — eae ee of (date) and Rey: ll 

depends to a considerable degree on find . . .” Notice how this injects 

the temperatures of the iron when personality (“you”) and how it 

muted —_ when poured into the avoids the longer word “reference”. 

molds, those temperatures are s iV 

carefully controlled. Photograph at It also puts things on an active 
left shows the iron temperature be- plane. ; —_— 

ing taken at the cupola spout with In addition to simplifying the 


an optical pyrometer. Such read- 
ings are recorded every 15 minutes 
on various melt records to assure 


sentence form, eliminating meaning- 
less old “bromides”, and talking 















































proper control of uniform cast- actively, the purchasing agent can 
ing quality. get more attention and action on his 
messages by the use of “Magic 

DAILY MELTING REPORT Words”. 
These are only a few of the CUPOLA No. ZL pate__2 -/5 Ask any veteran salesman, and 
many controls that assure the ere 7 he will tell you that some words 
high quality of Forest City rinse 0 —— sell. Often one sales talk will win 
castings. MATERIAL CHARGED SILICON CARBON over ten times as many prospects 
e ee - ile * a re Sey as the same argument put in other 
os -- rr ee words. What’s the difference? Usu- 
Te ’ Northern Pig 760° | %35\/7 3 4 30.00 - eee . ords. 
To see how you can profit by Savery Pa 7 |17F\ £38 174671 p:00| 3.50 ally, it aries the use of Magic WwW ‘ 
having your gray iron cast- x Pr ogressive merchandising organ 
ings made by Forest City — 1S _| ¥52 | 0.06| 2.37| .56| >.47 izations coach their salespeople in 
Foundries, send us sketches, a 2¢ | 850 | >.35| 17-98 | 3.37 | 29% the use of tested and proved selling 
pom aoe or samples for rere seve | _// | 278} 2.20| 6.05} 370! §.f0 words and phrases. They can work 
quotations, Org — 3 ~ — | 3.00 : in purchasing as well as in selling. 
_ /00 |x00 6/.60 73.99 The dictionary is full of Magic 




















Words. They are not long, tongue- 
twisting words whose meaning is 
FOREST CITY FOUNDRIES agin ye 


words, the kind that are found in 
everyday language and conversa- 








(Please turn to page 318) 
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The freezer’s automatic 
The stove and TV too 
The washer shuts itself off ' ' 

Then starts itself anew 














The car’sa Mushomatic Eight moe 44 


@ x3 4, 
Remote controlled by knee VY ; 7 we : 
ai 6“;,% 
And who's in charge of all | 0G 


this stuff? Oonw tts (Fe 


@ 1 3& va ll 

Unautomati | 4 pied 
nautomatic me © ‘pie 

i Kae 














If weight is a factor in the product you’re in 
charge of purchasing, engineering or manufac- 


turing, turn automatically to WELLMAN. 


We've been in charge of producing castings 
on the lighter side, aluminum and magnesium, 
for almost half a century. Our four complete 
plants assure you the controlled quality and the 
easy machinability that help shut off your 


production problems. 





Catalog No. 53 will fill you in on the details. 


Well-Cast MAGNESIUM AND ALUMINUM CASTINGS 


(Vell WOOD AND METAL PATTERNS 


THe WELLMAN sronze « ALUMINUM co. 


Dept. 17, 12800 Shaker Boulevard. Cleveland 20, Ohio 





For More Information Circle No. 352 on Inquiry Card—Page 17 





Make Your Typewriter Talk 
(Continued from page 314) 


tion. In fact, it is their very sim- 
plicity that helps give added impact 
to their force for making clear im- 
pressions. 

Magic Words fit into many classifi- 
cations. Being common words, their 
magic depends largely on how and 
where they are used. In the wrong 
context, or diluted with excess 
verbiage, their magic evaporates, 
Here are a few types: 

Idea Words, in themselves, have 
the ability to put across an idea with 
little help from the other, weaker 
words that are strung with them 
into sentences. 

Picture Words vividly paint the 
picture you want the reader to see 
with his mind’s eye; they conjure 
up the scene you are trying to put 
across. 

Action Words convey an intense 
desire or need to do something, and 
do it quickly. 

Words appealing to the five 
senses. When you describe some- 
thing in terms of sight, sound, smell, 
touch, and taste, you make an im- 
mediate and usually lasting impres- 
sion, for people react strongly to 
anything they can mentally trans- 
late into physical sensations. 

Similes. Describe something in a 
different but comparable way, that 
hits the eye. Similes do triple duty. 
They attract attention, illuminate 
and intensify the main idea. 

The Magic Word “You” packs 
more power than any other word 
in the dictionary. The person to 
whom you are talking is the most 
important factor in any message. 
Every idea, word, phrase and sen- 
tence should be directed to this 
“You” to whom the message is 
addressed. 

Flattering Words, if not overdone, 
can be very effective. They build 
up your reader by quietly assuming 
—and emphasizing—his capacity to 
understand, appraise, act, and de- 
cide, and plant the idea that he can 
be the greatest guy in the world if 
he does what you want him to do. 

Situation Words make your reader 
imagine a pleasant situation that can 
come about through doing what you 
wish him to do. Describing in be- 
lievable words a situation that can 
be achieved by listening to your 
advice puts more magic into your 
message — that’s using situation 
words to advantage. 

Pressure Words. Once you have 
painted the picture, planted the idea, 
posed the situation, you want the 

(Please turn to page 322) 
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Handclasp of a friend-in-need 


There’s confidence in the very “feel” of the world famous 
C-O-TWO Squeez-Grip Carbon Dioxide Type Fire Extin- 
guishers. The quick-acting “Squeez-Grip” fits your hand 
naturally like a handclasp...hangs right...carries right... 
works right. You’re in complete command of the situation 
instantly ...no fumbling ...no fatigue. 

From the non-conducting, shatterproof discharge horn 
to the high strength, durably finished cylinder, you get top 
quality construction that results in a lifetime of satisfactory 
service. Because of the very few working parts and corrosion 
resistant materials throughout, the total cost to you over the 
years is less than other initially lower priced makes ... fire 
after fire, recharge after recharge, without trouble. 

It’s not hard to see, when you fully compare and try, why 
C-O-TWO Squeez-Grip Carbon Dioxide Type Fire Extin- 





MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 


Squeez-Grip Carbon Dioxide Type Fire Extinguishers 
Dry Chemical Type Fire Extinguishers 
Built-in High Pressure and Low Pressure Carbon Dioxide 
Type Fire Extinguishing Systems 
Built-in Smoke and Heat Fire Detecting Systems 





guishers are your best buy for killing flammable liquid and 
electrical fires, as well as some surface fires involving ordi- 
nary combustible materials. Sizes range all the way from 
21% to 100 pounds capacity...all fully approved by the 
Underwriters’ Laboratories, Inc., Factory Mutual Labora- 
tories, Armed Forces and Government Bureaus. 

With C-O-TWO Squeez-Grip Carbon Dioxide Type Fire 
Extinguishers the penetrating carbon dioxide is a clean, dry, 
non-damaging, non-conducting, inert gas...smothers fire 
instantly, leaves no after fire mess... harmless to equip- 
ment, materials and finishes ...even food is still perfectly 
edible. 

Act now for complete free information on these first-rate, 
sure-acting fire extinguishers. Remember fire doesn’t wait 
... get the facts today! 


C-O-TWO FIRE EQUIPMENT COMPANY 


NEWARK 1 + NEW JERSEY 


C-O-TWO FIRE EQUIPMENT OF CANADA, LTD. * TORONTO 8 * ONTARIO 


Sales and Service in the Principal Cities of United States and Canada 


AFFILIATED WITH PYRENE MANUFACTURING COMPANY 
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UP TO 50% MORE 
CUTS PER 


Here is the greatest high-speed power blade 
ever developed for general all-purpose hack- 
sawing. In actual tests, even on the toughest 
sawing jobs, “Blu-Mol” delivers up to 50% 
more cuts per blade. 

That’s because “Blu-Mol” blades are ma- 
chined froma specially-selected high-speed steel 
— and precision heat-treated by an exclusive 
Millers Falls process. The result is a blade of 
extreme tooth hardness and toughness, with a 
stubborn, long-lasting resistance to abrasion om 
any machinable material. 

Write for details on “Blu-Mol” power and 
hand Hack Saw Blades, and “Blu-Mol” high- 
speed, welded-edge Hole Saws. All bring you 
the same unique qualities that are setting re- 
cords for performance and economy in thou- 
sands of plants. 


MILLERS FALLS COMPANY 
Dept. PR-1, Greenfield, Mass. 


The world’s broadest, 
most highly-developed TOOLS 
line of metalcutting saws ‘sea © 
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reader to do something. For this you 
need strong pressure words, and 
keep the pressure on until he acts, 
They show how every minute’s de- 
lay puts off that desirable situation, 
costs money, or causes pain, trou- 
ble, and grief; that delayed action 
won't give the same result as the 
immediate action you want him to 
take. 

An important factor that all 
Magic Words share is simplicity. 
Words that are antique, dusty, fuzzy, 
obscure, trite, formal, academic, 
technical, have no power to move 
people. Words that send your reader 
to the dictionary, or put:him through 
complicated mental calculations to 
clarify your meaning, had best be 
left unused. It is only the simple 
words that we all use and under- 
stand that “get through” to our 
readers effortlessly, effectively, and 
with the magic power of inducing 
action. 
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Breach of Sales Contract 
(Continued from page 126) 


lar duties or performing usual ser- 
vices for his employer. 

Hence, it is quite apparent that 
owners, officials and managers who 
are not so completely engrossed in 
making their business profitable 
may anticipate legal controversies, 
know the law, avoid many lawsuits, 
and win unavoidable suits. A great 
majority of modern lawsuits may 
be entirely eliminated if readers 
become familiar with the cause and 
outcome of relevant new and lead- 
ing higher court decisions. 

For example, as above explained, 
an employer and employe are 
jointly liable for fraud of the em- 
ploye who acted within the scope 
of his employment. On the other 
hand, if the employe practices fraud, 
while acting outside the scope of 
his authority, or while not perform- 
ing usual services for his employer, 
the latter is relieved from liability, 
but still the purchaser can hold the 
employe personally liable. 

In a leading higher court decision 
it was disclosed that an employe 
was employed by a manufacturer 
to sell men’s clothing. Without any 
authorization or knowledge of the 
manufacturer, the salesman began 
selling a “side-line” of men’s shoes 
for another manufacturer. When 
making a sale of men’s shoes, the 
salesman defrauded a purchaser by 


(Please turn to page 324) 
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GENUINE 


Best for Factory Installation... HYATT 


Best for Replacement, Too— 







BEARINGS! 


WVATT SS 


tHE PAaTS 










BARREL 


When you replace a roller bearing— Straight, Barrel 
or Taper—you have a choice of several different makes 
of replacements. But only one—the genuine Hyatt 
Bearing—gives you a replacement of quality, as well 
as size and type. When you install Hyatts, 

you know you’re using the same high-quality 

bearings that are preferred for factory installation 

by a majority of automobile, truck, bus and tractor 
manufacturers. So make the one sure choice. Insist on 


genuine Hyatt Bearings for all your replacements. 


iV! 
GENERAL 
JOTORS 


A GENERAL MOTORS PRODUCT Le) Acizes.. A UNITED MOTORS LINE 











orons 


DISTRIBUTED 
BY 

DEALERS 
EVERYWHERE 


Wy, ROLLER BEARINGS 








STRAIGHT (|) 





HYATT BEARINGS DIVISION « GENERAL MOTORS CORP, « HARRISON, WN. J, 
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NOW! CUT YOUR CURRENT COSTS... 


BOOST LAMP LIFE, WITH 


LUSTRA GOLD-TON 


FLUORESCENT STARTERS 


YOU'LL MAKE BIG SAVINGS in the maintenance and oper- 
ating costs of your fluorescent installations... with Lustra Gold- 
Tone Starters. Besides providing fastest starting, these positive- 
action starters instantly cut out any lamp that begins to flicker 
or fail... prevent over-heating of ballast and consequent burn- 
outs and expensive replacement. ..save power otherwise wasted 
in maintaining an open circuit. 

Lustra Gold-Tone Fluorescent Starters come in your choice 
of Pushbutton Reset and Automatic Reset types—both 
guaranteed for two years of burning service. And Lustra 
Gold-Tone Starters are ideal companions for Lustra 
Double Duty Fluorescent Lamps which are famous 
for their superior, smooth inside coating, better 
diffusion, color constancy, and maintained high > 
light output. 

For dollar savings of very real importance, and for top effi- 
ciency in your fluorescent installations, write for full informa- 
tion about Lustra Double Duty Gold-Tone Fluorescent Starters 
and Double Duty Fluorescent Lamps. Lustra Corporation, 
Dept. V-3, 36 Washington St., Brooklyn 1, N. Y. 





AMERICA’S DATED LAMPS 


= 
DOUBLE DUTY REFLECTOR LAMPS, INCANDESCENT LAMPS, FLUORESCENT TUBES, SPOTLITES AND FLOODLITES, 
RUGGED DUTY LAMPS, FLUORESCENT FIXTURES AND STARTERS 
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Breach of Sales Contract 
(Continued from page 322) 


stating that the soles of the shoes 
were solid leather when in fact the 
inner soles were formed from paper. 

In later litigation the higher 
court refused to hold the clothing 
manufacturer liable because the 
salesman was acting outside the 
scope of his employment when sell- 
ing shoes. The court refused to hold 
the shoe manufacturer liable be- 
cause the salesman worked purely 
on commission basis and he was not 
under control or supervision of the 
shoe manufacturer. But the sales- 
man was held personally liable in 
damages to the purchaser for the 
full financial losses suffered by the 
purchaser, and this court explained 
that the court could sell the sales- 
man’s home to satisfy the judgment, 
unless it was paid within 60 days. 


Patent Monopolies 
(Continued from page 89) 


cartel for violations of the Sherman 
Anti-Trust Act. The judgment of 
the Federal District Court in that 
ease directed in the disposition of 
the patents, that each member of 
this combination: 

“Grant to any applicant therefor 
a non-exclusive license under any 
or all of the patents as herein de- 
fined at a uniform, reasonable 
royalty. Such grant may, at the 
option of the licensor, be condi- 
tioned upon the reciprocal grant of 
a license by the applicant at a rea- 
sonable royalty, under any and all 
patents covering titanium pigments 
or their manufacture, now issued 
or pending, or issued within five 
years from the date of this decree, 
if any, owned or controlled by such 
applicant.” 

In its affirmance with minor modi- 
fications of this decree in 1947 the 
Supreme Court said of these re- 
strictions on the use of patents: 

“Assuming, as is justified, that the 
violation of the Sherman Act in 
this case has consisted primarily 
of the misuse or patent rights plac- 
ing restraint upon interstate and 
foreign commerce, that conduct is 
not before this Court for punish- 
ment. It is brought before this court 
in order to secure an order for its 
immediate discontinuance and for 
its future prevention. 

“This will be accomplished large- 
ly through the strict prohibition of 


(Please turn to page 326) 
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Two Handling Problems Solved 
with Bethlehem Slings 


Shown here are two entirely different kinds of loads, 
but in each case the handling problem was simplified 
by using Bethlehem slings. 

The small lift is of a type that occurs many times 
each week at the factory in question. The loads are 
fairly light, and the wire rope slings are small, though 
of Purple Strand (improved plow) grade. The ones 
in the picture had been in service for more than a 
year when the photo was taken. Note their excellent 
condition. 

Naturally, much larger, stronger slings are required 
for loads like the bulky forging. That big fellow 
weighed 58 tons, and the rigging included two eight- 
part braided slings and two heavy grommets, plus the 





necessary end-fittings and hooks. The Bethlehem 
slings selected for this lift had a load capacity far in 
excess of the tonnage involved. 

Almost every lift creates its own problems, and 
some are highly technical in nature. But, whatever 
your needs, there is always a Bethlehem sling—or 
combination of slings—for the job. Bethlehem makes 
every size and type, and can readily furnish you just 
what you want. 

In cases of doubt, by all means call for one of our 
engineers. He will study your layout, check the lifts 
you make, and recommend the proper slings for 
each and every job. It is the kind of survey you 
can depend upon for best results at lowest cost. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 
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SURVIVES 
RAIL WRECK! 


“Compact bundles 
of M.E. flats were 
undamaged when load 
shifted and wrappings 
were torn. Other types 
of boxes would have 
been severely damaged, 
and production held up.” 


MORE BOXES... 
FASTER, T00! 


“With M.E. we produce 
25% more boxes in 
half the time spent 
assembling folding 
boxes. Now packaging 
keeps up with pro- 
duction...we get 
stronger, better looking 
boxes, too!” 





















“BEST BY TEST” 
FOR PISTON RINGS! 


“Wartime tests showed 
M.E. boxes delivered 
our aircraft piston rings 
in perfect condition to 
meet rigid government 
standards. Now we use 
M.E. for our automotive 
line, too.” 


oe 


METAL EDGE—the engineered method—has solved diverse 


packaging problems in over 100 American industries. 


NATIONAL METAL EDGE BOX CO. 


PACKAGING « MATERIALS HANDLING « INVENTORY CONTROL 


1214 Callowhill Street, Philadelphia 23, Pa. 
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Patent Monopolies 
(Continued from page 324) 


further performance of the pro- 
visions of the unlawful agreements, 
Further assurance against continued 
illegal restraints upon interstate and 
foreign commerce through misuse 
of these patent rights is provided 
through the compulsory granting to 
any applicant therefor of licenses 
at uniform, reasonable royalties un- 
der any or all patents defined in 
this decree.” 


Definitive Legislation 
Is Still Lacking 


In a dissent to this decision, one 
of the justices of the cour’ said: 

“If the anti-trust court could not 
interfere with patent rights, then it 
could not order licensing on any 
terms, for mandatory licensing is 
hardly consistent with exclusive 
rights. Again, if the failure of Con- 
gress specifically so to provide pre- 
vents the court from directing 
royalty-free licensing, then by the 
same token the failure to provide 
for compulsory licensing is a bar 
to that relief also. It is thus clear 
that the criterion for choosing the 
appropriate anti-trust remedies can- 
not be found in the Congressional 
silence. 

“The test of putting an end to 
monopolistic practices and restoring 
competition is one of magnitude and 
complexity; Congress has author- 
ized the use of the broadest powers 
of equity to cope with it. Devices 
or instrumentalities which may be 
used for legitimate ends may never- 
heless be outlawed entirely where 
they have been employed to build 
the monopoly or to create the re- 
straint of trade.” 

This dissenting opinion repre- 
sented the views of three of the 
nine justices of the Supreme Court; 
two took no part in the decision, 
which represented the opinion of 
only the remaining four. 

Against the background of these 
three decisions the decree of the 
Federal District Court made in 
October suggests the legendary 
death bed words of Rabelais, “The 
play is finished. I’m going in search 
of the Great Perhaps.” 

This decree provides, “Each de- 
fendant is ordered and directed to 
grant, to the extent that it has the 
power to do so, to any applicant 
making written request therefor 

. a non-exclusive license under 
any, some, or all of said defendants’ 
patents for their full unexpired 
terms .....2.° 

For More Information Circle No. 361 
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Hidden ingredient 
in better 


NICKEL | 
SILVER results.... 


CONTROLLED QUALITY — INDIVIDUAL ATTENTION TO YOUR ORDER — 
TECHNICAL ASSISTANCE — FAST DELIVERY 


Waterbury Nickel Silver is now available in various grades 


and tempers, in SHEET, STRIP & ROLLS. You can order from 
the office nearest you. 


WATERBURY ROLLING MILLS, INC. 
Established 1906 

Main Office: 

Waterbury, Conn. ¢ Tel. Waterbury 4-5131 

New York Representative: 


J. A. Wilson Metal Products Co., 350 Madison Ave. ® VAnderbilt 6-1246 
Chicago Representctive: 

General Steel Warehouse Co., Inc., 1830 Kostner Ave. ¢ BElmont 5-4266 
Philadelphia Area Representative: 

John McNichol, 16 West Mill Rd., Flourtown, Pa. © WHitemarsh 8-1869 





ALSO PHOSPHOR BRONZE AND OTHER NON-FERROL 
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PURCHASING ENGINEERS 


\What information do you have regard- 
ing companies having in their Purchasing 
Department organization a Purchasing 
Engineer? Do any particular books on 
Purchasing give any reference to such a 
position ¢ 


L. W. Pierce, Govt. Pur. Mgr. 

\llen B. DuMont Laboratories, Inc. 

East Paterson, N. J. 
@ The title “Purchasing Engineer” 
is variously used in different organi- 
zations. We do not know of any 
general job description that would 
cover the duties of such a mem- 
ber of the Purchasing Department; 
though the title is used in many 
companies, it seems to be a general 
descriptive term for a person with 
technical training, assigned to vari- 
ous phases or projects where such 
technical knowledge is_ essential, 
according to the particular require- 
ments of the department. For ex- 
ample : 

In one machinery manufacturing 
company, the Purchasing Engineer 
does the buying of accessory motors, 
controls, etc., which are attached to 
the company’s product, usually at 
the option of the customer. He also 
works with the Engineering Depart- 
ment, as a representative of Pur- 
chasing, in the specification and pro- 
curement of equipment for the com- 
pany. 

In a midwestern manufacturing 
company, the Purchasing Engineer 
is charged with developing new 
sources of supply and new materials 
applicable to the company’s use. 

The most common use of the term 
is to designate a consulting type of 
service within the Purchasing De- 
partment, developing specific pro- 
jects such as are generally known 
as ‘Value Analysis”—reducing costs 
of purchased products through stan- 
dardization, redesign, use of alterna- 
tive materials or manufacturing me- 
thods, etc. 

We know of no definitive discus- 
sion of this term in the published 
writings on purchasing, probably 
due to the varied applications of 
the title. There has long been a dis- 
tinct trend toward providing more 
competent technical knowledge and 
assistance within the Purchasing 
Department. Where this is a pri- 
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mary concern, the trend has been 
toward selecting buyers who are 
themselves trained in engineering, 
rather than relying on staff assis- 
tance, A number of leading com- 
panies have made this a definite 
qualification in the selection of pur- 
chasing personnel.—Ed. 


VALUE BUYING 


I remarked to myself—“Very well said” 
-after reading the article on page 67 
(“Who Makes the Price?”) of the Janu- 
ary issue of PurcHASING. I was par- 
ticularly interested in the last paragraph, 
as I believe that is one thing the pur- 
chasing agent must always keep in mind 
in his buying today. In that connection, 
you will find I am preaching the same 
gospel through an article in the January 
issue of Railway Purchases and Stores. 
F. W. Pettit, Gen. Pur. Agt. 
Western Maryland Railway Co. 
Baltimore, Md. 


BUYERS’ CHOICE 


Re: query “Cultivating the Purchasing 
Agent” (July 1953 issue, p. 332). Would 
you be able to suggest to us some of the 
things that purchasing agents like to have 
done for them, gifts they like to receive, 
or alternate courses of action we might 
take to build up our relations with the 
purchasing agent? 

L. R. P., Florida 


@ No comment.—Ed. 


HOURS FOR INTERVIEWS 


A letter has just been placed on my 
desk, coming from one of our accounts 
that we call on regularly. This letter 
states a definite time that our man must 
call to interview anyone at their plant. 
We have also received a letter from an- 
other company giving similar instruc- 
tions, only more definitely stating the 
day and the time that our man, and other 
salesmen, are to call on these people. 

The question in my mind is this: How 
are we supposed to arrange a schedule 
for our salesmen if these companies are 
going to continue on such a basis, and 
if they are going to make it so difficult 
regarding the time when our men must 
call on them? 

When things like this happen, I often 
wonder if the management of these com- 
panies stop to think how much the pro- 
gress of their own companies would be 
interrupted and impeded if their repre- 
sentatives out selling were to get the 
same reaction. 

A. A. Kreitz, President 
Losey & Company, Inc. 
Easton, Pa. 


o> 


@ See the Purchasing Opinion Sur- 
vey in the September 1953 issue 
(p. 75) for a comprehensive study 
of this continuing—and two-sided— 
problem. The survey indicates that 
a minority of companies (only 8%) 
have definite rules limiting calling 
hours. A majority of purchasing 
men (60%) feel that such restric- 
tions are unfair to salesmen, though 
exactly the same proportion (60%) 
are of the opinion that their depart- 
mental activities, including the in- 
terviews themselves, could be more 
efficiently handled if the interviews 
could be scheduled for specified 
hours of the day.—Ed. 


ENGINEERING INDEX 


We note on your contents page a note 
to this effect: “Contents are indexed 
monthly and annually by the Engineer- 
ing Index Service.” 

We are not familiar with this service 
and would appreciate having more infor- 
mation. 


J. F. Estill, Jr.. Pur. Agt 

Houston Lighting & Power Co. 

Houston, Texas 
e@ The Engineering Index Service 
is published monthly at 29 West 
39th St., New York, N. Y. It was 
established many years ago by the 
Joint Engineering Societies as a 
means of keeping in touch with the 
latest information on technical sub- 
jects published in the trade and 
technical press. For those who can 
make use of such information, it is 
a most valuable and reliable service, 
and it has excellent acceptance in 
the engineering field. Full details 
regarding the scope of information 
covered, and cost of the service, 
can be secured by writing to the 
address given above.—Ed. 


LEGAL ADVICE 


I read with interest the article entitled 
“Quotations and Offers to Sell”, by 
Albert Woodruff Gray, in the August 
issue of PurcHASING. Would it be pos- 
sible to secure seven copies of this 
article for distribution to our branch of- 
fices? 

V. M. Beesley, Quotation Dept. 
Graybar Electric Company, Inc. 
Dallas, Texas 


@ Tear sheets sent.—Ed. 
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